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FOR STORE, SCHOOL AND OFFICE LIGHTING... 
THE OFFICER SERIES... tst t { thr . 


1. TRANSLUCENT PLASTIC SIDE PANELS 


2. Beautiful, efficient, ex 
PLASTIC MOULDED ONE-PIECE LOUVERS/| 


Distinctive . .. years-ahead styling ... Yes, you 
have only to see the Officer in operation to 
appreciate its outstanding beauty .. . its harmony 
of line which fits it for every interior of distinction. 
Distinctive, too, in its years-ahead versatility, the 
Officer Series has the adaptability to fit it to every 
lighting need . . . to special room arrangements... . 
to special spot effects. 

Yes, in Beauty ... in Versatility . .. and in 
Constructional Advancements... on every count 
the Officer is a Beauty Winner! 


Write for complete catalog data sheets today. 








Sold Exclusively through Electrical Distributors 


Division of Benjamin Electric Manufacturing Company, Dept. GG, Des Plaines, Illinois makers of 
mod Leader Line lighting equipment and sound signals for Industry, Institut and Commerce. 





WABLE FUSES | 


Because you use the same 
“ECONOMY De-Lay” Cartridge over and over 
again. 


You renew a “blown” 
ECONOMY Fuse by simply inserting an inex- 
pensive "ECONOMY DE-LAY” Renewal Fuse Link 
in the old Cartridge. 


You reduce “lights out” and 

“machine down time” because 

“ECONOMY De-Lay” Fuse Links are replaced 
in a few seconds. 


Your investment in 

“ECONOMY De-lay” Fuse Links is much 
smaller than the investment required if you 
use non-Renewable Fuses for each fuse 
replacement. 


Ask for the ECONOMY Catalog and Price List. 


rw 


ZwEMNBLE CARTRIDGE Fygeey 


Your Electrical Wholesaler has “ECONOMY DE-LAY” Renewable Fuses 
and Renewal Links in stock. 


ECONOMY FUSE AND MFG. C0., 2717 creenview ave, cuicaso 14, 1LLinols geressenrarves, ey 


ELECTRICAL WHOLESALERS—It's ECONOMY for you, too, when you “sove” sales and 
profits that might otherwise be lost, by carrying an omple stock always of “ECONOMY 
DE-LAY” Renewoble Fuses and Renewal Links. 
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1 to 32 Circuits 
Only six devices form the basic 
AO \ine in general purpose enclosures. 


Main Breakers 


For the first time! Load centers 
with main breakers for 1 phase, 3 wire 
or 3 phase, 4 wire devices. 


1 Phase, 3 Wire 3 Phase, 4 Wire 


To meet modern trends in distribution. 
Both raintight and general purpose. 


Raintight 

All enclosures are Underwriters’ 
approved. Available with or without 
provision for the popular interchange- 
able hubs. 


“Plus” Applications 


The AA solves specific water heater, 
switched neutral and other split 
problems—in many cases with stand- 
ard components. 


AO Plug-in Units have 
ALL the Features ..- 


i. Quick-Make, Quick-Break OP- 
eration at no extra cost. 

2. Ambient Compensation ends 
nuisance tripping. No extra cost. 

» Thermal-Magnetic— complet? 
two-way protection against both ie 
moderate and heavy overloads. Off-the-Shelf Delivery 

4. Non-Interchangeable feature Just 3 components simplify selling and 
prevents higher capacity 30, 40, stocking. Box with interior, CO’ and plug- 
50 ampere sizes from being aie an breskers- Breaker . 

: dual boxes and multi-packed in car- 
stituted for 15 and 20 ampere tons. All the sales features—highest quality, 
breakers. Discourages tampering. no cost premium, immediate delivery- 


1903° 50 YEARS OF DESIGN LEADERSHIP: 1953 
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Success with Supplies Stores Howard J. Emerson 


THE PURPOSE IS EXPOSURE 

THESE FEATURES HELP MAKE THE SUPPLIES STORE WORK 

AN INDEPENDENT FINDS THE SUPPLIES STORE VALUABLE 
What's behind GESCO Portland's and Tubbs Electric's operations 


They Got Their Share of a $'2 Million Lighting Business .... 


Three Keps Electric salesmen did, as a result of Pittsburgh's lighting contest. 


A Call Report Comes to Life George D. Farley 


Recorded in pictures are the stories behind a Tab salesman's May | 5th report. 


Thomas F. Preston 


The Tape Story 


A study of electrical tape—different kinds, promotion, selling points 


Francis W. Sullivan 


Are You Pulling Your Weight? 


67 


71 


Chet Barnard was a part of the 75°% that moved 25°, of sales volume—until ... 


Making the “Wholesaler Policy” Really Work 


74 


Three specific examples of how manufacturers are strengthening their distribution 


How Dangerous Is Private Debt? 


The rapid rise in borrowing raises this question; here are some answers 


The Salesman’‘s Other Job: Credit Reporting 


What danger signals to look for as field observer for the credit manager 


New Air Conditioners: Full of Features 


77 


78 


80 


Here are some of the new and unusual developments offered by seneibadiaines, 


Anniversaries Review 


Biographical sketches of those in the industry ssliliadtlies important milestones 


An Editorial 


Depreciation and Its Crucial Economie Role 


Chicago Show Goes Over Big 


89 


107 


Second Chicago Electrical Industry Show draws 8,500 to 160 exhibitors’ booths. 


E.E.W.A.’s Annual Dinner 


The Eastern Electrical Wholesalers Asseciation'’s 23rd dinner-dance a sellout 


DEPARTMENTS 


New Products owas 5 Times and Trends 


Washington Straws . 33 £News of the Industry 


Business index 45 and 46 Calendar of Events 


Member ABC and ABP AbD 


108 





CONTRACTORS NOW USING 
MORE LARGE-RADIUS ELBOWS 


Wholesalers Everywhere Increase Profit 
By Selling These Special-Radius Elbows 


Since engineers have determined that the use of special larger-radius 
elbows cuts construction costs, contractors are using more and more of 
them. This increased use of large-radius elbows has been noticed recently 

in every part of the country. Al 
though they have been available for 
several years, sales have increased 


rapidly during the last few months 


Actual labor costs are substan 
tially reduced because the large: 
radius eases the work of fishing 
cable through elbows. This saving 








in labor is considerable 


The difference between standard-radius - a Wide-awake wholesalers have 
and special large-radius elbows is clearly = - : 

i & ~ been quick to recognize this trend 
shown here. Both elbows are the same \ 
pipe size. It means an increase in dollar vol- 
ume of sales and profits from the 


same number of building projects 


SIZES OF SPECIAL CONDUIT of COLUMBUS now 
supplies all needed sizes of special 


LONG-RADIUS ; 
e ta ; “Sa large-radius elbows as shown in the 
90° ELBOW — chart at the left. Take advantag: 


of this opportunity. Get full data 

















RADIUS “A” | , on costs and availabilities now 


in inches 12” | 15” | 


OFFSET ‘’C’’ i oS" i 


STRAIGHT 
END ‘’D” 


LENGTH | 
UNBENT 370° | 36" | 40° | 411 | 
4 | | WRITE FOR 


PIPE SIZES) | 1"-2'2"| 1”-3" | 1"-312”| 1"-4" 
AVAILABLE incl. | incl incl. | incl. | - | COMPLETE INFORMATION 


L 





Sold Only Through Leen 
Recognized Wholesalers 5 A e 
Di Aah 


CONDUIT PIPE PRODUCTS CO., , OHIO 


PIPE COUPLINGS * PIPE NIPPLES °- ELBOWS, RIGID & £E.M.T. 
RUNNING THREAD ° GOOSENECKS ° WALL PLATES 
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CONDUIT ELBOWS 


NEW PRODUCTS 





Gedney Electric Company, 1270 6th Ave., New 


York, N. Y. 


Large size corner pull-in conduit elbows are cadmium 


plated for long service life and are machined to assure 


perfect threads and alignment 
1 


114 inch, 1! 


of elbows are designed to bring new installation ease 


and 


be ideal for space saving and machine wiring. The 


conduit elbows are made 


eliminate breakage 


LAMPHOLDER 
Afco-Lite Corp., Chicago 22, IIL. 





Clamp-on weather proot lampholder 1s 
made of heavy steel, cadmium-plated 
with adjustable 


(-ft 


Ir comes complete 


bracket, spring and cord set 


OUTLET BOXES 


Keystone Manufacturing Co., Cen- 
ter Line, Mich. 





New design feature on 4 in. octagon 


outlet boxes is to insure threaded 
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The elbows come in I 


inch and 2 inch sizes. These larger sizes 
speed on many applications. They are also said to 


of malleable 


PLUGS-RECEPTACLES 


The Pyle-National Company, 





1352 North Kostner 


Ave., Chicago 51, Ill 


( sroup ( 


signed to make 
iron in order circuit except 


For 15 30 amps 


hole fail BX or 
Romex clamps are tightened on cables 
hole 
from the nominal .067 in. thickness t 


171 in. provides over twice as 


that will not when 


Extruding the threaded depth 
many 


This 


louble the number of threads increases 


threads as in the normal hole 


strength and puts an end to thr 


stripping, according to the manufac 


f 


FLUORESCENT FIXTURE 


The Edwin F. Guth Co., St. 
3, Mo. 


Louis 


Fluorescent fixture is available wi 

a wide range of louvers and diffusers 
It may be used to form several types 
The 1 


unit is designed 
20 per cent uplight ind 8) 


ot patterns 
distribute 
per cent downlight. Top plates for 100 
per cent downlight are available. Side 
panels are luminous. Fixture comes 

two, three or four lamps, four or eight 


feet long 


Explosion-proof, | 


nserted and withdrawn in a straight line 
sealed fittings are required 
current-rupturing device 

if impossible t 


when the 


L. listed plugs and receptacles are 


tor operation ot portable electrical equipment in Class 


and D hazardous location. The plug ts 


No se par it 
The 
A de laye d 


units alse Operate as a 
ition lock iS ce 
open close the 


contacts sately confined 


Ww 


FLOODLIGHT __ 


Rab Electric Manufacturing Co 
113 E. 138th St., New York 51, N.Y 


Sealed 


beam, vaporproof  floodlight 


uses any medium base R-40 lamp. It 


porcelain enameled re 
angle. The 


factories 


comes without 


rs and 1djusts to any 
init is for u in loading 
platforms 


houses 


U 


CONNECTORS 
Adalet 


Lorain 


c2a.. 
Cleveland 11, 


The 
14300 
Ohio 


Manufacturing 
Ave., 


Water 





Cash-in! There's a Federal Noark 
fusible device for every job 





YOU'LL WIN a lot more customer satisfaction 
and make more money by featuring the Federal 
Noark complete line of service entrance equip- 
ment... the most modern and practical line of 
fusible devices ever put on the market. 

There is a Federal Noark fusible device for 
every requirement. All are compact, yet have 
ample wiring space for ease in wire pulling. 
They are all ruggedly constructed; exceptionally 
smart in appearance; finished with gray baked- 
on enamel. 

Don't wait. Get all the facts about Federal 
Noark fusible service entrance equipment and 
start reaping the benefits of a line that’s really 
built and priced for sales. 

Federal Electric Products Company, 50 Paris 


St., Newark 5, N. J. 


federal Noark products: Stab-lok Circuit Breakers, 
Motor Controls, Safety Switches, Service Equipment, 
Industrial Circuit Breakers, Panelboards, Switch- 
boards, Control Centers, Bus Duct * Sales offices in 
principal cities. 





1 R166—Main Service and Light 


ing Panel. 60 amp. pullout 
head switch, up to 8 lighting 
circuits — raintight enclosure. 
166—Same as R166—in gen- 
eral purpose enclosure 

NR 320L—NR Type Residence 
Panel, plug fuse branches. 
R110—Main Service Panel. 100 
amp. Raintight enclosure. 
3622 — Type D Safety Switch, 
60 amp., cartridge fuse, 3 wire 
SN, in raintight enclosure. 

110-— Same as R110, in general 
purpose enclosure. 

12610F —100 Amp. Main-and- 
Range Pull Switch. 10 or 16 
lighting circuits 


266W—Same as 264, plus off- 
peak hot water heater circuit 
264—60 Amp. Main-and 
Pullout Switch. 3 

For range, hot water and 
whting. 


Range 
3N 


pole 


AT’ Wiring Troughs . com 
plete with coupling straps and 
and end closures 

4F — Junior Type Panelboard 
L30332SN — Type D Safety 
Switch. 30 amp. plug fuse. Gen 
eral purpose enclosure 


3622 — Same as R3622, in gen- 
eral purpose enclosure. 
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PRODUCTS — continued 
fit all standard sizes of service entrance 
cable and many round cables. Grom- 
mets can be furnished in special sizes 
The connectors can also be used as a 
terminal fitting when going from con- 
duit or fittings to open wiring for con- 
necting motors, panelboard wiring and 
similar conditions. Aluminum alloy is 
used in the construction of the connec 
tors. 


CONDUIT FITTING 


The Thomas & Betts Co., Elizabeth, 
N. J. 

New design fitting for liquid-tight 
flexible 
spiral and does not have to be taken 
apart 
straight, 90 deg., 
and 





conduit mates with conduit 


installed. It is made in 


and 45 deg., elbow 


when 


designs accommodates conduit 
from +g to two inches trade size. Pic- 
ture shows how conical-shaped ground 
mates with conduit spiral by wedge 


action. 


AIR CONDITIONING UNIT___ 
Westinghouse Electric Corp., Pitts- 
burgh 30, Pa. 


Residential air conditioning unit has a 
rating of 36,000 BTU/hr. It requires 


only electrical (220 volts), water and 


drain connections and minimum con- 
necting ducts when used in conjunction 
with forced warm air heating systems 
The motor-compressor unit is refriger- 
ant cooled instead of air cooled. It can 
be thermostatically controlled. 


June, 1953—ELECTRICAL WHOLESALING 


RACEWAY 
Square D Company, Detroit 11, 
Mich. 

Raceway, a_ steel 
trough, is for carrying feeders, branch 
circuits and other groups of conduc- 
tors. It is manufactured in standardized 





enclosed wiring 


sections with a hinged cover and 
catches for fastening in the closed po- 
sition. A complete unbroken wireway 
system can be installed using various 
fittings, all of which are designed to 
retail lay-in features. The raceway 
comes in 2¥) in. by 2) in. and 4 in 
by 4 in. sizes in lengths of 1, 2 and 5 
feet. 


LONG NECK HAMMER 


Champion DeArment 
Meadville, Pa. 


Electrician's long neck hammer is fur- 
nished in a full polish finish, black 
enamel neck and under claw. The han- 
dle is made of hickory. The new ham- 
mer was designed to simplify nailing of 
junction and outlet boxes and working 
over conduit to secure clamps. Ship 
ping weight is 20 lbs. to the dozen 


Tool Co., 





SOLDERING IRON 





Hexacon Electric Co., Roselle Park, 
N. J. 
Switch button controls the heat on a 


soldering iron that can be connected to 
either 6 or 12 volts. Nickel-chromium 


heating element is embedded in the tip 
Overall length is 12! ins.; tip’s diam 
eter 7/16 ins.; 200 watts Equipped 
with a 12-foor abrasion and oil resistant 
rubber heating cord, battery clips and 
plastic handle. Developed as a standard 
battery iron for the Armed Forces, the 
iron is now available for civilian use 


FHP MOTORS 
General Electric Co., Schenectady 5, 


N. Y. 


Special service, 





fractional horsepower 
motors are for applications requiring 
moderately high starting torque. They 
are rated at 14 and 54 hp., 1725 rpm 
The motors may be mounted in any po 
sition and are reconnectable at the ter 
minal board for 115 
With starting currents that conform to 


NEMA standards, the 


used In Cvaporative coolers, attic fans, 


and 230 volts 


can be 


motors 


milking machines, compressors, garage 


tools and home workshops 








RECEPTACLE 
Pass & Seymour, Inc., Solvay Sta- 
tion, Syracuse 9, N. Y. 

White 


room between cable clamp and ter- 


range receptacle has wiring 
minal block so that pliers can be used 
to position cable. Large radius on ends 


of heavy phosphor bronze contacts is 


7 





TOUGHER 





SMOOTHER 


Electricians and Contractors 
are insisting on this New 


and Improved Columbia-Flex 


Approved by Underwriters’ Laboratories 


Serving the Electrical Wholesaler Since 1912 


Ag 


© COLUMBIA CABLE & ELECTRIC CORP. 
d Brooklyn 8, N. Y. 


EM. T. 


Sg Soa 


Sales Representatives in Following Cities: 


Atlanta, Ga Dallas, Tex Houston, Tex New York, N. Y San Francisco, Calif. 

Boston, Mass Denver, Colo Los Angeles, Calif Philadelphia, Pa Seattle, Wash. 

Chicago, III Detroit, Mich Minneapolis, Minn Portland, Ore Thornwood, N. Y. 
Glassport, Pa St. Louis, Mo 


ELECTRICAL WHOLESALING—June, 1953 





: sory table tor bench work. One feature 
NEW PRODU ed — ; 
IS ts ability tf make por Ket cuts in 
; ; ‘ wood without a drilled entrance hole 
esigned to permit Cap to be insertcd + ' 1 
7 ; : bI I ; Ps The saw's capacity is rated at }> in. in 
easily. Ca clamp closes opening re \ , 
y> Ave I : OF é soft wood and ‘x in. in hard wood. | 
gardless of size of wire used. Mounting : 7 
‘ : al is powered by a universal motor for 
screw is retained in cover so as not to i 
fall i use on 115 volt ac. or dc. current 
all out during installation 
&g , Weight is 3 Ibs. Overall length is 


8 in. and overall height including blade 


TELEVISION SETS 


Majestic Radio & Television Div., 
79 Washington St., Brooklyn 1, 





+ 


Nine new console TV receivers utilize 
a cascode type tuner which permits the 
change of tuner strips for UHI recep 


AN \ \ \ 


aa eo eT 
PENAAAN 


a, 


tion. All models have a front removabl« 
mask or safety glass. A fringe area 





switch provides an extra power rescerv¢ 


for difficult reception areas 
PORTABLE BLOWERS 
Phil Rich Fan Mfg. Co., Inc., 2900 


Caroline St., Houston 2, Tex. 


DEODORIZING LAMP 
Blade size on a line of six portable 


blowers ranges from 30 in. to 48 in 


Sylvania Electric Products, Inc., 


The blowers move from 3,000 cfm. to Lighting Div., New York 19, N. Y. 


1,500 cfm. of air and are powered ; ) 
J | | Al | (mit Zi {’ ‘ ‘ 
by 1/3 hp., 12 hp. *4 hp. or 1 hp ligh ozone de : rizin "Peg con 
on . imes 4 watts and emits 40 to 50 pet 
motors. The packaged weight ranges a 
from 112 Ibs. to 246 Ibs. The blowers ' cent more ultra violet radiation than 


other lamps of its type according to the 
can be mounted on casters . 





manufacturer. The greater efficiency 


BROILER lue to a Sylvania designed bimetal 


switch which automatically opens once 


Royal Broiler Corp., 2330 Fifth 
Ave., New York 37, N. Y. 


the lamp has started. The lamp oper 


ites off small choke ballasts 
Infrared unit broils, grills, fries 
becues, roasts and toasts automatical 
A self-timer rings a bell and shuts oft 
the entire unit when food is done. The 
appliance has two-heat control and i: 
equipped with a removable glass spat 
ter shield. Constructed of triple chrome 


1 steei, 1¢ has an acc. motor 


VENTILATING FAN 


Fasco Industries, Inc., Rochester, 





Outside wall ventilating fan ts available 


- FLOOR MACHINE 
in 7 and 10-in. sizes and features ré 


mote control operation A powerful fan Hild Floor Machine Co 10 W 


is designed to open the outside door Washington Blvd., Chicago 6, IIL. 
automatically and keep it open. Count- JiG SAW ; A heavy-duty hp. vertical motor 
erbalanced spring action snaps door powers the flo achine. The br 
back when fan is turned off. Round The Black & Decker Mfg. Co., Tow- pread is nche rush speed 
telescoping tubes can be adjusted to fir 50" * Md. pm. Attachments 


i\ itlable t¢ 
any wall thickness from 41, t0 147/16 Portable clectric jig saw ts 





and steci 
inches. Neoprene is used in the cord with five 


different types 
and plug blade 


s. It may be mounted « 


June, 1953—ELECTRICAL WHOLESALING 














more quality conduit 
for America’s electrical growth 


More Pittsburgh Standard quality conduit will soon be on 
its way to our nation-wide markets, as new production 
facilities are being added for ‘“‘the conduit standard of the 
trade.” Pittsburgh Standard’s ultra-modern new Morris- 
ville (Pa.) Plant, adjacent to the huge Fairless Works, will 
mean even faster service, greater tonnage and the same 
guaranteed perfect conduit. 


So widely accepted has been our product name, so fine its 
reputation, that after 50 years we have changed our com- 
pany name from Enameled Metals Company to the “‘brand 
name” called for wherever quality conduit is used ... 


PITTSBURGH STANDARD. 


Rigid Stee! Con Juit and E.M.T. AGENTS IN PRINCIPAL CITIES 
Electro-Galvanized * Black Enameled 

Hot Dip Galvanized + Elbows, Nipples, Couplings = = 
Briege! E.M.T. Fittings a - 


=< 
2 


| Tes 
The New Name for Enameled Metals Co. 


> —, 


SG Sie 


co IT| CO. 


OFFICES: 3 PLANTS: 
61 Bridge St. Etna, Pa. 
Pittsburgh, Pa. Morrisville, Pa. 


MORRISVILLE, PA. (Philadelphia) PLANT— 1952 
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NEW PRODUCTS —continued 


made of rubber and nylon, reinforced 
with multiple strands of steel cable em- 
bedded in The 
with brush attached. 


the rubber. machine 


weichs 38 Ibs 


HEAT CONDITIONER 

Berko Electric Mfg. Corp., Queens 
Village, N. Y. 

Portable heat conditioner’s heating ele- 
ment consists of a sheet of tempered 
Pyrex brand glass. Models come with 
or without thermostatic control. A pilot 
light indicates when unit is operating. 
The radiant heat panel contains no 
glowing element. Width is 24)4 in.; 
with height inducing handle it is 24%4 
in. 


~ 


TESTING DEVICE 


Electro-Tester Co., 605 Broadway, 
Malden, Mass. 


Wiring and appliances testing device 





operates with the power off. The unit 
is designed to detect broken wires, 
short circuits, grounds and poor con- 
nections. The compact device has two 
wires, which are singly connected to 
the circuits being tested. A small bulb 
automatically lights if the circuits are 
safe to use. Shocks are impossible as 
the appliance need not be plugged in 
when tested. 
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ELECTRIC SPIT 


Brevel Products Corp., 508 Broome 
St... New York 13, N. Y. 





A special slow-speed electric motor 
turns the spit which is designed tor 
cooking over an open fire or grill. The 
unit has an adjustable stand, 3 slide-on 
meat forks and a special spit lifting 
hook. The spit is 26-inch nickeled steel 


FLOOR CIRCULATOR 
Manning-Bowman Div., McGraw 
Electric Co., Elgin, Ill. 

The floor circulator draws cool air near 
the floor into the fan and distributes it 
outward and upward. The 12 in. blades 
are driven by a three-speed induction 
type motor which is rubber cushioned 
for vibration-free silence. Unit is rated 
at 180 watts; 110/120 volts, 60 cycle, 
a.c. only. It is finished in beige ham 
merloid enamel. 


SCREW-NUT DRIVER KIT_____ 


Vaco Products Co., 317 E. Ontario 
St., Chicago, Ill. 


All-purpose screw and nut driver kit 
was originally assembled for radio and 
TV service men. The kit includes 7 nut 
drivers, 2 Phillips and 3 regular drivers 
with shank design for interchangeable 


use in one common handle. An exten 
sion piece lengthens the reach of any 
of the drivers by 5 inches. The tools 
are of high quality steel with plastic 


handles. 


PORTABLE COOLER 


T'rade-Wind Motorfans, Inc., 5725 
S. Main St., Los Angeles 37, Calif. 


Portable evaporation cooler plugs into 
any light socket and delivers 300 cfm. 
blower 
three- 
27 Ibs 


A three-way switch permits operating 


through dual centrifugal 


wheels. The unit has its own 


gallon water supply and weighs 


for air circulation only or for complete 
cooling. Double blowers are driven by 
al ,) hp motor 


INFRARED BROODER = 


Rhinehart Co., 1127 Polk St., Fort 
Wayne. Ind. 


This unit is designed to give even heat 
300-500 chick brood 
Each of 


reflectors cast identical heat patterns to 


covcrape Over a 


ing area four murror-surface 
the same large floor area. Desired tem 
peratures can be maintained by using 
one to four lamps, two of which are 
thermostat 


operated by an automatic 





REPRINTS AVAILABLE 


Reprints of the 16-page special 
How To Make a 
Presentation,” ap 
pearing in the May, 1953, issue 
of ELECTRICAL WHOLESALING, 
are available at the following rates 
1 to 


section entitle d, 


Lighting Sales 


10 copies, 30¢ each, over 10 


copies, 25¢ each. 














Report 


NATIONAL 


EASY TO EXTEND 


“The buswoY system Was laid out with all fore- 
seen extensions planned for. We've found, 
not only here at DuBois but in other of the 
Company's plants os well, that through the 
yse of IPL, machines on the production line 
be plugged in, disconnected, or re- 
without shutting down 


the fact that it can 


the fact that 

plug-in openings staggered on two sides of 
IPI lengths, permit insertion of devices com 
venient to equipment.” 





‘ 53 





ELECTRIC BUSWAY ..::.. 


EASY TO RELOCATE— omplere ly SALVABLE 


PLUG-IN DEVICES on National Electric IPI 
Busway provide completely flexible power to grind- 
ing room. 


NATIONAL ELECTRIC ‘'PLUG-IN’’ BUS- 
WAY permits plugging-in, disconnection or re- 
location of machines in tool room production line, 
without shutting down entire line while work is 
in progress. 


aie. 


Write for complete details EVERYTHING IN WIRING POINTS TO 


Listed by Underwriters’ Laboratories, Inc. ik 


ational Electric Products 


PITTSBURGH, PA. 
3 Plants 7 Warehouses «+ 34 Sales Offices 
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THIS GE 500 LAMP MERCHANDISER 


CELLS MORE GE CHRISTMAS TREE BULBS FAGTER 


, 


Contains 

150 C-6 bulbs, 
270 C-7%'s 
and 80 C-9'A's 
plus display 


material. 





ATTRACTS ATTENTION=EASY TO SET UP 


This colorful counter merchandiser, developed by General Electric, is YOU'LL LIKE IT BECAUSE IT: 

factory-packed with 500 G-E Christmas Tree bulbs in the assorted-color _—- 

10-lamp packages that need no wrapping and speed sales. Knockouts @ Minimizes broken package han- 

permit adding a string of bulbs for a lighted display. dling and small order shipments. 

Stock is pre-selected according to normal dealer needs. Display ‘sells 

up”, for most customers buy ee ag packages, but convenient drawer the merchendiser measures only 
3 


e Saves on warehouse space — 


oer pe display of individual bulbs. Bulbs list at $68.02, tax included— 25” x 12” x 6”. 

nigh profit for a small space. 

e Contains a pre-selected assort- 
ment that meets most dealers’ 


needs. 


Assured demand — Sales of G-E Christmas Tree Lights will be backed 
by G-E’s consumer advertising program. 


Preferred — Long experience with the benefits of G-E Research makes 


; aan @ Makes an attracti iece of "'vol- 
customers ask for G-F Bulbs. yn stodgy tea anceps 


ume” business for you. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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ome Cable Distributor ? 


That's a good question, and here's a good answer 
an answer you can check with any Rome dis 
tributor! 

We, at Rome Cable, believe the electrical dis 
tributor is a logical means of serving users of our 
products . . . and, for this service, he deserves 
recognition, as well as our complete support and 
co-operation 

Here’s how we back him up. We adhere to a 
strong distribution policy. Our people have spent 
most of their lives making wire and cable. They 
know their business. Rome completely controls 
all manufacturing, starting with basic raw mate- 
rials. That means dependability 

We insist on high product quality. Rome is one 
of the few cable manufacturers who maintain 
competent, full-scale research and engineering 
services. Inspection and test procedures are 
rigidly prescribed, entirely independent of pro- 
duction and sales. Superior quality builds your 
reputation, brings repeat business. 

We offer a personalized customer service 
Rome's operations are close knit; key personnel 
are readily available. When you need informa 
tion you get it without delay. To you, that means 
customer confidence. 


There are other reasons, too... 


A strong program of national adver- 
tising and sales promotion to build 
acceptance for Rome products . . . to 
make your selling job easier. 


Avai:abie technical service by quali- 
fied Rome sales engineers to help 
you sell. 


Strategically located sales offices and 
warehouses for close contact and 
efficient service. 


A continuing program of research in 
the development of new and im- 
proved products. 


It costs less to buy the best 


ROME CABLE 
Mg? 


ROME + NEW YORK 


.-- and it’s profitable to sell the best 


TORRANCE + CALIFORWIA 
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OME QUALITY- 
WE PRICE- 
ONE POLICY 


e GEDNEY maintains just one schedule of prices. There are 


no exceptions. 


Gedney Fittings are recognized as top quality products. 
They are the most economical fittings obtainable. Gedney 
Conduit Bodies, made of malleable iron, eliminate all waste 


due to breakage. Machined with precision accuracy, they slash 





installation costs. Hot dip galvanized, they assure maximum 


service life. 


GEDNEY FITTINGS FIT 
AND SAVE MONEY ON EVERY INSTALLATION 














RKO BLDG. 


* RADIO City . 
Foundry, Factory NEW YORK 20 


and Shipping Point: Terryville, Conn. 
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BULLDOG VACU-BREAK SAFETY SWITCHES 





Bolt-tight make 


Each contact operates in a sealed chamber 


—arc-less break 


gen from contacts. Piston-like action when Two exclusive BullDog safety features —the Vacu-Break 


rupturing circuit: causes partial vacuum . ‘ ‘ : ; 
, , arcing Chamber and Clampmatic Contacts—bring you 

that further inhibits arcing. Clampmatic : . . 

contacts give three times normal pressure matchless safety switch economy as well as unequaled 


on both sides of stationary contacts. protect 1 nh. 

The Vacu-Break Chamber siiicot ers dangerous arcs before 
they can burn or pit the contacts or build up dangerous 
temperatures. Protected contacts mean better operating, 
longer-lived safety switches for you. 

The Clampmatic Contacts ensure positive, bolt-tight con 
nections between contacts. The result to you is a cooler 
operating switch with a minimum of fuse failures 


BullDog’s simplified line of thoroughbred Vacu-Break 
Switches handles a// requirements. Write today for free 
Bulletin SS-250 containing complete information. Bull 
Dog Electric Products Company, Dept. WH68, Detroit 


32, Michigan, nEPCE 


BULLDOG 


THOROUGHBRED IN ELECTRICAL EQ''PMENT ELECTRIC PRODUCTS COMPANY 
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“We did *10,00 


In October, 1952, we started to sell Honeywell 
Controls. And in November and December, we 
lid $10,000 in heating controls alone ! 

Here's how it happened ! Our company de 
cided to expand. We realized temperature con 
trols would be the logical new line because elec 
trical Contractors 
and more wiring for heating control installa 
tions. But we wanted to make sure the market 
potential was good before we stocked controls 

So with Honeywell's help, we prepared a 
control catalog and mailed it to 2,000 electrical 
Louis 


dealers in St and received an amazing 


44% return from the initial mailing ! 


n St. Louis are doing more 


0 plus business in the first 
two months we sold Honeywell Controls” 


says C. C. Vail, President of United Electric Supply Company of St. Louis 


Then, we received a 22% return from a fol- 
low-up letter, sent to dealers who didn’t respond 
to the catalog mailing—for a sensational total 
response of almost 48% ! 
“With chat kind of proof 


heating controls division to service dealers. The 


we setupa separate 


result was that in the two months following we 
lid $10,000 of plus business 

And, with guidance from Honeywell, we're 
also planning a Dealer Controls School to teach 
them how to sell, install and service heating 
controls 

"With this start, we feel heating controls will 


be a profitable addition for our business.” 


lake on the Honeywell 
Plus- Profit Line: 


HONEYWELL 
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“Our goal is *2,000 a week in heating controls” 


market is as potentially profitable as United 
Electric Supply Company found St. Louis to be 

In addition to greater profits, your regular 
dealer customers will welcome your decision to 
stock Honeywell, because it means they'll be 
able to buy a// their needs at one source. And 
this better service will probably draw a lot of new 


“We feel the future for increasing heating 
control sales is very promising. In fact, after we 
get going, we estimate we'll sell $2,000 or more 
a week in heating controls,’ says Mr. Vail. 
Take advantage of this solid profit opportu- 
nity with the only complete heating control line 
available today—Honeywell! It’s easy to get 


started—and you'll probably find your local customers your way, too! 


Six popular Honeywell Controls that have fast-selling records with electrical wholesalers today ! 








Chronotherm TM850 Line Voltage Thermostat 144 Line Voltage Thermostat TA42 
There's nothing like the Honeywell electric 
clock thermostat for any standard oil, gas or 
stoker installation. It has automatic night 
set-back and morning pick-up, which gives 
homeowners a nice warm house to get up in 


t be beat tor light For an accurate, dependable heavy duty ther 


This snap-action job can't 
duty line voltage installauons. It really solves mostat to control line voltage devices in 


the problem for electricians where direct con 
trol is needed for small motors, unit heater: 
line-starters, and other similar equipment 


either heating or cooling applications, elec 


tTricians ¢ ynsider the Honeywell TA4 the 


best Control on the market 








Universal Relay R182 Electronic Relay R7012 Electronic Weathercaster 17001 


in the amazing Honeywell Electronic Moduflow system. The 


Here are two units used 
S change The 


Weathercaster, outside, signals indoor thermostat when outdoor temperature 
its control point—and then 


This relay is used where the job involves 


control of line voltage loads, from low volt 
indoor thermostat also measures inside factors and adjusts 
signals the Electronic Relay, which cycles burner accordingly 


relation to outdoor weather change in 


MIinn€avpot.is ] 
For detailed information on these and other oney we l 
famous Honeywell Controls to sell your dealers, 
call your nearest Honeywell office; or write ° e 
EW -6-133, mt WL 


Minneapolis-Honeywell, Dept 
Minneapolis 8, Minnesota 


age thermostats or controllers. One of a 
complete line of switching relays, it’s avail This results in inside tem- 


able with a variety of switching actions 


peratures being rare / in 1 indoor requirements 
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Starter plant in the U. S. For further information, call 
your Sylvania Representative or write to: Sylvania Elec- 
tric Products Inc., Dept. 31.-2606, 1740 Broadway, New 
Sylvania Starters are now fully guaranteed for an entire York 19, N. Y. 

year to give highest performance or your money back. 


Sylvania Starters are ETL (Electrical Testing Laboratory) 
This complete high-quality line entirely manufactured by 


Certified. 
: ; Sylvania represents the finest and most complete line avail- 
Sylvania Starters are approved by Underwriters Labora- able today. Now offered in 15 different types: 


tory. 
Sylvania Starters are approved by the C.S.A. (Cana- FS-20 (COP-20) FS-2 FS-64 
FS-30 (COP-30) FS-4 


dian Standards Association). FS-40 (COP-40) FS-5 
COP-6 FS-12 M2 


Every Sylvania Starter has its own condenser, the best COP-64 FS-6 M7 
Glo-Bottle and best bi-metal contact in material and de- 
sign. Manufactured in the newest and most modern 


* SYLVANIA © 


LIGHTING + RADIO + ELECTRONICS + TELEVISION 


In Canada: Sylvania Electric (Canada) Ltd., University Tower Bldg., St. Catherine Street, Montreal, P. Q. 


Now, Sylvania and only Sylvania Starters are backed up 
by 4 assurances of highest quality. 
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112 Tons of SBANS Central Conduit 


te 


~ 
os esis 
: ~eracre 
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Poday’s modern steel plants use tremendous quanti 


ties of electric power to operate the many complex 
steel produc ing and processing machines needed to 
keep up with demand for steel products. 


Installations of this type require conduit that 


offers years of trouble-free service in a permanent 
installation. 

protects cireuits in) concrete-enclosed 

against pressure from conerete ind 

from see pape 

protects circuits in exposed interior locations 
against corrosion trom itmospheris conditions, 
radical temperature changes and damage from 


contact with heavy equipment, 


So, when Patterson-Emerson-Comstock, bn of 
Pittsburgh, specialists in’ steel mill) construction, 
were called upon to build a new mill for a Pittsburgh 
steel manufacturer, they installed 112 tons of 1” to 
aa Spang Cenlaco” Conduit throughout the mill 
to handle the electrical circuits 


There were two reasons for Sper ilving Spang: 


1. SPANG CONDUIT IS QUALITY-CONTROLLED 
Made from top-quality steel Spang Central Con- 
duit is carefully controlled under exacting condi 
tions during forming and is thorough! inspected 
to assure vou of a reliable product with years 
of service life. 


2. SPANG CONDUIT IS INSTALLED FASTER 
Because of its quality-controlled manutacture, 
S Pp A N G C H r L F A N T Spang Central Conduit offers such working ad 


vantages as easier bending, cutting and threading 
Division of The National Supply Company 


GENERAL SALES OFFICE \ I be 
PITTSBURGH 30. PA ou e sure of getting the finest conduit when 
bot 1 s { Veo ‘ reeicce a) ‘ Le) " 
District Offices and Sales Representatives = pecity na Fake your choi t “Centae 
in Principal Cities Central White. Central Black” on Spang | Mi 
with the SPANGLEAM finish all at your service, 


which saves time and money on installation 
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NIKOH colorline E.M.T. 


THE HIT OF THE N.A.E.D. CONVENTION 


raceway becomes tr aceway with 


‘ “4 4 
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you can always tell HAZACORD*® 


ooeby appearance 


7 © en8~-scocere @& 


~~ > Peace ee 
mi >. j 
Yo oo 


“ en 
| a ‘1s 


veined 


dep tm 


the METAL MOLD CURE makes the difference 


bd can always tell HAZACORD—first, by appear- 
ance, and second, by performance. It’s the 
metal mold cure that makes the difference... 
makes HAZACORD the best flexible cord you’ve 
ever used. 

When the metal mold in which HAZACORDS are 
pressure vulcanized is stripped away, the name 
HAZACORD appears in raised letters on the sheath, 
as shown in the illustration. This embossing is your 
proof that every foot of HAZACORD is mold cured. 

But it’s in performance that you find the real 
difference. Mold curing makes the Hazaprene 
ZBF Sheath denser, smoother, and tough enough 
to take the worst kind of beating. Despite oil or 
grease, heat or flame, moisture, weather, abrasion 
or mechanical damage, HAZACORDS keep your 
portable power tools and equipment on the job 
at all times. 


Inside this rugged mold-cured sheath are extra- 
flexible conductors. a carefully compounded rub- 
ber insulation, and strong fibrous laterals. The 
design, construction and materials of each com- 
ponent adds to the longer service life and superior 
performance of HAZACORDS. 

But it’s the metal mold cure that makes the big 
difference ...that tips the balance between an 
average portable cord and high performance 

HAZACORDS. It’s why produc- 

—a tion and maintenance men 

ar ante, \ everywhere are saying HAZA- 

\ —_ CORDS last longer, perform bet- 

\ I ter and save money. Write for 

\ HAZACORD BULLETIN WE-444 

Hazard Insulated Wire Works, 

Division of The Okonite Com- 
pany, Wilkes-Barre, Pa. 


PAZ? YL) insulated wires and cables for every electrical use 
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Compare the 











Continuous current rating is permanently engraved 
on every I-T-E Circuit Breaker. Here's straight- 
forward assurance that the complete device 
(both protective and disconnect features) has 
been tested as a unit under load and approved 
for the rating specified. 





INDIVIDUALLY-ENCLOSED 
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current ratings before selecting 





electrical protective devices 


I1-T-E CIRCUIT BREAKERS WILL SAFELY CARRY THEIR 
FULL CONTINUOUS CURRENT RATING INDEFINITELY 


First, bear in mind that every I-T-E Circuit Breaker is 
tested and rated as a complete unit. The rating promi- 
nently engraved on the breaker is the true current 
rating of a protective device, as well as a discon- 


nect device. 


Then consider that an enclosed fusible switch is tested 
and rated as a switch alone, If tested as a unit complete 


with conventional fuses, it would not safely carry its 


iull-rated current continuously. The heat generated 


before the fuse would blow could be terrific: the 


switch portion might not stand it, 


That's why The National Electrical Manufacturers 
Association recommend that “tused switches should 
be selected so as to have a rating at least SO percent in 


excess of the load, tor continuous duty 


Circuit breakers, however, are taken at “‘tace value.”’ 


For example — Suppose you have the problem of providing 


circuit protection for a feeder supplying 


a continuous-load lighting 


panelboard. It happens you have 80 amperes traveling over each wire 


of a 3-phase feeder system. Selected wire size is rated 100 ampere 


(The National Electrical Code says wires cannot be toaded continuously 


to greater than 80% for safety.) 
1 | ft 
80 | 80; 80) 
CIRCUIT BREAKERS 


for this job are selected simply. Just match 


the circuit breaker rating to the wire size 
Install an enclosed /00-ampere 3-pole I-T-I 
circuit’ breaker 
and safety. 


/ 


for complete protection 


| 


80 | 
ENCLOSED FUSIBLE SWITCHES 
for this job (according to NEMA) should 
be rated at least 50% 
load. This 


rating. In this case, it 


ampere means a 120 ampere 
current 
necessary to apply the next higher standard 


size--a 200-ampere switch! 


1-T-E CIRCUIT BREAKER CO. + 19th AND HAMILTON STREETS + PHILADELPHIA 30, PA. 


CIRCUIT BREAKERS 
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in excess of the 80- 


would be 
























































Wat into any one of Triangle’s factories and the first thing to 


greet your eye is a sign: “It Must Be Right!’ Then, walk between the long 
lines of whirling, pounding, busy machines. Every few feet you'll see those 
words — “It Must Be Right!”’ 


That philosophy has been the order of the policy. Every day they get extras in quality 
day at Triangle ever since the moment, back and service they had not been able to get 
in 1916, when the wheels first began to turn. elsewhere. 

Everything at Triangle, from product through 


Perhaps you too would benefit by doing busi- 
service, must be right. 


ness with a company who thoroughly under- 
Every day our customers benefit from this stands its obligation to its customers. 


You'll like doing business with TRIANGLE 


\ If . ——_—_—, 4 
The Trade Mark ro } 
of TOP Quality I , 


TR Mou TRIANGLE CONDUIT & CABLE CO. Inc. 


New Brunswick, New Jersey 
W Muay 88 RIGHT! ® When d's.a Question f . Carnying Electrical Power— Speciy TRIANGLE 
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ALL-STEEL EQUIPMENT Inc.— 800 Kensington Ave., Aurora, Illinois 
""A BOX FOR EVERY NEED" 
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IT’S AN 


ABotite 
FIRST 


ALL-WHITE 
INSIDE 
AND 
ouT 





Cooler Lighting... 
Cleaner lighting... 


Longer lamp Life... 


OUTLET BOX 
REFLECTOR 


ee ve sa, Ate tort sedge Magoo 
This original ABOLITE idea starts automatic air circu- olay: Pome 


° . designs 
lation around the lamp and thru the ventilator slots 





of the ABOLITE reflector thus keeping lamp and reflec- JUFFY-LITE 


tor surfaces cleaner, longer. Lamp necks stay cooler No more unsafe ‘naked 
‘ bulbs." Two piece 

ide aXxi “ ife socket and reflector form 

to prov ide maximum lamp life. single lighting unit thet 
Bi screws into any socket 


No tools needed 


ABOLITE is your first choice in lighting reflectors. First Low priced 





with new ideas — ventilator slots, all-white porcelain 
finish, First with practical features for easy installa- 


tion—outlet box reflectors. First with the new designs 
FLOOD LIGHTS 


A complete line for every 
- —_ ’ r ° application from parkin 

and R-57 lamps. There’s an ABOLITE for every lots, railroad yards to 

7 sign lighting or sport 


lighting requirement. fields 


for new type lamps — the Protecto-Shield for R-52 





Po SOLD ONLY 
ABOLITE ranouss 
é : ELECTRICAL 
gGAak 
ot cy oat? DIVISION WHOLESALERS 
THE JONES METAL PRODUCTS CO., West Lafayette, Ohio 
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DUTCH BRAND 
Ingulating Foursome... 


WHOLESALERS 


find it profitable to handle the 


complete line... 


all in one shipment from 


June, 


one source of supply 


RUBBER INSULATING TAPE 


“DB” 
WIRE CONNECTORS 


STOCK and SELL all FOUR 
DUTCH BRAND 


INSULATING MATERIALS 
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PLASTIC 


ELECTRICAL TAPE i 


CRUSHERRLAGE m SRS 9 


a, Fe 


t Ray 


A friction tape with known and proven quality ... for over forty years. Non-raveling 

. strong... 4 ply process... correct adhesion ...no pin holes high dielectric 
splices... 2000 volts for a single thickness . . . long life. It costs no more to have this 
top quality tape...ask for DUTCH BRAND the next time you order. 


Years of manufacturing experience are responsible for this outstanding tape... 
made especially to meet electrical requirements. It is thin and flexible ... with 150% 
stretch. It adheres to irregular shaped surfaces, is excellent for use where space is 
limited, It resists weather, oils, acids and corrosive chemicals. Dielectric resistance 
overages 1000 volts per mil of thickness. Available in reguiar .007” thickness or 
heavy duty .010” thickness for heavy duty work—for use with power driven tape 
machines. Specify DUTCH BRAND Plastic Tape. 


DUTCH BRAND Rubber Insulating Tape fuses instantly without heat and has the high 
dielectric quality for good splices. It resists up to 18,000 volts through a single thick 
ness. It contains no corrosive chemicals...it has long life and is dependable. DUTCH 
BRAND Rubber Insulating Tape serves a very definite unreplaceable service under 
electrical codes to meet many electrical insulating requirements. 


‘DB" Wire Connectors are DUTCH BRAND top quality products...made to exacting 
specifications and design. Long skirt for full insulating protection... made of phenolic 
material, they ore weatherproof...vibration proof and resist pull-out, making perfect 
solderless connections. The knurled design makes them easy to handle and apply. They 
are available in four standard sizes, DB-1, DB-3, DB- 4, DB-6. 


VAN CLEEF BROS. [NC. 


Meonviecturers of Rubber Products 
pivision or Johns-Manville 


7800 WOODLAWN AVE. . CHICAGO 1, ILLINOIS 





Give your customers 
these timely tips on the care of 
portable cords and cables! 


for making multiple power connec- 


1 USE junction or distribution boxes 
tions in working places. 


cables running over steam pipes or 


Rest NOT have portable cords and 
other heat-transmitting equipment. 


fuses or circuit 

breakers of the 
proper rating for the 
service. Make sure that 
circuit breakers will 
operate properly. 


{ 2 PROTECT cables with 
i 


motors and high voltage equipment. 

The ozone generated by sparking 
commutators attacks rubber jackets, 
causing cracking. 


Bm cables away from sparking 


by heavy equipment. Running over 

the cable a few times may not cause 
immediate failure, but may do internal 
damage which will shorten its life. If 
the cable must be run across an aisle, 
place boards on either side as one would 
for a hose. If it is in use for only a short 
time, it should be thrown over the truck. 


. PROTECT cables from being run over 


] USE flame-resistant 
cables wherever 


possible. 


possible, use I.P.C.E.A. recom- 
: mended current ratings. 
FOR FREE REPRINTS OF THIS PAGE TO SEND TO YOUR CUSTOMERS, 
WRITE TO ADDRESS BELOW. 


] AVOID overloading of cables. Where 


around rough edges or sharp corners. 

Bruises and cuts hasten deteriora- 
tion of the jacket. Never yank cords to 
remove kinks or loosen them when 
caught on a projection. 


Broun dragging portable cords 


pulleys or drums too small for the 
size of the cable; observe recom- 
mended I.P.C.E.A. minimum diameters. 


Q putes running portable cables on 


greases. If they do get into oil, 

they should be wiped off as soon 
as possible. Avoid having cords lie in 
pools of water, chemicals or grease. 


1 0 KEEP cords away from oils and 


quired current without overload- 

ing or overheating. They should 
be flexible (have sufficiently fine strands) 
for the intended use. 


11 BUY cables that can carry the re- 


Electrical Wire and Cable Department 


ROCKEFELLER CENTER ° 


NEWYORK 20, NEW YORK 
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High ecial sintered L 
arc-interrupting metal contacts T 
capacity with last longer’ | 
“magnetic yoke" CT 
ore chamber - 
hu 
./ Coll and contacts bir 
removable from se 
front without “ 
disturbing Ji 
power wiring 
le 
Up to 8 interlock 
ie 
circuits (4 N.O. 
and 4 N.C.) easily LT 
Permanent =. 
air-goP Tr 





front-mounted 
lengthens 


magnet life 


“J, 






New coll holder 


simplifies 
coll change \ 


The highest degree of accessibility, flexibility 

and compactness—with no sacrifice of perform- 

ance and long lite. That's Square D balanced easier than ever. E 

design—and you Il find it in every size Square replace all load contacts @ 
Electrical interlocks also available 


co — 
D starter. 
other Square D Write for Bulletin 8536, Square D Company, 


“Off-the-Shelf” Parts Kits, 2m 
make norma 4041 North Richards Street, Milwaukee 12, Wisconsin 


All parts front- 
mounted for 
easy service 

ond maintenance 


ach kit contains parts to 
nda finger springs. 
in kit form. 


“X 
‘ 
\ 
1 
Y 
erect +H t+ 


convenience feature, | maintenance 
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or convert to higher wattages 
Takes Less Than a Minute 


to Change APPLETON AA-51 
Explosion-Proof Lighting Fixtures! 


Appleton AA-51 Explosion-Proof Lighting Fixtures 
are so easy to change, so easy to convert from one 
wattage to another, it takes only seconds! So safe they 

wey 2S scan be changed without danger—even if current should 
accidentally be left on! 

Fixture units are light-weight, compact, easy to store. 
Entire unit changes—no parts to assemble. Can be 
stocked with 60, 100, 150, 200, 300 and 500-watt 
bulbs. Appleton AA-51 Explosion-Proof Lighting 
Fixtures meet all requirements of Underwriters’ Labora- 
tories for Class 1,Groups C and D, hazardous locations. 





Patent Applied For 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1734 Wellington Ave. ¢ Chicago 13, Illinois 


Sales Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Blvd. © CLEVELAND, 1836 
Euclid Ave. © SAN FRANCISCO, 655 Minna St. © ST.LOUIS, 227 Frisco Bidg. * LOS ANGELES, 
100 N. Santa Fe Ave. © ATLANTA, 724 Boulevard, N.E. © BIRMINGHAM, 809 Brown-Marx Bidg. 
MINNEAPOLIS, 305 Fifth Street, S. ¢ PITTSBURGH, 317 Bessemer Bidg. © BALTIMORE, 100 E. Pleasant St. 
BOSTON, 226 Ruggles St. © PHILADELPHIA, 231 South 20th © CINCINNATI, 608 American Bidg. 
HOUSTON, 717 M. & M. Bidg. © HAVANA, Cuba, Malecon No. 9 ¢ SAN JUAN P. R.,No. 6 O'Donnell St. 
CHARLOTTE ¢ DENVER * DALLAS * INDIANAPOLIS « TULSA * K ANSAS CITY ¢ ORLANDO « MILWAUKEE 
NEW ORLEANS e SEATTLE ¢ PORTLAND, ORE. 


Export Rep ives: Internat | Standard Electric Corp., 50 Church St., New York 7, N. Y. 





(1) Ceiling mounting illustrated; also available in 
pendent, long bracket and short bracket mounting. 


(2) Standard dome reflector; also available with 
deep bowl, shallow dome and 30° angle reflectors. 


(3) Carrying handle attaches easily, affords safe 
and convenient grip 


ee 


Explosion-Proof 
Equipment 
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Washiugtou 
STRAWS 


MILITARY CONSTRUCTION BUDGET ¢ The Defense Department's new budget for fiscal 
1954 reveals big cuts on military construction. The proposed budget would be cut back 
to $1.3 billion. That would be down from fiscal 1953's total spending of about $2 
billion for military public works. In contrast, Truman would have increased military 
outlays in fiscal 1954 to $2.7 billion. 

Cutting construction spending by $700 million next year will be tough. Experts 
feel that such a reduction—almost one-third below next year—can be made only by 
stopping all new starts, and by cancelling some projects already under way. 

The review of all construction projects—the so-called “freeze”—started by Defense 
Secretary Wilson in January, doesn’t show up so far with any substantial cuts in military 
building next year. Some $4 billion of proposed future Defense Department construction 
is being reviewed. But best official estimate is that only $400 million can be saved. And 
only about $150 million of this would result in reduced spending next year. This is a 
long way from the $700 million called for. 











i 





FEDERAL CONSTRUCTION IN ‘54-'55 ¢ Look for fiscal 1955 to be a big federal 
construction year. Congress is running into so much trouble this year voting anything 
other than the money to run the government for fiscal 1954 that new programs have 
been deferred. A new civil works omnibus authorization bill is one big item already 
being talked up in Congress. Ouly authorization up this year is an increase of $75 million 
for Columbia River projects. 

Last omnibus authorization for Army civil functions projects was voted in 1950. 
It approved $1.8 billion worth of mew construction, much of it for multi-purpose 
dams in the Northwest. Since then, Congress has passed only single-project authorizations. 
Result: a backlog of construction proposals accumulated by sponsors who are ready 
to put their pet projects to a vote. 

New administration proposals on all federal aid to construction will also be up for 
consideration next year. A new commission has been created and is supposed to come 
up with a program by spring. The administration is then expected to set up a new 
policy on financing highways, hospitals, schools, etc. One thing for sure is the big 
Federal-Aid Highway Bill. This one has to be enacted next session so that the states 
can know where they stand when their legislatures meet in January 1955. 


ODM REORGANIZED ¢ The Office of Defense Mobilization has been reorganized as a 
permanent government agency. It takes over the general functions of the National 
Security Resources Board and the stockpile responsibility of the Munitions Board. 
The latter two agencies have been abolished. 

Biggest office in the new ODM will be for “production and requirements.” Its job: 
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to conduct studies on requirements and capacity for full mobilization; to coordinate 
output and plan expansion goals for defense-supporting and essential civilian programs 
like munitions, atomic energy, aircraft, electronics, tanks etc.; to pull the strings on 
allocation controls; to act as last resort for companies seeking priority assistance. 

Other ODM offices: (1) materials—to administer the stockpile program and handle 
expansion programs for raw materials; (2) financial policy—to handle tax amortization 
on defense facilities, loan guarantees, direct defense loans, and subsidies for marginal 
production of critical materials; (3) non-military defense—to make plans for plant 
dispersion and post-attack rehabilitation; (4) economic stabilization—to plan price- 
wage-rent controls; and (5) manpower. 

ODM will remain small with less than 350 employees for both its planning and 
operating activities, That's about the same size it had as a temporary emergency agency. 
Lower-echelon operation functions in the mobilization field—like direct allotments of 
metals—will still be farmed out to the old-line agencies in Commerce and Interior. 


PENTAGON REORGANIZATION ¢ Construction will be affected by the Pentagon's reor- 
ganization plan, under which the Secretary of Defense's authority and staff will be 
beefed-up. There'll be six new assistant secretaries, including one for “properties and 
installations.” His functions: to review plans and construction of all public works 
projects, maintain a complete inventory of facilities and their use, develop policies and 
procedures on requirements, and set up design criteria and construction standards. He 
will have authority over a unified military building policy. 


TIGHT MONEY AND CONSTRUCTION e Both industrial and housing construction 


have been hit by a tight money market, and it may be some time before the market 
eases—or the government moves to loosen up the credit supply. Government agencies 
are certainly keeping their eyes on the situation. But the administration isn’t ready to 
turn around on its hard money policy. Nor has it any intention of letting the market get 
any tighter, however. The Federal Reserve Board, for instance, plans to extend lending 
capacity of the banks to take care of seasonal demands for business loans—"“but only in 
line with actual needs.” 


ALUMINUM EXPANSION e The outlook for additional aluminum expansion by new 
domestic producers is pretty bleak. The tight money market has just about killed off 
plans of two would-be producers, Olin and Wheland. The companies have been unable 
to obtain the kind of private financing they seek without government loan guarantees. 
But under its ground rules of aluminum expansion, ODM grants only fast tax write-off 
on the plant (which Olin and Wheland had previously been issued) and a five-year 
market guarantee on production. 

ODM was considering a change in its incentives, to be based on a new look at long- 
range aluminum requirements. Last month, however, Alcan announced the sale of 786,000 
tons of primary aluminum to Alcoa and Kaiser, for delivery during the next five years. 
This deal is probably a death blow to the Olin-Wheland expansion plans. The additional 
tonnage, which Alcoa and Kaiser will fabricate for resale to U. S. consumers, exceeds the 
annual potential represented by Olin and Wheland. 


(Washington, D.C_—June 4, 1953) 














AIR COOLING Cuts Cleaning Costs 
..- Boosts Lamp Life... 


PPLETON 








INDUSTRIAL 





Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1734 Wellington-Avenue «© Chicago 13, Illinois 


Seles Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. « CLEVELAND, 1836 
Euclid Ave. © SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bldg. © LOS ANGELES, 
100 N. Santa Fe Ave. © ATLANTA, 724 Bovlevard,N. E. © BIRMINGHAM, 809 Brown-Marx Bidg. 
MINNEAPOLIS, 305 Fifth Street, S. © PITTSBURGH, 412 Bessemer Bidg. © BALTIMORE, 100 E. 
Pleasont St. © BOSTON, 10 High St. © DENVER, 1921 Blake Street © PHILADELPHIA, 231 South 20th 
CINCINNATI, 608 American Bidg. © HOUSTON, 717 M. & M. Bidg. © HAVANA, Cubo, Molecon No. 9 
BINGHAMTON « DALLAS « INDIANAPOUS «* KANSASCITY © ORLANDO « MILWAUKEE 
NEW ORLEANS « SEATTLE © PORTLAND, ORE. 
Export Representatives: international Standard Electric Corp., 50 Churen St.. New York 7, N. Y. 
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Now APPLETON Industrial Lighting for high bay 
interiors is available with a new cooling feature 
that cuts deeply into your lighting costs. 

Air vents in the necks of these durable fixtures 
permit air to circulate freely through the full 
depth of the reflector and along the neck of the 
lamp. Dirt and dust keep on moving upward 
through the vents. Deposits on reflecting surfaces 
and lamps are minimized. Operating tempera- 
tures are held at lower levels. Result: Greater 
lighting efficiency, longer lamp life and lower 
cleaning costs. 

APPLETON Vented Industrial Lighting Fixtures 
are available with either porcelain enamel or 
Alzac Aluminum finish, single or twin mounting, 
and for use with either mercury vapor or incan- 
descent lamps. 

For lighting fixtures that meet every industrial 
requirement—including hazardous locations—spe- 
cify APPLETON, The Standard For Better Lighting. 


APPLETON 
ELECTRIC 
PRODUCTS 








HEAVY-DUTY EXTENSIONS 
with MOLDED-ON caps and connectors 


A POWERFUL NEW LINE FoR EXTRA sates 


/ 


lf 
/ 


a’! 
Is 


pi: @ for POWER TOOLS 


* LAWN MOWERS 


; sf HEDGE CLIPPERS 


@ FLOOR POLISHERS 


& MACHINES, etc. 





“‘POWR-KORD” TAKES THE CURRENT 
WHERE THE TOOLS GO! 


Lengths from 10 to 100 feet 


.. . only “POWR-KORD” offers the complete safety 
of molded-on attachments... every component part 
filly Ul heated/ 

ORDER FROM YOUR ROYAL WHOLESALER — TODAY 


ROUND 

MOLDED-ON 

ATTACHMENTS 

hoa ROYAL ELECTRIC COMPANY, Inc. 
we Ss: PAWTUCKET ° RHODE ISLAND 


RUBBER CORD 
Manutocturers of WIRE © CORD SETS © FUSES © WIRING DEVICES 


end DECORATIVE CHRISTMAS LIGHTING 
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In electrical 


S 


use 


q 
Quality does count in practically every electrical conduit installation that you 
make. When you use CONDULETS you know that you are putting in electrical 
equipment of the highest quality, because CONDULETS have been doubly 
tested in the factory and in the field. 
Crouse-Hinds quality control assures a long-lasting product and field records 
prove it by the test that only time can give. Thousands of CONDULET instal- 
lations are still in tip-top condition after twenty, thirty, or even more than forty 
years of dependable service 


uM 


The illustration at the right shows four of Crouse-Hinds’ basic quality features 
that are common to all CONDULETS. The fifth, Wedge Nut Fasteners, is an 
exclusive Crouse-Hinds feature that has made Obround CONDULETS preferred 
by electricians everywhere 


Taper tapping. Condulet threads are taper 
tapped to match tapered conduit threading. Makes 
a rigid joint that will not loosen. This assures perma- 
nent ground continuity . . . important for safety 





integral bushing. A smooth rounded surface 


protects wire insulation. 


Material. Feraloy...aspecial alloy that is strong 
and tough, resists corrosion, and gives sharp, full 


Type EVA Explosion-Proof hesade 


Lighting Fixture 


= we g 


Finish. A triple treatment provides long-lasting 
protection exceeds Federal and U.L. specifications. 


Wedge Nut cover fastener. Clear cover 
opening no projections. No loose parts ... Wedge 
Nuts and screws self-retained. No screw holes to \) 4 


f 


reat am \\\ (4000 
. More than 15000 items are listed in the Condulet 
Catalog including a complete explosion-proof and dust- » 
Type ARE Arktite tight line for use in hazardous locations | 
Receptacle Equipment On your next job, use CONDULETS ... they're made 
right to last longer. 


*CONDULET is a coined word registered in the 
U. S. Patent Office It designates a product 
made only by the Crouse-Hinds Company. 
Type FS Condulet 
With Pilot Lamp Receptacle, 
Switch and Plug Receptacle 


Type VC Vaportight > 


Industrial Lighting Fixture Type EPC Explosion-Proof 
Type GUAC Explosion-Proof Type FLB Explosion-Proof Motor Starter and 
Junction Condulet Circuit Breaker Condulet Circuit Breaker Condulet 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


OFFICES Birminghom — Boston — Buffalo — Chicago — Cincinnots — Cleveland — Dallas — Denver — Detroit — Hous 
Indianapolis — Kansas City — Los Angles —- Milwaukee —- Minneapolis New Orleans New York — Phiiodelphio 


A 
Nationwide 
Distribution 

Through Electrical 
Wholesalers 
Pittsburgh — Portland. Ore — San Franciscc Seattle t Lous — Tulsa ~ Washington 
RESIDENT REPRESENTATIVES Albany — Atlanta — Baltimore — Charlotte Corpus Christi — Richmond Va— Shreveport 
SS Crouse-Hinds Company of Canoda Lid. Toronto. Ont 


CONDULETS - TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 
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There’s a General 
every mercury 


H400-R1 H400-RCI H1000-A15 


GENERAL ELECTRIC’S COMPLETE LINE offers you and 
your customers the right mercury lamp for general 
lighting applications in factories, for street lighting 
and outdoor floodlighting. These highly efficient, 
long lasting lamps are the answer to lighting prob- 


lems that require maximum light output and 
easy maintenance. 

For more information, call your nearest G-E 
Lamp District Office or write General Electric, 
Dept. 166-EW-6, Nela Park, Cleveland 12, Ohio. 
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Electric lamp 
lighting need 














Approx. 
Ordering No. | — | Bulb | Description Lumens 
a (100 Hours) 


H250-A5 250 T-18 , General and Street Lighting 11,000 
H400-E1T 400 T-20 Mog. General and Street Lighting 19,000 
H400-E1 400 BT-37 Mog. General & St. Ltg.; Black Light 19,000 
H400-J1 400 BT-37 Mog. General and Street Lighting 17,900 
H400-Al 400 T-16 Mog. General and Street Lighting 15,000 


H400-B1 400 T-16 Mog. General and Street Lighting 15,000 


(Burn within 10° of vertical, base down) 
H400-R1 400 R-52 Mog. Reflector, High Mounting I.F. 16,000 
H400-RC1 400 R-52 Mog. Reflector, High Mounting 12,300 
H1000-A15 1000 T-28 Mog. High Mounting Industrial Ltg. 52,000 
H1000-C15 1000 BT-56 Mog. High Mounting Industrial Ltg. 46,000 
H3000-A9 3000 T-9% S.C. Term. 


High Mounting Industrial Ltg. 132,000 





| This and all other mogul bases are mechanically attached instead of cemented to prevent loosening. 
: Color improved—approximates color effect of equal wattage mixture of filament and regular mercury lighting. 








You can put your confidence in — 


GENERAL @@) ELECTRIC 
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foremost in contemporary lighting 


EXT 


There is a Prescolite for any commercial or residential in 
Stallation. Easy to install, Easier to sell! Exclusive features, 
pre-wired units. Wide range colors, styles and finishes — 
unit packing, easy to stock and reship. 


Write for complete new catalogs to: Prescolite 
2229 Fourth Street, Berkeley 10, 
California. 


A-1 Architectural 
R-7 Recessed 
S-2 Swivel 


ont ) 


Berkeley, California Neshaminy, Penn. 
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-wired Unit 
tis Pat No. 2561986 
US Pat. No 2593513 
other patents pending 


e access 
wiring 
conditions 


3 removab! 
plates make 
easy under all 


60° wired unit 


Pry-out knock-cuts 


Exclusive Swing-Wway hinge 


see our 
CATALOG 


See your distributor or your near- Deere eid 
est Prescolite sales representative. ARCHITECTURAL 


Atlanta, Ga.— Charles L. Woodyard, 161 Simpson, N.W 

Baltimore, Md. —-T. H. Bailey, Jr., 409 National Marine Bank Bidg 

Boston 10, Mass._—John W. Fay, 176 Federal Street 

Cedar Grove, N. J.-P. M. Sales Co., 118 Sunrise Terrace, Box 14 

Chicago, I\linois——Rudo!ph H. Soukup, 1585 Merchandise Mart 

Cleveland, Ohio—Cam Norton Company, 2725 Derbyshire Rd 

Dallas, Texas—John Hancock Company, 2921 Fairmount 

Dayton 2, Ohio—Gary Roof & Assoc., 1147 Third National Bidg 

Denver, Colo._-Kenneth B. Schumann, 1073 Galapago St 

Detroit, Mich... H. Beck, Electric Sales Co., 7744 Hamilton Ave. 

Erie, Pa.—D. S. Pollock Co., 622 W. 9th Street 

Flourtown, Pa. Bond & Kyack, 1510 Bethlehem Pike 

Kansas City, Mo. -Car! W. Thorsel!l, 1195 E. 77th St 

Knoxville, Tenn >. E. Pitner, P. 0. Box 693 

Los Angeles, Calif.__Barney DeRamus & Assoc., 125 S. Santa Fe 

Milwaukee, Wisc Willis H. Murphy, 4520 N. Woodruff Ave 

New Orleans, La._-E. J. Hagan, 3820 Louisiana Ave 

Oklahoma City, Okla..Tom Fielder Company, 313 N.W. 4th St 

Omaha, Nebr.-Geo. C. Mittauer, 111242 Farnam Street 

Richmond, Va.—W. H. Lassiter Sales Company, 300 E. Main Street 

Salt Lake City, Utah—J). R. Christensen, 247 E. 5th South 

Sacramento, Calif.__A. L. Perdue, 4305 Ravenwood Ave 

St. Louis, Mo.—J. A. Noser, 3204 Bailey Street 

St. Paul, Minn.—Charies L. Schwab, 345 N. Wheeler 

St. Petersburg, Fla.—Frank C. McPherson, 6417 - 7th Ave., North 

San Diego, Calif.—John Allen Ware, 301 West ‘'G"’ St 

Seattle, Wash.—-Gleasons, 901 E. 45th Street 

Syracuse, N. Y.—Fay-Sullivan, Inc., 1117 Cumberland Ave 

Vancouver, 8. C.—J. S. Edwards, 1206 Hamilton St 

Mexico City, 0. F...Egon Mabardi, 45 Uraquay 

Export Agents: Uniworld industrial Mart, 31 E 10th St. New 
York, N.Y 
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For many years Contractors from Coast to Coast have used 
Briegel All Steel Indenter Fittings. U. L. approved as 
concretetight and for general use, B-M Indenter Fittings 
are faster, easier to use and neater in appearance. 


Installation is simple and less expensive. Two quick 
squeezes sets them forever. Try B-M Indenter Fittings and 


get more profits from each job! METHOD 
ARIE H TOOL 
0 


GALVA,*® ILLINOIS 


Clayton Mark & Co., Evanston, IIl.; Nikoh Tube Co., 5000 South Whipple St., Chicago, III.; Clifton Conduit Co., Jersey City, N. J.; The Steelduct 
Co” Youngstown, Ohio; Columbia Cable & Electric Corp., 255 Chestnut St., Brooklyn, N. Y.; Pittsburgh Standard Conduit Co., Pittsburgh, Penn.; 
Wagner Malleable Products Co., Decatur, Ill.; J. R. Richards Co., Carnegie, Penn.; Kondu Mfg. Co., Ltd., Preston, Ont. 
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For Maximum Branch Cireuit Protection 


NQP QUICKLAG P 


Cireuit Breaker 


PANELBOARDS 


THERE’S a dual advantage in these new @ panelboards — 
out-of-stock delivery of almost every requirement for the 
electrical contractor and faster turnover, which means greater 
profit for the wholesaler. 





Smaller and more compact, these assemblies feature the 
new @ Quicklag P Circuit Breaker with thermal magnetic 
overload protection and manual or automatic quick-make and 
quick-break operation. 
Enclosures are made in eleven standard sizes which also 
mean smaller inventories. Six of the enclosures accommodate 
units with main lug connection and five for units with main @ NQP-L panelboord 
circuit breaker connection — 50 to 200 amp capacity. with mein lugs. 








These, plus a stock of individually-packaged, single and 
double pole QP Quicklag P Circuit Breakers will fit any 
job requirement. Too, all Circuit Breakers are interchange- 
able, which makes it a simple matter to make changes or 
add new units. 


If you want to reduce your inventories, facilitate deliveries, 
and thus add to your sales and profits, then stock these new 
and improved panelboards. You’ll find it a splendid invest- 
ment in the future of your business. 


For additional information, consult your nearest @ rep- 
resentative, listed in Sweet’s. He’ll be glad to give you full ph @ oP tog ? Che 
details. . = cult Breaker. 


@ NQP QUICKLAG P PANELBOARD FEATURES 


1) Quick-make and quick-break operation manually or 
automatically on harmless overloads, short circuits or 
severe overloads. Handle position indicates “tripped.” 


2) Quick restoration of service simply by moving handle 


to “‘off’’ and then to ‘‘on”’ position. @ NQP-AB panei- 
| beard with mein cir- 


3) Screwless assembly (just slip breakers in) with one | cult breaker. 
pressure type connection between circuit breaker and eI 
bus bar. 2 











- — , CAPACITIES: 15, 20, 30, 40 and SO amps; 120 

Sequence bussing” to balance the load and permit volts, single pole or 120/208 volts, double 

double pole, individual trip combinations. pole, individual trip; 4 to 42 poles; 120/240 

‘ : wae ’ ” volts, 3 wire single phase or 120/208 volts; 

Boxes for main lug units only 14” wide, with 4” gutters. 4 wire three phase mains with lugs only 
A few units with 200 amp., main circuit breaker, 192” or main circuit breaker. 


wide. 


Srank e€dam Electric Co. 


P. O. BOX 357 ST. LOUIS 3, MISSOURI 


Makers of: BUSDUCT @ PANELBOARDS e SWITCHBOARDS e SERVICE EQUIPMENT e@ SAFETY SWITCHES @ LOAD CENTERS © QUIKHETER 
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electrical equipment 
and keep 
maintenance costs 


SIMPLE, down with 
POSITIVE 


DESIGN 


VARIETY OF BODY TYPES 


SEALING GRIPS 
or flexible cords ¢ cables 


Pyle accurately-cut tapered threads and tapered 
rubber bushings assure a positive grip with a water- 
tight and dirt-tight seal preventing strain on ter- 
minal connections and deterioration of electrical 


parts or intricate mechanisms 


With Pyle sealing grips installed. tension or strain 
on the portable cord or cable is taken up by the 
gripping action instead of the wire terminal con- 
nections. At the same time this sealing action pre- 
vents moisture or dirt from entering the wiring 


compartment or mechanism enclosure. 


Aluminum bodies are available in a variety of 
styles and sizes including types with hexagon nipple 
for anchoring in sheet metal panels, cabinets or 
overhead power distribution ducts. 


With hexagon nipple Compression nuts can also be furnished with a 


—— split mechanical clamp. a cord protecting spring. 
duct : > = 
or with an attachment for rubber hose or flexible 


conduit. Two and three hole rubber bushings are 





also available. 


= 
— Write today for Pyle-National 
a Bulletin No. 1145 for complete listings. 


In taper- 
threaded 
Pylet hub. 


PYLE-NATIONAL COMPANY 
1352 NORTH KO NER AVENUE, CHICAGO 51, ILLINOIS 
Branch Offices agBd Agents in Principal Cities of the United States 
EXPORT DEPARTMENT: IBternational Railway Supply Co., 30 Church St., New York 
CANADIAN AGENT: The jfHolden Co., Ltd., Montreal, Toronto, Winnipeg, Vancouver 


ULL ieliai © TURBO-GENERATORS + FLDODLIGHTS + PLUGS & RECEPTACLES » MULTI-VENT AIR-DISTRIBUTION 


SINCE i8°7 
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Business Index: NATIONAL PICTURE 





estimated 


— i947 —49= 100% 1947-49 =100%-—4 
7 
Full-Line Wholesalers — ~ 300 


~ 250 

inventor 200 
tories Ae 

ff . —_ 150 

100 

50 





INDEX (above) 
March 1953 Feb. 1953 March 1952 March 1951 March 1950 
Sales 120.6 107.6 102.9 131.4 100.0 
Inventories 153.3 143.4 162.8 139.5 99.1 


1947-—49=|00% 1947-49=|100% 
Wiring Supplies and Construction Materials Distributors 


1953 


emu 
e€ 
inventories 





INDEX (above) 
March 1953 Feb. 1953 -Aarch 1952 March 1951 March 1950 
Sales 178.5 142.6 137.6 156.3 105.5 
Inventories 171.5 177.4 163.1 151.9 109.9 


r-1947-49= 100% 1947-49 = 100% —> 
’ 


300 — Appliances and Specialties Wholesalers — 300 


1953 


inventories 





INDEX (above) 
March 1953 Feb. 1953 March 1952 March 1951 March 1950 
Sales 173.5 164.5 130.5 207.0 196.6 
Inventories 181.7 158.5 167.7 196.0 106.5 
Index positions as determined by ELECTRICAL WHOLESALING are based on dollar sales and 


SOURCE: inventories reported to the Bureau of the 


Census. April-May projection is by this publicatior 
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Business Index: REGIONAL ANALYSIS 


ELECTRICAL GOODS WHOLESALERS Sales Inventories 
MARCH 1953 Per Cent Per Cent Per Cent Per Cent 


Change From Change From Change From Change From 
Feb. 1953 March 1952 Feb. 1953 March 1952 





NEW ENGLAND 


Full-line .... esd 
Wiring supplies and 
construction materials 





Appliances and specialties 


MIDDLE ATLANTIC 


Full-line . 
Wiring supplies and 
construction materials 





Appliances and specialties 


EAST NORTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


WEST NORTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


SOUTH ATLANTIC 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


EAST SOUTH CENTRAL 





Full-line 

Wiring supplies and 
construction materials 
Appliances and specialties 


WEST SOUTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


MOUNTAIN 


Full-line 
Wiring supplies and 
construction materials 





Appliances and specialties 


PACIFIC 


Full-line . ; ee | 1.28 .. 3 
Wiring supplies and 
construction materials — +-17 1-10 





Appliances and specialties i +31 +19 


Source: Bureau of the Census 


ELECTRICAL WHOLESALING—June, 1953 





ELECTRI-CENTER 


g Olt. 
{ 


Projects 
when 
“OFF” 


Lets your finger “see” the trouble 


When a circuit is shorted or overloaded, Pushmatic auto 
matically clicks “OFF” with split-second precision. The “OFF” 
button projects beyond the “ON” buttons is easily located 
by touch —even in the dark 

You restore service simply by pushing the Pushmatie button 
There’s no bothersome, complicated resetting by hana 
Push-button switching for turning circuits on or off is another 
Pushmatic advantage. 

Complete interchangeability of individual Pushmatic units, 
from 15 to 50 amperes, results from all being the same size and 
contour — as well as appearance. A unit is inserted or removed 
without disturbing other units in the panel. Electri-Center 
Panels are from 2 to 42 circuits, to meet your needs 

Write today for Free Bulletin I’M-555. This gives you com- 
pl te details of Pushmatie circuit breakers and Electri-€ enter 
Panelboards BullDog Electric Products ( ompany, Dept. 
WH-638, Detroit 32, Michigan. 


© BEPCO 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 


THOROUGHBRED IN ELECTRICAL EQUIPMENT 
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MAXIMUM PROTECTION AND LONG LIFE - 


CRESCENT 


IMPERIAL NEOPRENE 


TYPE W-600 VOLT CABLE 
For use with heavy duty, portable equipment 


TYPE SH-D 5000 VOLT TRAILING CABLE 
For supplying power to electric shovels, dredges, etc. 


CRESCENT «:: 
WIRE and CABLE ~— 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, NEW JERSEY 


ELECTRICAL WHOLESALING—June, 1953 





You can expect more and more of your 
customers and their customers to insist on 


“TRUMBULLITE 


CIRCUIT BREAKER LOAD CENTERS 


ee. 
<< » 
ii 
fa 
wh) 


Te OVErTL dean als 
RESET, ibe 
Be hipped 
ssi es 
“ON 


Coie Forts 


dential and comme 


rial 
e Primarily for res! 

applications: : 
+. 40-100 ompere mains 


e 2 to 20 circu! 120 volt 


10, 15, 20 30, 40 and 50 omp., 
e ; 
circuits. 


| ors 
n circuit breakers. 
inc 


e Famous TQL plug 


> reak- 
ration of adjacent b 


e Two-pole ope » handles. 


» extensior 
ers, through exe 


o- 
nn nd yerload pr 
Disco ecting neans and ° 
o is 
7 je e 
tection in one ae vic 


* extern | nne t eeded w 6 
N € a d sco c 
° . 


circuits or less 


TRIPPED 
e Covers clearly show ON, OFF, 


and RESET positions. 
ght enclosures. 


ted. 


nt 
e Flush, surface oF Fa! 


a« lis 
w tories ''5 
° Under riters Labora 2) 


Take advantage of Trumbull’s campaign to show home- 


owners, contractors, and specifiers this vastly better way to 
protect residential wiring that costs no more. 


There's more in it for the contractor 


Your contractors will thank you for 
showing them how modern circuit 
breaker load centers will help them 
provide homeowners with econom- 
ical, convenient, efficient circuit pro- 
tection. They will also thank you for 
pointing out the easy wiring features 
a way loads are automatically 
balanced as breakers are plugged in 
(on 12 through 20 circuit types). 


There’s more in it for you 


Trumbullite Panels are well-worth 
featuring from the Distributor’s 


TRUMBULL 


viewpoint. Boxes and interiors are 
furnished as one unit. Surface or 
flush mounting fronts are s¢ parately 
packaged as are the TQL breakers. 
Your inventory and stock control 


problems are greatly simplified. 


A tip to the progressive distributor 


Your Trumbull Sales Engineer has 
the idvanced sales training too] you 
need to make the most of Trumbullite 
and the othe big sales builders in 
the Trumbull line. Ask him to work 
with you and have him include an 
early meeting featuring Trumbullite 
Load Centers. 
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TIMES and TRENDS 


What To Do About A Business Transition 


Recognizing the ultimate economic disaster invited by 
the use of inflation as an economic tonic, the Eisenhower 
administration is trying to get away from it. It is trying to 
shift to the incentive of a fair wage, a fair profit paid in a 
dollar of relatively stable purchasing power. If it succeeds, 
we will have a far stronger economy than we have had at 
any time during this postwar period. Stable activity will 
benefit more people than the fevered rushes of production 
and sales which have set all sorts of records since Korea 

The effort to escape from inflation must succeed in order 
to Create an environment where business can operate with- 
out extensive government intervention. But to give this 
effort a chance, business men must do a much more exact- 
ing job than has been required to enjoy great prosperity 
in recent years. It is one thing to keep your selling prices 
ahead of your costs while prices generally are rising; it is 
a different and far more difficult thing to hold a profit 
margin when prices are steady, or perhaps declining. It is 
a relatively simple thing to round up customers when a 
dollar is spoiling in their hands; it is a far more exacting 
Operation to round them up when they have no compulsion 
to spend 

We're still optimistic about the rough spots ahead. We 
have seen evidence that many electrical wholesale distribu- 
tors are recognizing and preparing for this transition. We 
know that some wholesalers have launched programs to 
achieve two of the three goals that we believe all business 
must seek more diligently than ever; namely, scientific 
management and precision selling. 

The third factor is not so easy to achieve. It depends on 
support from more than a single operator. We have called 
it a need for better intra-industry communications. In other 
words, we must gear our thinking to the customer. 

It is becoming more and more obvious that a profitless 
prosperity is in prospect this year unless electrical whole- 
salers are able to trim off every marginal expense. Even 
now, many firms are in a position where the continued 
financial health of a few major accounts means the differ- 
ence between profit and loss. Profit margins are in for 


another squeeze for concerns that find it necessary to ob- 
tain temporary financing because money costs are 
mounting. 

Precision selling simply means developing salesmen 
who are in complete control of the products they sell 
and the market they cover. The salesman maintains con- 
trol by being completely familiar with every single fea- 
ture, specification and application for the products he 
sells. A thorough knowledge of the products makes it 
possible for the salesman to keep control of sales inter- 
views by meeting objections and offering suggestions that 
are authoritative and useful to the balky customers. 

The advantages to the salesman who knows his terri- 
tory from A to Z are obvious. He is in a position to pull 
in new business or concentrate on profitable accounts ofr 
develop new marketing approaches for his firm 

Another “what to do” idea that is being heard more 
frequently today is: Gear your thinking to the customer. 
We are of the opinion that this could prove to be the 
most important factor of all, not merely for the electrical 
wholesaler but for all branches of the electrical industry. 

In a competitive market the consumer or user is in 
command. Contractors and dealers certainly consider their 
plans in terms of what the customers want. Not so obvi- 
ous, judging by past performance, is the fact that whole- 
sale distributors must judge their programs in terms of 
their customers 

And in the final step, manufacturers distributing their 
products through wholesalers cannot build a solid market 
for their goods without gearing their thinking to the 
distributor. 

The huge increases in our gross national product worry 
many executives today. Some say: “What are we going 
to do when the going gets rough?” While others say: 
“We have seen no evidence that suggests our sales effort 
can keep pace with production in a competitive market.” 

As far as the electrical wholesaler is concerned, we 
believe that, given sufficient cooperation, he can negotiate 
the shift now in progress and prove to be a major factor 
in helping other branches of his industry traverse suc- 
cessfully the road ahead 
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REVISED ELECTRIC POWER 
EXPANSION PROGRAM 


OLLOWING the outbreak of fighting 
E:. Korea in June 1950, the electric 


power systems of the United States 
promptly anticipated greatly increased 
power demands and revised the planned 
electric power expansion program 
sharply upwards. Between June of 1950 
and April 1951, new generating projects 
totaling 20 million kilowatts were under 


taken and orders for the equipment were 


By: Walker L. Cisler, Chairman, 


Electric Power Survey Committee, 


Edison Electric Institute 


placed with the manufacturers. As 
shown in the table, by April 1951 new 
projects totaling 32.1 million kilowatts 
were scheduled for operation, mostly 
before the end of 1954 


NEW POWER GOALS 
FOR 1956 


Now, nearly two years later, the electric 
power expansion program has been en 


~_ 


larged further to total 47.7 million kilo 
watts planned for commercial operation 
in the years 1951 through 1956 and the 
programs for 1955 and 1956 are still in 
complete. Thus within less than two 
years it has been necessary to plan and 
begin construction of projects having a 
generating capacity of 15.6 million kilo 
watts to keep pace with the electric 
power demands now forecast for 1954 
1955 and 1956 Approximately 4 million 
kilowatts of this ts specifically for new 
requirements of the Atomic Energy 


€ ommission 


SHORTAGES 
HAMPER FULFILMENT 


The progress which was made in 1951 


ELECTRIC POWER EXPANSION PROGRAM 


Capacities Given as Millions of Kilowatts 


As of 
April 1, 1951 
7 


‘ 


Scheduled for 
Operation 
1951 


1952 8.5 
1953 y 
1954 46 
955 é 
1956 


Total 32.1 


New Capacity Planned Since Apr 


*Actually completed during 195! 


** Actually 


Manufacturers Nameplate Rating 


As of As of 
April 1, 1952 January 1953 
é 


, 9* 49* 
4 4** 


42.0 
99 
ompleted during 1952 


and 19582 in fulfilling this program has 
been disappointing In April 1951 about 
16.0 million kilowatts of capacity was 
scheduled for operation in the two years 
19Sl and 1982. Largely because of delays 
in obtaining materials for equipment 
manufacture and field) construction 
only 13.5 million kilowatts were com 
pleted in those two years 

The 2.5 million kilowatts which were 
not completed in 1952 have now been 
rescheduled into 1953, some projects 
originally scheduled for 1953, have been 
rescheduled into 1954 and other projects 
originally scheduled for 1954, have been 


rescheduled into 1955 


NEW PROGRAM CALLS 
FOR GREATER EFFORT 


As a res 


additions to the total program, 12 


ilt of these changes, and the 
».2 mil 
lon kilowatts of new capacity are now 
scheduled tor completion in 1953 and 
10.6 million kilowatts in 1954. This is a 
truly Stupendous program and because 
of the material shortages which have 
occurred during 19S] and 1952, there 
are prave doubts whether these goal 
can be met 

Great effort will be needed by all con 
cerned to carry the program forward as 
closely a possible to schedule. Power re 
quirements for 1953 and 1954 can be 
estimated with reasonable accuracy and 
capacity now planned 1s essential to 
provide satisfactory margins 

As we progress through the years, new 
requirements will develop additional! 
projects will be planned and efforts to 


complete them must continue unabated 





BUILDING OR EXPANDING 
YOUR ELECTRICAL PLANT? 


In either planning a new electrical plant 
or correcting and improving an inade 
quate plant, it may save many a future 
headache to consider carefully these 


| | ' ' 
cCabdle-selection pointer 


@ Anample-size conductor always works 
for you . 

@ Choose your cable covering for its 
environment 

cs Improve voltage regulation by using 
a larger conductor, reducing conductor 
spacing, dividing (or paralleling) circuits, 
improving power factor, and keeping 
high fluctuating load on separate feeders 
@ Avoid loading teeders above 400 am 
peres in unusual cases. Above 
400, cable becomes bulky, conduit ex 
pensive difficult to install, and amount 
of load dropped ona fault ts considerable 
@® Conductor size should meet require 
ments for voltage regulation and cur 
rent-carrying capacity for normal load 
ind tor motor rcuits, short-circuit 


almipye res 


@ for greater reliability tn insulated 


conductors, select Type RH, RH-RW, 


IW or Butyl-insulated instead of Types 
Ror I 
@ Aluminum conductors are satisfac 


tory when properly installed 


FOR 3 150 000 UNI IS BY 1956 motnecas Reve RO mere pence i 
j j powel distribution than in shipping, ac 


counting or administration departments 
7 Best cure for electrical inadequacy ts to 
New AnaconoA Type N-SD Service Drop Cable can help speed install a well-designed, thoroughly en 


gineered electrical system at the start 


installation . . . available in copper or aluminum with cable thet is right for the job 


That's the mark the nation’s builders are met by ANACONDA Type N-SD 
will shoot for in the next 3 years Cable—available with either neo- 
(according to F. W. Dodge Co.). prene or polyethylene insulation. 
Power companies must match their This cable handles easily . . . looks 
efforts by providing prompt and neat... isdurable . . . resists weather. 
adequate electric service. Two insulated conductors are wrapped sia feat ‘elena, eae” sills dines aaxiniiiaili 
Important consideration will be around—and fully supported by capacity and rushing new Seemiaiiaaiein tiem 
given to speed, ease and appearance _a bare neutral messenger. Conductors installation lines in the Delaware Valley 
of installation. These requirements remain free of tension! : 


BIG BOOM IN THE VALLEY. .S. Stee! buiids 
its new Fairless Works in rural Bucks 
County, Penna.To meet the expanding needs 
for power —in new plants and homes—util 


RIGHT TO THE RANGE, Where Type N-SD Cable is used to the weatherhead, con- 
tractors will find st.vALine*, ANACONDA’s URC Type SE Service Entrance Cable 
economical to install through meter and fuse box right to such appliances as ranges, 
water heaters. siLvALINE has special silvery finish that won't “blotch” when painted. 

* Trademark 








INDUSTRIAL LIGHTING . . . 


It’s important to match 






cables to today’s lighting needs 








There are many reasons why today’s light- 
ing requirements are greater than in the 






past. There is a very definite relationship 
between higher intensity of illumination 
and greater and more efficient (or lower 
overall cost) production. The demand for 
better lighting is continually increasing 
because people's ideas change with the 











continuous increase in efficiency of light 






production. You can readily see that 
today’s industrial lighting, more often than 







not, requires fair-sized cable tor feeders 






and branch circuits. Transformers located 






at convenient points make long runs less 






frequent and less necessary 






The principal conductors which may be 






used in industrial lighting are Types R 
RH and RH-RW rubber and TW thermo 


plastic. Cables must be selected to satisfy 







two requirements: safe ampere load and 






permissible voltage drop. The smallest 
size No. 14 Awe should be used with 


care. Allowable current ratings, as given 








in the National Electric Code, are for 






safety only and may not satisfy voltage 





drop requirements at all. This latter point 





cannot be stressed too often 





Good lighting is an important produc 






tion tool. But, regardless of the number ot 






units installed, a lighting system is no 






better than the circuits that serve it. Good 
lamp life and tilumination efficiency de 
pend upon operation at rated voltage 

and this is only obtainable with circuit 
adequacy. And last but certainly not least 
the design of the circuit should be made 
flexible enough to permit additions or 
alterations in the future. Some recent jobs 
have been designed and installed so that 













feeders and branch circuits are good for 






twice the present illumination 









THIS WORK AREA, 80 x 140 [L., Is lighted by 

136 fixtures to provide 50 foot-candles. Each ae 
fixture has two 75-watt, 961-12 standard 

warm white fluorescent lamps 


RC re All-Purpose DURASHEATH Cable is selected by 
industrial plants to simplify installations 


































The order of the day is expansion of and run in ducts in one continuous run. 
power facilities. In industry this ex One cable type—not three—is needed. 
pansion means new power lines. Where DURASHEATH is available in all sizes, 
these lines demand different types of single or multi-conductor, copper or 
cable as they shift from one location to aluminum, from 600 to 15,000 volts. 
another, time-consuming jointing be- Use it for power cable in industrial 
comes necessary. Jointing costs money plants, railroads, series or multiple 

. Slows down cable installation. Street lighting, traffic control, and 

Industrial plants have found a way airport} lighting, residential primaries 
out of these difficulties. They select and secondaries, and for Type USE 
DURASHEATH®*, Anaconda’s neoprene- cable for underground service en- 
jacketed power cable. This time-tested trance *Reg. U.S. Pat. Off 






cable may be buried, strung overhead, 






twhen ordered to CAA Specifications L-824 





ANACONDA FORUM 


SHORTS THAT MAKE SENSE 


TAILOR-MADE. [DO you know that you 
can purchase “packaged”’ power load 
centers and their components? You will 
find them easily installed and easily 
moved. They are well-engineered and 
basically right for your electrical plant 
When you select the right cable to match 
them, you produce safe operation, pro- 
long cable life and add to your service 
dependability 


WRONG CABLE. Here's a story with a 
moral: it pays to choose the right cable 
An industrial plant routed a !-conductor, 
500 Mcm rubber and braid (Type R) 
conductor for a feeder run through 3 
buildings, one a boiler house. Result 
early failure where it ran through the 
boiler house. Insulation and braid be- 
came brittle, cracked and of no value 
Ambient temperature was too high 


SAVE AND IMPROVE. Dry-type transfor 
mers have made great strides in their 
development for lighting. If you locate 
them at any convenient nearby point, 
you will save on copper size and at the 
same time improve voltage regulation 


START RIGHT. C ures Cost Money, preven 
tion always has a lower price tag. To 
avoid trouble from electrical inadequacy, 
install a well-designed, thoroughly en 
gineered system in the beginning. If you 
inherit an inadequate system, make spe 
cific check-ups at once to find the causes ; 
then take proper steps to remedy the 
situation. Don’t wait for real trouble. It 
never comes at the right time 


SYSTEM PLANNING. I{'s no joke to be 
caught with your plant down through 
failure to anticipate future needs. Look 
ahead now to future needs. Remember 
that delivery and installation of new 
equipment take time often up to two 
years. System planning prepares for po 
tential increase in business 


SINGLE SOURCE. Many cable installations 
suffer from improper jointing and ter- 
minating. Poor design, inadequate ma 
terials, wrong methods, or all three are 
responsible. T he cable and its accessories 
should be considered together. When the 
combination is furnished by one sup- 
plier, the responsibility for correct ma- 
terials lies with him alone. It also saves 
time in placing orders 


LIGHTING CIRCUIT POINTERS. Spare light- 
ing Capacity is important. Plan carefully 
for future growth of the lighting system 
or increased illumination intensities 
Consider fixtures to be used. Starting 
current on some types of units (high 
intensity mercury vapor) is higher than 
operating current. Use a minimum of 
No. 12 wire for all lighting circuits 
Keep voltage drop within one percent 


in the years between now and 1996... 


which conductor shall it be for 


America’s electric power expansion? 


ALUMINUM 


Some will choose copper .. . 
some aluminum... 
some both. 


Whatever your final choice—it will always 
pay you to specify ANACONDA because 
here is a single source of supply for 
copper and aluminum insulated cables 
copper and aluminum service cables 
copper, aluminum and « opper weld hare and 
“ eatherproof 
copper and ACSR transmission and dis- 
tribution 
Here, in the making of conductor, jacket, 
insulation and the entire cable, modern 
manufacturing techniques are backed by 
years of field engineering and construction 
experience. Metallurgical and development 
facilities are the most up-to-date 


FOR FURTHER INFORMATION about any product mentioned in the pages 
of this advertisement, see your Anaconda Representative ...or write to 
Anaconda Wire & Cable Company, 25 Broadway, New York 4, N. Y. 


ANACONDA 


TODAY’S HEADQUARTERS FOR WIRE AND CABLE 


MAKERS OF building, barn, machine tool, control and communication wire « service 
and overhead distribution cables, bare and weatherproof including ACSR « portable 
cords and cables « power and bus-drop cables « mine, bridge, aerial, underground, 
duct, network and submarine cables - parkway, airport and street-lighting cables 
station, apparatus and vertical-riser cables » magnet wire + copper, aluminum and 
copperweld conductors + wire and cable accessories. 
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and touch in 3 ). ft 


has increased 2 


1,000 items for contractors and maintenance men are exposed to view 
of display area at GESCO’s P 
ver that when it had 


rtland, Ore., branch. Busine 


nly a catalog and counter arrangement 


Contractors are buying eas- 
ier and quicker, and they 
are buying more than ever 
before, in supplies stores 
being operated by a chain 
house and an independent 
in the Pacific Northwest 


By Howard J. Emerson 


Success with Supplies St 


TREND toward the use of the 
supplies store as an effective 
means of handling counter sales 

is evident among electrical supplies 


The 
stock 


distributors in the Northwest 


idea of exposing most of the 


called for by electrical contractors and 
industrial their 


maintenance men to 


view and their touch is not new—but 


reports of unusual success have not 
been common until recently. 

Two years of experience in operat 
ing a supplies store at its Portland, 
Ore., 


General Electric Supply Co.'s district 


district house has convinced 
manager S. S. Brundage of its definite 
value. Sales at the store have increased 
steadily since it was opened. Today, 
sales at Portland GESCO's supplies 
store are more than 25 per cent more 
than they were when only the catalog 
GESCO's 


been 


counter was used national 


management has watching the 
Portland experiment with great inter 
est. And in Portland one other chain 
house and at least two independent dis 
tributors have been so impressed with 
GESCO's success that they are plan 
ning similar supplies stores 


In Spokane, Wash., 


supplies and 


an independent 


appliance distributor 


Tubbs Electric Co., has used the s Ip 


Turn page to see what makes for successful supplies stores 
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plies store method of merchandising 


electrical supplies and equipment very 
since the was 


' 
successfully company 


organized in 1946. Its president, Clar 


Tubbs sup} 


store success has been a major factor 


I; 
ence believes that the lies 
in the company’s growth from a vol 
ume of less than $400,000 in 1946 to 
well over $2,000,000 gross in 1952 

While 
supplies store in a large chain house 
GESCO's district 


that 


proving the value of the 


manager Brundage 


feels, however this method of 


merchandising to contractors and in 


dustrial maintenance men is equally 
suitable to the medium and small size 
concern—particularly, he says, it is a 


natural for the so-called “one man 
operation 

The value of the supplies store to 
the medium-sized independent whole 
saler is expressed by Clarence Tubbs 
The supplies Store IS a logical de 
velopment for the smaller wholesaler 
who must look constantly toward im- 


proving the service to his customers 
which is his strongest and often only 
bid for The 


makes it quicker and easier for a cus 


business supplies store 
tomer to buy from us than from a job 
ber who still uses only the catalog and 


counter system 


TALKING OVER 


ment m 


further improve 
merchand: 

Portland 
Brundage, dis 
manager A l P« 


re manager 5. H. G Iman 


upplie store 
ing techniques are GESCO’'s 
trict 


tAG S sale 
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‘ | erations successful 





~ 
id 








and size of 


ntractor Bohm to 


mode! 


EXPOSURE of 


a product 


every 


enable rat 


BROADENING the sale: 
ability of the supplies 

profitably 
the market for 


(right) discusses 


Supplies Stores (cont.} 


efforts of the electrical contractor 1 
store to expose him to product 
Here, GESCO’s Portland supplies store manager Shirley H 
extra wall 


enc ouraged by the 


which he could handle 


Goodman 


heaters with contractor Ed Bohm 


elect exact item needed for a 


specific 


b, introduces seldom seen shapes, sizes 


the 


fans and space 


LIVE PRODUCTS are 
floor. Ventilating 
heaters can be tried and compared by 
Bohm on the floor 


practical on 


supplie 


contractor 


The Purpose Is Exposure 


ONTRARY to general thinking, the 
main value ot the supplies store 1S 


not self service. Behind the trend to 


ward supplies stores for the merchan 


dising of contractors’ supplies and 


electric housewares is the basic prin 


ciple that has made the food super 


markets such a success: the exposure 


of products to the view and the per 


sonal touch of the prospect. As cold 


SEASONAL NEEDS are 


manufacturer 


pitched easily in 


by placing displays in 


Counter trainee Neal Brady talk 


Strategic 
up the market for sun lamp 


and unemotional as electrical supplies 
may be, they have more quality-appeal 
and use-appeal when presented physi 
cally than they do when offered 
through catalog numbers and_ photo- 
graphs 

The 
stock in the 3,600 sq. ft. supplies store 
of GESCO, Portland, serves to build 


contractor 


exposure of its contractors 


the concern’s business 


the supplies store 


locations 


PRODUCTS not practical for 
merchandised there through 
sample board to help Bohm 





) 


through: 1. upgrading orders; 2. in 


creasing the number of products in 


order; 3 more of the 


total 


each getting 


customer's business by making 
him want to concentrate his purchas- 
ing at this one source. Why this should 
result the 


is seen during a visit by 


well-known Portland contractor, Ed 
Be »hm, ot I mory and Bohm, as recorded 


by ELECTRICAL WHOLESALING 


re still can be 
Goodman 
for a special job 


storage in the t 


display: uses a wire 


elect wire 








CLOSELY RELATED items, such as special SELDOM USED products are readily di 
type f sockets, so hard to distinguish or played for customer examination. When he 
g page, can be studied, compared needs thi yroduct i w where t 


g r where to ph 





SELLING UP themselves is characteristic UNUSUAL ITEMS the wholesaler carri SERVICE 
of contractor “shopping at ippl but which the contractor might look { { if k accessible 
store. They see items they forg li where are poin out to customer th , uper rket basket 


r realize they can use trategic sp around store aisle t ntri rs had r 


FULL LINES at a glance help customers to select their pre 
ent needs, emphasize complete stock maintained for fu 


ture needs. Bohm i nown variety f motors and switche 





;  NURK 
Mg CONNECIORS” 


NEW PRODUCTS are v 


through a supple t 


nstratior fanew 


BRAND IDENTITY i 


Gee and easy to keey 


tore peratior 








¥ outa Py E 


FLEXIBLE shelf 


uable 


val- 
They can be adapted to product, 
tilted or fiat ght 


arrangements are 


ecured at any he 


Supplies Stores (cont.) 


the 
room 


L-SHAPED COUNTER 
gives them 
orders 


““spreads”’ 
and countermen more 


It has proven to 


These Features Help Make 
The Supplies Store Work 


NCE his stock is brought out into 
the open, almost unlimited oppor 
tunities are presented to the distribu- 
tor for the use of merchandising tech 
niques to make electrical 


more con- 


tractors and industrial maintenance 


men trade with him, to make them buy 
more on each call, and to make them 


the satisfied customer that 


spreads favorable comment around the 


ty pe ot 


trade. 

Other features that contribute either 
to the merchandising effectiveness or 
to ease of operation and management 
of the supplies store at GESCO, Port 


land, are seen here 


customers, 


to write 


speed counter work 


REMOTE COUNTER is 
ist beyond regular coun- 
ter an out of 


igned to 


traffic 
handle 


‘ D 
area. D 





Tubbs Elec 


use of wall 


Co., 


»pace 


SUPPLIES STORE of 


Spokane, makes more 


Customer doesn't hesitate to climb lad- 


der to take a look at products 


TORCH DISPLAY is arranged by Clarence Tubbs (left 


Traffic 


and Emil Nord 


displays of related contractor items like these are very profitable 


SEPARATE ROOMS display appliances, wiring devices and, left, Tubb’s com- 


plete stock of motor controls at levels where customers can examine them. 
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counter exposes each contractor's 


riety < 


the 


large orders or figuring 
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supplies store 
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watch 
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stock for needs 


his future 
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retai 
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Supplies Stores (cont.) 


An Independent Finds 
The Supplies Store Valuable 


everything that has been 


\ M(¢ 


Sale 


ST 
1 about the merchandising im 
portance of the supplies store of 
GESCO, Portland, can be reported 
from Spokane, Wash., where Tubbs 
Electric Supply Co. began experiment 
ing with the idea of a supplies store 
soon after the concern was started in 


1946. This independent supplies and 


wholesale firm, owned by 
Tubbs, 


cess with the 


appliance 


Clarence met with such suc 


store” on a small scale 


that the idea has been expan led slowly 


until now everything that can be 


presented satisfactorily in such a man 


ner is on shelves or counters in the 


three first 


floor of the 


large front rooms on the 


Tubbs building 


TUBBS SALESMEN estimate and assist contractors fr 


store 
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Product questions are answered with help of f 


INDIVIDUAL COUNTERS ar: 


th Tul Flectr , 





~~ Zz 


FIRST-PRIZE WINNER L. D. Ecoff, Keps Electric Co. lighting 
alesman, receives $290.50 check from Harry H. Johns, Jr., man 
ager of Electric League of Western Pennsylvania, contest sponsor 





The Results of Pittsburgh's 


Equipment 





Fluorescent Fixtures 





Incandescent Fixtures 





Fluorescent Lamps 





Incandescent Lamps 





Contractors’ Share 





Electric Utility’s Share 








They Got Their Share of a Half 


Of the 124 lighting jobs submitted to Pittsburgh's first all- 


industry planned lighting campaign, three Keps Electric Co. 


salesmen accounted for 52 of them; of the || prize-winning 


jobs, Keps supplied the lighting equipment for five of them 


ITTSBURGH'S Electric League of Western Pennsyl 
vania is still feeling the impact of its first all-industry 
planned lighting campaign, even five months after 
its official ending. The initial tally in January, realized 
only through the zealous efforts of participating electrical 
distributors, contractors, light and power company, lamp 
and fixture manufacturers, added up to over half a mil 
lion dollars 
Broken down into three categories, this combined total 
is made up of: $405,000 worth of fixtures and lamps sold 
by the ten participating distributors; $270,000 was shared 
by participating contractors of the Western Pennsylvania 
Chapter, National Electrical Contractors Association, 
2,700 kw was added to the power company’s existing 
load, from which $110,000 of estimated annual revenue 
will be obtained 
e Present and Future—Now those figures, in them 
selves, constitute an accomplishment of the first aim of 
the contest—to coordinate the sales, engineering and pro- 
motional efforts of all branches of the local lighting in 
dustry toward the creation of immediate sales. The 
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second goal of the contest, the promotion of prospects 
and sales throughout 1953, is now being realized through 
the accumulation of lighting jobs that were not put 
through during the running of the contest but were 
started as a result of its influence 

In modernization-conscious Pittsburgh, with its “Gate 
way Center” and other extensive city-beautifying projects, 
the contest has stirred up an awareness of relighting 
among civic-minded citizens and businessmen never be 
fore realized. And now, with the contest officially ended, 
the delayed action momentum created by it is still making 
the industry coffers ring with additional revenue. 

One of the stalwarts of the four-month lighting cam 
paign was Keps Electric Co., one of Pittsburgh's many 
progressive independent electrical distributors. Through 
the efforts of its three commercial lighting salesmen, the 
company, during the course of the contest, accounted for 
nearly half of the 124 lighting jobs entered. Here is a 
tally of Keps Electric's contribution to the campaign 

e Of the 124 lighting jobs submitted to the contest 
committee, Keps was responsible for entering 52 of them 
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Planned Lighting Campaign 


Total Sales Dollar Volume 





12,921 $325,000 





2,116 32,000 








28,014 46,000 








2,327 . 2,000 





275,000 


2,700 KW 110,000 E.A.R. 





Total $790,000 











OT mend 


THIRD-PRIZE WINNER Harold Sterr ’ Key 
receives his check for $163 at awards dinner het 


Another Kep alesman, F. Woodworth, won sev 


Million Dollar Lighting Business 


Top salesman L. D. Ecotf submitted 38; Harold Stein, 10, 
Frank Woodworth, 4 

e Of the 11 prizes awarded in the contractors’ com 
petition of the lighting contest, Keps supplied the light 
ing equipment for five of the winning jobs 

e Of the 23 prizes awarded on points (based on the 
superiority of each job submitted) in the distributors 
competition, Keps salesmen won first, third and seventh 
place awards 

e Of the $1201.50 awarded on points in the distribu 
tors’ competition, Keps salesmen won $501.50. First prize 
went to Ecoff—$290.50; third prize went to Stein 
$163.00; Seventh prize went to Woodworth—$48.00 

e Winner of the plaque for outstanding performance 
in the distributor competition was Keps Electric. The 
company garnered a total of 321 points. Its closest rival 
gathered 97 points 
e No Magic—What selling magic did Keps’s salesmen 
hold over lighting contest prospects that made them the 
top money winners in the field? Keps's supply sales man 
ager Cliff Powell says there’s no magic at all attached to 
their selling prowess—just the fool-proof combination of 
ambition, internal cooperation and consistent plugging 
on the part of the whole sales organization 

In the Keps lighting sales department are three com 
mercial and industrial salesmen—the three winners in 
the lighting contest—and one residential salesman. Their 
job is to track down every lighting and relighting oppor 
tunity that presents itself in the Pittsburgh area. Possibly 
it was a tip given by a supplies salesman while on his 
rounds to contractor or industrial customers. If so, then 
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both supplies and lighting salesman work together in 
setting up a plan of approach 

Possibly it was a tip from the reports of the Pittsburgh 
Builders Exchange or the F. W. Dodge Reports. In that 
case, a lighting salesman is assigned to the task of pre 
paring a takeoff on the costs of the lighting equipment 
specified in the building plans A_ broadside quotation 
for fixtures is prepared and sent to each electrical con 
tractor bidding on the job. When the bid is let out, the 
salesman will renew his efforts to supply the necessary 
lighting and wiring equipment 
e Utility Role—The industry-wide cooperation mani 
fested in the recent lighting contest served only to 
dramatize what has already been evident in Pittsburgh 
lighting industry circles. The role of the Duquesne Light 
Co. in the lighting campaign, for example, brings this 
tact out clearly 

As part of its contribution to the hard-hitting advertis 
ing program during the period of the campaign, the local 
utility company used approximately $10,000 of « 
mail materials on planned lighting for schools, offices 
stores. There were 13 releases of store lighting material 
sent to a selected list of 8,600 store accounts of various 
classifications; 8 releases on school lighting to 1,800 
school administrators; 4 releases on office lighting to 


1.700 office accounts; and 2 releases on service station 


lighting to 2,500 gasoline service stations 


But what cooperation it has shown in the campaign 
it has displayed, also in every lay busine SS dealings with 
distributors and contractors by making the services of its 


commercial sales department ivailable to ill who req icst 
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1. FROM UTILITY SALESMAN. E. |. Duniap, Duquesne Light 
Co. lighting specialist, convinces official of Suburban Savings 


and Loan Assn. of his bank’s need for relighting 


A Prize-winning 


Lighting Job from 


Start to Finish 


3. TO DISTRIBUTOR. Keps sales manager Cliff Powell, 
lighting salesman L. D. Ecoff and Haubelt go over Dun 


lap’s’ recommendations in distributor's lighting dept 


it. Keps Electric will testify to that. Especially in the vast 


relighting market does the company depend upon 
Duquesne Light’s commercial lighting salesmen to fill in 
the necessary details of a lighting sale 

In some cases, Keps lighting salesman will cultivate 
a lighting prospect and then call in the power company 
salesman to make the necessary specifications and recom 
mendations. In other instances, the utility lighting spe- 


cialist is first to contact a lighting prospect. After his 
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Haubelt learns of contemplated 
Dunlap at his office 


2. TO CONTRACTOR. F. R 
relighting job at Suburban Savings, visits 


to find out whether or not bids will be 


from this 


4. TO DISTRIBUTOR SALESMAN. £: ‘ ver 


point on by determining selling costs. F wing Dunlap’s speci 


fications, he prepares broadside quotation for equipment 


5. TO COMPLETED INSTALLATION. Al! three lighting men 
lighting salesman, specialist, contractor 
inspect finished product 


lighting electrical 


It won second prize in contest 


specifications are approved, a Keps salesman will follow 


through by preparing a quotation for the contractor 
awarded the bid 
This idea of industry-wide cooperation is summed up by 


“We utilize 


given to us by the manufacturer, the utility and various 


sales manager Powell every available tool 
reporting agencies. When we use these tools, we render to 
the contractor and the ultimate consumer a service he 
comes to expect.” 
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Trenton's Oldest Independent Elechical Dishdriibutor 


rss 


Telephone 443.447 S. Broad St 
3 Trenton, N. J 


ai 


= Salesman's Daily Report 
Joe Gavenda C(t 5/15/53 








Customer ___ | __——s~Party Interviewed 





_Blenche Electric Co. 


Frenk Blanche, pres.,--Worked 


remote control wiring 1: yout. 





DeLavel Steam Turbine Co, Arthur Probst, chief 


Follow-up on trolle, 


Ponelyte Div.--St. Regis Dave Sipler end Lou Lomet-—-Send 


pe A 


Paper Co. info on single unit power pznel. 


SAD ar Se re ere ary ees 


_Micheel's Appliances Michael Vocaturo--Set up new 
toester displey--more info wanted. 
—_— . sition : er C2 st 


__=Wveifer Electric Co, | Dave Lamb--Checked stock. Took 
— 
a 


_Bill Gordon, vaint. fore:an,— 


mane ese 








_C.V. Hill Co. 


showed new circuit breeker. 








Koenig's Appliences _j Pete Koenig-<uve him info on 
— eae —s waffle-iron and grill. 
|_ Trenton Pottery Co, _ George Bennett, elec. foremen,-- 


| Advised on new horn instelletion. 


Oe dd Lie 


Jonnelly Memorirl Hosp. _ Williem Burns--misiness menager,-- 


Discussed nurses céll system. 














SECON sa tote 


A Call Report 


Comes to Life 


A call report isn't just an impersonal piece of paper. Summing up as it does the daily 
doings of the outside salesman, its cryptic messages often hint at many a story of 
creative selling. With this in mind, an ELECTRICAL WHOLESALING editor recorded 
in pictures the stories that were behind the May [5th call report (above) turned in 
by Joe Gavenda, a top salesman for the Tab Electric Supply Co., Inc., Trenton, N. J. 


By George D. Farley 





Turn Page for Call Report—IN PICTURES 


June, 1953—ELECTRICAL WHOLESALING 





Call at Blanche Electric 


rning materials 
ja lends a hand 
Frank Blanche wiring 

} e interested Blanche 

lighting. Doubtful at 
n agreed once joe layed out 
demonstrated hi own 


neering ¢ ins 


Call at DeLaval 


Following-up on one of his industrial 
accounts, Gavenda checks over blueprint: 
of recently-completed overhead trolley 
duct installation with Art Probst, the 
company chief electrician. Joe wears 
safety glasses provided by DeLaval for 

itors’ protection. This account is typi 


al of many in heavily industrial area 


— = -* 


PAPER COMPAN 


Call at Panelyte 


the maintenance div on switch ri 
the Panelyte Division, St. Regis Paper 
Maintenance Supervisor Louis Lomet 
Electrical Foreman Dave Sipler listen 
ely as Gavenda explains the advan 
tage f a single up-to-date power panel 
Submitting an estimate, | points up in 


detail what the unit can do for the plant 


























Call at Peifer Electric 


One t ntractor 
maintain it 


ade 


1 at C. V. Hill Co. 


trigeration } 
ast praw 
friend 








Call at Koenig's 


Another old account dating back to 
venda's strictly-appliance-selling days is 
the appliance shop owned by Pete Koe 
nig. Joe came in to tell Koenig about a 


ig 


c 


Ts} 


new dealer promotion. He stayed to ex 
plain the sales points of a waffle iron 
andwich grill and made several interest 
ing display suggestions 








Call at Trenton Pottery 


Electrical Foreman George Bennett, plan 
ning an installation of industrial horn 
for the pottery, wanted Gavenda’s advice 
on what he'd need. Joe brought along 
some samples, a few jokes and a con 
vincing selling argument. Considering all 
the plant's features and needs he points 
yut horn advantages to attentive Bennett 





Call at City Hospital 


Trenton City-owned Donnelly Memorial 
Hospital is the last call on Gavenda 

daily report. Business Manager William 
Burns wanted Joe's help on a proposed 
new nurses call system to be installed in 
the institution. Going over hospital blu 

prints, Tab's top salesman reviews ten 
tative set-up, tells what system will do 
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he Tape Story 


A Special Report 





They say there's no romance in selling tape. But just 


how romantic can it get? Do you constantly think up 


new, imaginative promotions for tape? Do you notice 


this promotional effort showing up in consistent re- 


peat orders? Do you sell the quality and superiority 


of your tape right along with the brand name? If you 


do, then brother, you're still on a selling honeymoon 


HERE'S a notion in the industry 
today—sired by tradition and reared 
by repetitious acquaintance — that 
electrical tape is an unromantic com- 
modity whose applications are static 
and whose promotional attributes lack 
the flair and salesmanship of its more 
colorful counterparts in the consumer 
field 

And that’s not all that’s being spoken 
about electrical tape. As far back as ten 
years ago, some pessimists, concerned 
about many new developments in in- 
sulating 
doom of 
Tape 


techniques, predicted the 


friction and rubber tape 


manufacturers, although un 
daunted by such ominous soundings, 
still are much concerned about another 
industry problem that could very well 
bring about serious defects withig their 
ranks—overproduction 

As for tapes themselves, some ob- 
servers believe that plastic, with some 
reservations on price and application, 


will soon replace friction and rubber 
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By Thomas F. Preston 


And still materials in 


different forms might even make plas- 


further, other 


tic obsolete 

e Under the Microscope — Taking 
first claims first, let's scrutinize each of 
these observations to see which con 


stitutes a realistic understanding of 
electrical tapes and which constitutes 
an error 

e The Romance of Tape 


will deny that electrical tape, 


No one 
as such 
is not the most romantic object on a 
shelf. Neither will 


deny that any other supply product 


distributor's they 


carried by the distributor and sold by 
his salesman hasn't a quality that could 
be described as truly romantic 

The romance of supplies selling 
and that includes the merchandising of 
comes into 


tapes play when, as one 


Connecticut distributor aptly put it 


“we come to realize the effectiveness 


of our constant promotion of one prod 
uct by the regularity and consistency of 
orders. And if 


our Customers re peat 


there is ever a product in our house 
called 


maker, it's 


that can be a competent, con 


sistent moncy electrical 
tape 

It is true that electrical tape, unlike 
the consumer varieties of cellophane, 
masking and other household and busi 
ness tapes does have a constant appli 
cation factor, especially in the rubber 


W here 


tape Ss 


ind friction field new uses for 


these household range from 


mending torn pages to cleaning blue 


serge, new uses for rubber and friction 
tapes are fast climbing to the satura 
ron px int 

This 


salesman for taking a 


howeve! doe not excuse the 
when-they-need 


it-they ll-buy-it” attitude with his con 


tractor and industrial customers. Pity 


the poor elevator salesman who tries to 
sell his customer 


al ne 


on application fea 
PI 


Since his product can be 


tures 
applied in only one of two ways—up 
or down—he must search through his 


bag of selling tricks and come up with 
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A SPECIAL REPORT 


something more practical and down to 
earth like the quality and workmanship 
of his product, the adaptability of it, 
the results it achieves. The distributor 
salesman would do well to reach for 
the same selling techniques in ap- 
proaching his supplies Customers 

As far as the promotional attributes 
of tape are concerned, here, too, the 
salesman can combine his own ingenu 
ity with those devices supplied by his 
company and the manufacturer This 
important aspect of tape selling will 
be explained more fully later in the 
article 

e Electrical Tape's Doom. Nothing 
could be further from the truth than 
to Say that new insulating techniques 
and the introduction of wire connectors 
and wire nuts would bring on the 
demise of the tape industry 

To say that the industry 


starve as a result of these new advances 


would 
would be as foolhardy as to predict 
the doom of the fan industry upon the 
advent of room air conditioners. If 
anything, it has added new stamina to 
the industry. Many tape manufacturers 
the field of merchandis 


ing mechanical wire connectors so as 


entered 


to be a source for all splicing and in 


sulation needs. Others have redoubled 
their efforts in an attempt to recapture 
a share of the tape market that was 
lost to them because of the introduction 
of these recent developments 

e Overproduction. Tape manufac 
turers, themselves, admit that there is 
an over-abundance of tape production 


This 


been brought about by the entrance 


for the electrical industry has 
into tape manufacturing of the small 
producer. Yet, the old-line companies 
still get the major portion of the mil- 
lions of dollars that go over the counter 
annually for electrical tape 

With all-time 
high, the emphasis in the manufactur- 


competition at an 


er's promotion and national advertising 
is definitely on the quality factor of 
his brand of electrical tape. This tone 
can be effectively carried through to 
the local level by the distributor sales- 
man 

e Plastic Tape. One fact is clearly 
evident in today’s tape market. It is 
that plastic tape will never replace fric- 
tion or rubber tape 100 per cent. One 
prevalent An 
ELECTRICAL WHOLESALING survey in 


reason today is cost. 
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two cities posed the question to whole- 
salers, “Why don't your Customers use 
more plastic tape?” One wholesaler 
gave the reason that he thought plastic 
tape wasn’t publicized enough; four 
said the price was too high; one said 
its applications were limited; one said 
that every month customers were buy- 
ing more and more plastic tape, that 
when an electrician tries plastic he ts 
completely sold on it. The same ques- 
tion, asked in another city, received the 
price too high—from all 
One 
distributor 


same reply 
12 wholesalers contractor gave 
“Most 


of my men usually walk off the job 


this reason to the 
with the remainder of the roll of rape 
The price of plastic tape these days 
makes this practice too expensive.” 
Industry people still depend upon 
-rubber and fric- 
of their 


the two main sellers 
tion tape—for a greater part 


splicing and insulating needs. In fact, 


it is estimated that about ten times as 


much friction is sold over the 


counters as rubber tape. And rubber 


tape 


tape outsells plastic 

But the prospects for plastic tape, 
in the electrical industry, are far from 
disheartening. In fact, its future is the 
brightest in years. Not only does it 
offer the tape industry a staunch sup- 
port in the face of growing competi- 
tion from non-tape fields but it is the 
first real keenly promotional, multi-use 
product the tape industry has placed 
in the distributor salesman’s hands 

If plastic tape is about to receive the 
death sentence as a result of new syn- 
thetic and pressure sensitive tapes, then 
the tape industry should be called in to 
Right 


now, manufacturers are making sub- 


proof read its own obituary 
stantial investments in 
equipment just for the manufacture 
ot the 


production 


near dead” product 


The Different Kinds of Electrical Tapes 





Even though the wide use of elec 
trical tapes, as was mentioned before, 
has developed to a point where millions 
of dollars worth are used annually, 
very few persons possess information 
on how to get the most out of them 
As distributor salesmen, you are the 
first these men will seek out in quest 
of that information 

There is really no set formula for 
selecting a tape. Each choice must be 
made on the basis of the particular 
problem to be solved. In general, 
though, the selection should be made 
with regard to the tape’s_ tensile 
strength, flexibility, elongation, tear re- 
sistance, electrical properties, strength, 
and the conditions to which the tape 
will be subjected in the future 

When the insulation of a conductor 
is removed to make a splice or connec- 
tion it must be replaced by new in- 
sulation with similar characteristics, 
equal dielectric strength adequate to 
protect against moisture and abrasion 
The oldest and most prevalent method 
of splicing involves a tape of the same 
material as the conductor insulation 
rubber for rubber, varnished cambric 
for varnished cambric insulation, asbes- 
tos and glass for these materials. All 
these are available in rolls of various 
widths 

Here is a breakdown on the various 


kinds of insulating tapes 


e Rubber 
ing compound, rubber tape is wound 


Sometimes called splic- 


spirally around the bare conductor, ex- 
tending for a specific distance over the 
original insulation. It has high insulat- 
ing qualities and is unvulcanized so 
that it will mold into a homogeneous 
wall of insulation and vulcanize after 
application to the conductor 

e Varnished-Cambric Either yel 
low or black, varnished-cambric tape 
can be used for insulating bare conduc- 


Yellow 


protected from moisture with rubber 


tors has a hard finish and is 
tape and held in place with friction 
tape, then covered with varnish. Black 
is treated with an adhesive substance 
which acts as a binder. Both are not 
moisture proof and require the use of 
either lead sleeves or rubber and fric- 
tion tape with paint over-all. 

e Asbestos and Glass — Generally 
used only on asbestos or glass-insulated 
cables. Both are not moisture proof and 
must be covered the same as the var 
nished cambric. 

e Friction — Principal function of 
friction tape in conductor and cable 
splicing is to provide a firmly adhering, 
weather resisting mechanical protection 
to a splice already properly insulated. 
Made of cotton sheeting impregnated 
on both sides with an adhesive insulat- 
ing compound. Friction tape is not a 


true weather resisting tape, but does 
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provide mechanical protection. Where 
good weathering is essential, the tape 
should be covered with a weather re- 
sistant “cold coat” or some other lac- 
quers 

e Plastic—Plastic tapes with pres- 
sure-sensitive adhesive are available in 
forms to various needs 


several meet 


Its lasting taping, its resistance to 


oil and moisture, acids, weathering 
and soil chemicals make it appropriate 
for cable wrapping, for binding wire 
harnesses, for a wide range of uses in 
electrical construction and repair like 
insulating cable splices, transtormer 
leads, circuit breaker connections, bus 
bars. It provides both electrical and me 
chanical protection. It has high dielec 
tric strength and resistance to abrasion 

In the pressure-sensitive field there 
is an abundance of tapes to choose 
from, but large amounts of this tape are 


lack of 


knowledge of its proper use and care 


oing to waste because of 
Probably the greatest wastage occurs in 
the choice of the tape to be used for a 
particular job and in the storage and 
handling of tape. Possibly they can be 
put to better use if some of the physical 
and electrical properties of the different 
varieties of pressure-sensitive tapes 
were spelled out to the motor repair- 
man and the engineer 

Here is a rundown on the different 
ty pes 

e Acetate—High dielectric strength, 
excellent insulating resistance. Use: to 
insulate pole shoe or stator areas, as 
slot insulation edging; sometimes as 
the slot insulation itself. 

e Vinyl—High dielectric strength, 
Resists abrasion, 


alkalies, oil, 


as an insulating and protective 


good stretch water 


salt), acids, alcohols 
tape 

e Acetate Fiber 
higher 
strength similar to that of rope paper 


Dielectric strength 


much than paper; tensile 


Insulation resistance slightly better 


than paper. Use: to insulate coil from 
tator areas. 

e Acetate Cloth Film—A laminated 
structure of acetate cloth and acetate 
film. Combines high tear, high dielec 
tric strength, high insulation and mois 
ture resistance. Use: sealing solder 
connections at terminal lugs in relay or 
solenoid coils 

e Cotton—Made with a washed cot 
ton backing coated with a non-corro- 
sive adhesive. High tear, high tensile 
fair stretch and 


strength; relatively 


flexibility. Use: in armature windings 
taped before being shipped, filler or 
cushion between laminations and com 
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mutator, slot insulation edging. 
e Crepe—Electrical grade crepe pa 


per impregnated with an_ electrical 
grade rubber cement forms the backing 
for this tape. Outstanding stretchabil 
ity. Use: to hold insulation in place and 
for commutator leads. Gives outstand 
ing protection for coils, some type field 
coils 


coils and for solenoid and relay 


e Flatback Made with purified 
rope paper impregnated with electrical 
grade saturating solutions. Thin, it can 
be used where space is a critical factor 
Use: as holding in various types of coil 
windings which must be quickly and 
firmly taped to permit easy handling 
Flatback is also used for slot insulation 


edging 


The Selling Points of Electrical Tapes 





salesman work 


As a 


ing knowledge of electrical 


having a 
tapes by 
knowing something about the physical 
and electrical properties of each type 


and the varied applications to which 


talk 


up” your product to your Customers in 


they will be put enables you to 
a convincing manner. But there is more 
to selling tape than just that. The fol 
lowing is meant for your own informa 
tion or as a refresher course in some of 
the lesser—but extremely important 
selling points that you can use as open 
Ing wedges in your dealings with cus 
romers 
e Care and Storage—Care and stor 
Yer 
each 
Some 


hints your customers might follow in 


age of tape is a simple matter 


considerable quantities are lost 


year through careless handling 


storage of 


the proper care and tapes 
include 

e it possible, tape should be dis 
pensed through a container designed 
for its use. Never dump tape into a box 
or on a table where other rolls or heavy 
material might conceivably be piled on 
top of it. Set up a small wooden rack 
on which tape can be stored until used 

e Tape should be at room tempera 
ture when being used. It may break or 
tear and be difficule to unwind when 
cold. Cold tape should be brought to 
room temperature or even warmed to 
100° F before using. This is especially 
true of plastic tape which loses some of 
its flexibility at low temperatures 

e Avoid hot and damp storage 
places. The adhesives used in the man 
ufacture of these tapes are made with 
uncured rubber and many varieties of 
natural and synthetic resins which may 
oxidize and become soft. Sometimes 
tape, when left in a warm room, has 
The 


from one layer of tape - flows” out the 


a tendency to “flow adhesive 


side of the roll, makes contact with the 


“flowing” adhesive from another layer 


and breaks when unwinding. The best 


place to store tape is in a cool, clean 


room 


e Every precaution should be taken 
to avoid contamination either from dirt 
Instruct your 


or chemicals Customers 


not to leave tape around on dirty tho« rs, 
shelves or tables 
Don't 


misled into the 


e Holding Power of Tape 
let your Customers be 
talse impression that a tape must feel 
tacky in order to do a thorough stick 
feel very tacky 
to hold to 


StIC ky 


ing job. A may 


tape 
have little ability 


Molasses IS 


Yer it doesn't even have the 


but may 
gether extremely 
power to 
hold two pancakes together 

Still another tape may not feel pat 
ticularly sticky, yet it may do an excel 
lent job of holding. A good tape should 


have both qualities—excellent holding 


power, and initial tackiness of quick 
stick 

e Point-of-Sale Demonstration 
Your customers may not know as much 
electrical 


We're 


physical properties of tape, or the de 


about you 


not talking here of the 


tapes as IMALine 


they do 


sign and manufacturing features. It's 


whether or not your customers know 
how to determine the quality and ef 
fectiveness of the tapes they buy 

As you know, some tape on the mar 
ket today federal 
Soctery 
The SC 


specifications have to do with the qual 


must pass certain 


specifications and American 


for Testing Materials standards 
ity of the backing, adhesiveness, tensile 


strength, dielectric strength and the 
like Although some tests in the labora 
tory 


spe ( ial 


with 


machines and de 


require scientific methods 
laboratory 
vices, you can conduct special dem n 
he on the 


strations rig job or in the 
he 


and 
ana f 
tensile 


Take a 


and grip at both ends with the hands 


once int 


@ For trength of friction 


tape two-ftoot length of tape 


Have your customers try their strength 
in a straight pull and see how difficult 
it is to break it 

e For insulating qualities of friction 
tape: The laboratory way of determin 


ing insulating value is by means of a 
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A SPECIAL REPORT 


special testing device whereby the volt- 
age may be stepped up from nothing 
to many thousands of volts. It may be 
noted, however, that a tape with many 
pin holes (maximum number of pin 
holes in a three-yard stretch of 12-inch 
wide friction is six) may have reduced 
insulating qualities. Take a piece of 
friction tape and hold it up to a strong 
light and determine the number of pin 
holes, if any, found in it 

The 


pose that friction tape is made to fulfill 


e For adhesive features pur 
is almost entirely defeated if the tape 


refuses to stick, not alone at the time 
of installation, but for the life of the 
tape. One way to observe the adhesive- 


ness of friction tape, without a special 


laboratory machine, is to make a loop 
of the tape (front to front, back to 
front, back to back). Holding the free 
end between the fingers, let the weight 
of the extended roll pull against the 
loop. As the loop pulls apart, if it does 
at all, show your customers its excel- 
lent holding power and its initial quick 
stick or tackiness 
e For fusion quality of rubber tape 

To show that rubber tape fuses readily 
without heat and under slight tension, 
forming a homogeneous, impermeable 
turns of the 


tew 


mass, tape 


wrap a 
around a pencil. Insert a razor blade 
through the wrapping and hold up the 
slit tape for the customer's inspection 
Show him how the wrappings form a 
homogeneous substance by stretching 
the tape with your fingers and watch 
ing the hold 
tight as if formed into one uniform 


lines of the wrapping 


mass 


Some Ways to Promote Electrical Tapes 





Many of the leading tape manufac 
turers conduct extensive national ad 


vertising campaigns throughout the 
year to promote the sales of their lines 
and to help the distributor salesman on 
the local level sell more of their lines 
of tape to more enlightened customers 
Following through on these campaigns 
tape producers keep salesmen abreast 
of what their companies offer and give 
them as many sales helps as possible 
This is done in many ways 

e They furnish them with catalogs, 
Copy 
point-of-purchase signs and give-aways 


price lists, cuts and catalogs, 

e They offer salesmen cards notify 
ing their clients in advance of their at 
stock 


sample orders 


rival, also record cards, pre- 


printed and = special 


catalog. material for individual cus 
tomers 

e They advertise freely in many lo- 
cal, regional and national publications 
All of this advertising is designed for 
the benefit of salesmen and for the pro- 
motion of the product. One manufac 
turer's advertising publication program 
for the past year included over 100 in 
sertions in over 32. publications, a total 
of almost five million sales’ story im 
pressions. It advertised in automotive, 
electrical, hardware and industrial mag 
azines and its products were shown at 
over 40 trade shows throughout the 
country 

How can distributors and their sales- 


men, supplementing these sales helps 
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on the local scene, successfully promote 
the sale of electrical tape? During spe- 
cial months during the year, distribu 
tors send out brochures, envelope 
stuffers and ad reprints to their con- 
tractor and industrial accounts by direct 
mail or with monthly bills. They also 
insert catalog sheets, supplied by the 
manufacturer, showing the tape prod 
uct, price, features and application data 

Some distributors admit that’s about 
the extent of their tape promoting 
One distributor said he just set up a 
point-of-sale display on his counter and 
merchar-dised his line of electrical tape 
the same way a supermarket merchan 
dises cigarettes, candy and other “im- 
pulse” items. He'd probably be amazed 
to learn that, with a little effort and 
imagination along the same avenue of 
thought, he could turn that “impulse 
item into a better-paying “bread-and 
butter 


One wholesaler did it. He 


item 
ised the 
display idea to get his customers ac 
quainted with plastic tape. He set up 
a display at both ends of the counter 
tO attract as many of his contractor 
customers as possible. In the display 
were trial sizes of plastic tape, selling 
for something like $.35 a roll. Also in 
cluded were other rolls of plastic tape 
selling at regular prices 

The first month,” he said, “our trial 
sizes were off the counter faster than 
we could replenish the display. Orders 


kept coming in for the regular sizes as 


well. Every three months we'd order a 
shipment of tape from the supplier, but 
each time we had to double our original 
order of plastic. Even with these in- 
creased stocks, plastic tape would still 
be in short supply by the time we got 
around to re-ordering 

One 
poetry to promote his supplier's line 


If nothing else, it attracted 


Southern wholesaler took to 
of tape 
quite a bit of attention from his con- 
tractor and industrial customers, and 
kept the name of his supplier's brand 
indelibly in their minds 

At the salesman level, electrical tapes 
can be promoted on a much more per- 
The salesman knows 
intimately, he knows 


sonalized plane 
his customers 
their attitudes, their needs, and under- 
stands their problems. He can devise 
ways and means of introducing tapes 
into his sales conversation without giv- 
ing any indication that it is planned 
strateg 

One distributor 
roll of tape with him whenever he goes 
out on calls. One week it might be rub- 
ber, the next, friction. While he talks 
with his customers, he'll take the roll 
-while at 


salesman carries a 


from his pocket and finger it 
the same time keeping up with the 
conversation. He'll tear off a length of 
it, twirl it around his finger, stretch it, 
wrap it around a pencil, make loops of 
the strip, and generally give the ap- 
pearance of being preoccupied with it, 
much in the same manner as one who 
doodles on a scratch pad while on the 
telephone 

The customer will invariably ask the 
question the salesman is waiting to 
hear: “Just what are you doing there?” 
The 


that particular tape in detail and using 


salesman answers by discussing 
the point of sale demonstrations men- 
tioned earlier 

Other ways in which salesmen pro- 
mote the sale of tapes out in the field 
is by use of give-away rolls that not 
only serve as ice breakers and door 
openers but can also lead to subsequent 
tape orders. Others attach a strip of 
tape to either envelope or letterhead 
on those letters sent to Customers pro 
moting the line of tape 
Many distributor salesmen make them 


company S 
selves available to their industrial and 
contractor Customers for advice on 1n- 
stallation methods, sometimes going 
right out to the job to instruct elec- 
tricians and factory personnel. Some 
have special demonstrations for cCus- 
tomer personnel on the various uses of 
tapes, usually taking place at the cus- 
tomer’s shop or business establishment. 
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SURVEYS OF SALESMEN’S EFFECTIVENESS SHOW .. . 








25 per cent of them move 75 per cent of the volume 





75 per cent of them move 25 per cent of the volume. 


Are You Pulling Your Weight? 


And if not . . . why not? That was what was perplexing Chet Barnard, 


whose sales curve had gone into a tailspin. He knew there was 


plenty wrong with his selling, but he couldn't seem to spot the weak 


points. Then someone helped him set up a system to self-rate his 


sales performance, and suddenly things began to look better. 


By Francis W. Sullivan 


OR the third time I glanced at my watch. It was now 
7:15 and Chet Barnard still hadn't appeared for break 
fast. I began to wonder whether he could have mis 


understood the time, although I had been specific over the 


phone the night before when I found that I couldn't arrive 


in Winston before midnight. This wasn't like Chet as I 
remembered him 

It was over a year since I had seen Chet Barnard, what 
with re-aligning territories and establishing new salesmen 
in the open spots. I had been looking forward to working 
with him again, this handsome, affable ex-Marine who had 
burned up the territory the first time around and con- 
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tinued doing so for six months. He was one man who | 
figured could go it alone. But one look at the recent sales 
figures had sent me flying to Winston afraid of what | 
might find 

I was just turning towards the hotel coffee shop when a 
hatless young fellow wearing a half-open leather jacket 
approached and spoke my name. “Hello!” he exclaimed 
with his familiar cheerful grin, “Im Chet Barnard, remem 
ber? I've been looking forward to this.” And then, as | 
reciprocated the sentiment, “Shall we tie into the ham 
and eggs? 

Not a word about his lateness nor any mention of what 
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Are You Pulling Your Weight? (cont.) 


CHET BARNARD'S SELF-RATING CHART 


Selling Characteristics 


Knowledge of Line 

Knowledge of Policies and Prices 
Knowledge of Selling Skills 
Resourcefulness 

Initiative 

Aggressiveness 

Dependability 

Work Planning 


General Health 

Personality and Friendliness 
Poise and Self-Control 
Personal Appearance 
Acceptance by Trade 
Enthusiasm 


Handling Correspondence 
Submitting Daily Reports 
Cooperation with Co-workers 





















































Items Needing Most Attention 





had happened to his sales. This wasn’t like Chet. But he 
talked about plenty else. As always, he was an easy and 
entertaining table companion; so much so that an hour 
skipped by before I noticed it. Startled, I hastily signed 
the check, dug out a tip for the waitress and stood up 

“We'd better get started. What are your plans for the 
day?” 

He grinned like a hungry crocodile. “Nothing special 
except three or four tough babies I haven't been able to 
crack. I've been holding them exclusively for you. I'd like 
to see what you can do with them.” 

This wasn't like Chet, either. He knew what my job 
was, but I reminded him. “I'm here to make a better sales 
man of you. Selling those tough babies is your job when 
you are ready for it, which you aren't now. Between us 
we'll work out a plan that will get them on the books. But 
first I've got to meet your accounts again and watch you 
work.” 

His face plainly showed his disappointment 

“I need some orders and I need ‘em bad. | was hoping 
you would help me land three or four big accounts like 
the Palace Appliance Shop on the corner, the Northrup 
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contracting firm and the Berman Brothers Department 
Store. A few like those and I'll be back on the beam.” 

“Not if I get them for you. What's happened to your 
sales, Chet? 

“I don’t know. After you left last year, things went all 
right for awhile and then began to slip. I don't understand 
it. My accounts like me; some of them even save orders 
till | come around. But I'm not getting enough new busi- 
ness. I try to remember everything you told me but it gets 
away. The things you did don’t seem to work for me and 
... He went on and on until he had got rid of it all and 
wound up with, “I need help.” 

“You'll get it,” I told him warmly, and meant it. “But 
in the right way. Let's get started. What are your plans 
for today?” 

It turned out he didn’t have any except a few scraps of 
paper and a good memory. So the re-education of Chet 
Barnard started right there. He reflected the greatest 
weakness of most salesmen—failure to plan his work and 
to make careful pre-approaches on worthwhile accounts. 

“But there are so many things to do,” he complained, 
“I can’t seem to remember to do them all. Most of the 
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time I don't know where | stand.” 

“Don’t worry,” I told him. “Before we're through you'll 
have the answer to that and a lot more things.” 

We didn’t get out on the street until after lunch, and 
just before we left I said, “It’s cold for April; you'd better 
wear your suit jacket and a light overcoat.” I paused. “And 
a hat.” 

Not me!” he said brusquely, zipping up his leather 
jacket. “I dress the way my customers do. That's why I 
get along with them so well.” 

“You mean you dress like Mr. Dakins, owner of the 
Palace Appliance Store, and Joe Northrup the big con 
tractor, and Harry Bigby the purchasing agent at Berman 
Brothers? Of course you don’t. And as you pointed out, 
we're not getting any noticeable business from them.” 

He snorted. “You mean that if I wore a suit and an 
overcoat and a hat, just that would get some business from 
them? For Pete’s sake!” 

“It would help more than you think. Don't forget, the 
impression you make when you first meet a prospect often 
determines what business you will get, if any. Successful 
men usually judge a company and its products by the 
salesmen it keeps, and second-rate looking salesmen can't 
help but suggest second-rate products and services. Silly 
prejudice, isn’t it? But it exists!” 

Chet didn’t trust himself to speak, so he just grunted 

“The first time you walk in to see a man,” I finished, 
“he makes two fast decisions; ‘I will see this man. I will 
listen to what he has to say.’ Or the opposite. The first 
impression he gets often decides. Anything that will make 
that decision favorable means more interviews and more 
sales. Isn’t that so?” 

Chet stood for nearly a minute, letting the picture sink 
in. “Guess you're right,” he finally admitted gruffly and 
went upstairs to change 


OR the next two and a half days we called on the trade 

in and about Winston, a good-sized town set on a 
fertile plain between two ridges of hills leading to the 
mountains in the North. The place was a railroad division 
point with repair shops representing the chief industry. 
As in most towns today, business was good, people had 
money and there was a variety of new enterprises repre- 
senting prospects for both our appliance and industrial 
lines. But Chet Barnard didn’t seem to be able to cash in 
on the opportunity 

Incident after incident revealed how far the ball of fire 
of a year ago had fizzled out 

For example, in calling on new prospects he had devel 
oped a habit of handing the man his calling card and at 
the same instant launching into his sales talk. The result 
was that the prospect became confused trying to read the 
card and listen to the story at the same time, and neither 
made any impression. But worse, the effort annoyed the 
prospect and he frequently came up with a fast brush-off 
in an effort to get rid of us. Chet thus built up a needless 
obstacle to the sale. 

Another thing, Chet had gone haywire in telling cus- 
tomers too much about our products. His technical know!- 
edge, particularly of electrical supplies, was exceptional, 
but he didn’t know where prospect interest ended and 
cooling off began. Twice that first afternoon, he missed 
good opportunities to close a sale by insisting on telling 
every detail about a product. And he was genuinely sur- 
prised when I pointed this out 
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On the other hand, | found that his claim to excellent 
relations with his customers was a fact. He had friends 
everywhere and they were genuinely glad to see him. Some 
actually did hold orders for him, but when this happened 
Chet failed to seize these opportunities to sell related 
products that the customer could have used. After sizing 
up the competitive displays and stocks of merchandise in 
two or three of these places, | began to have a horrible 
suspicion that Chet was being pacified with handouts of 


minor items ignored by the more ageressive competitive 


salesmen. He was surprised when I told him this, too. And 


bitter about it 

“So they're playing me for a sucker, eh! I don't know 
what's happened to me.” He shook his head. “I used to be 
able to spot what was wrong in my selling. But I guess if 
you do the wrong things often enough you forget the 
right ones and have no method of comparison.’ 

But there were other aspects of the sales job aside from 
the actual selling methods that were important, too. One 
was what might be called his “executive” responsibilities 

how he handled his liaison work with the home office, 
his promptness in sending in daily call reports and so on 

I had in my brief case a copy of a letter to Chet from 
the sales manager directing him to settle a complaint made 
by one of our smaller accounts in Winston. | waited for 
Chet to make the call, hoping he realized the importance 
of prompt handling. But nothing happened. Finally, when 
we drove right past the store, I brought the matter up fast 

“Aw, we'll do that tomorrow,” he said indifferently. “I 
don’t want to use your valuable time on something like 
that when there are so many accounts we need to sell 

“Slam on that brake!” I yelled, “We'll do it now! If you 
let these cases go you Can lose what business you ve got! 
It shouldn't have been necessary to tell him (but it was) 
that holding an old customer was the easiest part of selling 
opening a new account was a lot harder and regaining a 
lost account was hardest of all. By his poor judgment he 
was setting up additional difficult and unnecessary obstacles 
for himself 

Like everyone else, Chet had his pluses and minuses; he 
was strong im some features and weak in others. He 
genuinely liked selling and he brought a tireless enthusi 
asm to the job. Offsetting this, he sometimes lacked 
resourcefulness. One day when we were at the railroad 
shops, a contractor wiring a new extension ran out ot 
some small items needed to complete the day's work. A 
competitor's promised delivery hadn't come through. Here 
was a wonderful opportunity to get at least an emergency 
order from an account we had never been able to sell 
provided we could solve the immediate problem. But Chet 
fumbled. It was not until I sent him hurrying up town to 
borrow the parts from one of our good accounts that he 
realized this strategy 

You may think from this catalog of shortcomings that 
Chet Barnard was the world’s worst salesman. He wasn't 
His faults were those of 75 per cent of all salesmen. Re 
sponsible surveys covering thousands of salesmen in hun 
dreds of companies have proven that this percentage of 


salesmen sell only 2 


5 per cent of the volume in wholesale 
selling. Conversely, 25 per cent of the salesmen sell 75 
per cent of the total. Without adequate supervision, Chet 
had fallen into many of the careless habits that characterize 
the daily work of mediocre salesmen 

But what mattered was that he didn’t like it. He knew 
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ing The ‘WHOLESALER 


The adjustments anticipated 
for our general economy as the 
emphasis shifts from defense 
expenditures to consumer mar- 
kets point up to the fact that 
each segment in the trade chan- 
nel through which products 
flow must be prepared to main 
tain its competitive position. 


If a product is to be successful 
it must have the backing of 
efficient, able handling all the 
way down the line from manu- 
facturer to ultimate consumer. 
The sale is the culmination of 
the whole production and mar- 
keting process. Everything — 
planning, research, pricing, ad- 
vertising — leads up to the sale. 


Believing that success in a com- 
petitive market depends on how 
much assistance can be given by 
all branches in the trade chan- 
nel, ELECTRICAL WHOLE- 
SALING has, for the past two 
months, discussed responsibili- 
ties and good relations between 
the various branches of the in- 
dustry. 


The articles presented here are 
intended as a supplement to 
that discussion. They are ex- 
amples of how manufacturers 
can strengthen and aid their 
distribution. 


The EDITOR 





By Product Design 


RIOR to the announcement of the 
BullDog safety switch simplification 
program, electrical wholesale distribu 
tors had requested many times that the 
manufacturers of safety switches con 
sider the simplification of switch lines 
The reasons motivating this sugges 
tion were valid. Conditions at that time 
indicated that the electrical wholesalers 


were facing a period that would neces- 


By Cooperation with 


By Special Service Department 


ECOGNIZING that the electrical 

wholesaler is its only customer and 
functions as its own sales department 
with nothing to sell but service, The 
Thomas & Betts Co., Elizabeth, New 
Jersey, decided to help him step up 
his service to meet increasingly com 
petitive market conditions 

During a discussion of its 1953 ob 
jectives, N. J. MacDonald, vice presi 
dent, told the firm's employees that 
their electrical wholesale distributors 
must be kept in a position to compete 
on delivery with less economical man 
ufacturers’ warehouses, some of them 
selling in direct competition with the 
wholesaler. Thomas and Betts expects 
to help its distributors capture fu- 
ture business by reorganizing its own 


Sitate aggressive, yet Cautious Manage- 


ment. Wholesalers suddenly found 


themselves deeply concerned with 
large inventory investments, small turn- 
overs, low profits, large warehousing 
space, and complicated bookkeeping 
and pricing records. The wholesalers 
felt that they could improve their effi 
ciency if a solution could be found 


to the stocking of a great many switch- 





Committees 


a cooperation and generous sup- 

port of the electrical wholesale dis- 
tributor by Charles H. Porter, assistant 
sales manager, Anaconda Wire and Ca- 
ble Co., was acknowledged by the Wires 
and Cable and Armored Conductor 
Committee of the National Associa 
tion of Electrical Distributors at its 
recent meeting 

Official recognition of the coopera 
tion given by Mr. Porter as representa- 
tive for his company was made a part 
of the committee's report 





operation to meet the wholesaler’s 
changing market needs. 

The entire plan involves tailoring 
sales service, production, engineering, 
raw materials handling and shipping 
to serve the wholesaler better and faster 
than previously possible. This will be 
accomplished through a new complete 
and separate sales service department 
devoted exclusively to expediting and 
following up orders large and small 

Reporting directly to Thomas & 
Betts’s general sales manager, Edward 
C. Hewitt, the new department had 
been designed to back up the whole- 
saler's claim that a major portion of 
his business depends on delivering 
goods in the shortest time 

Its basic function as described by its 
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POLICY” 


Really W 





es of different types. Simply eliminat- 
ing certain switches would not solve 
the problem because the distributor 
had to stock all types in order to serve 
adequately the requirements of his 
trading area. 

Recognizing the validity of these 
requests and studying the problem 
from the wholesalers’ viewpoint, Bull- 


Dog developed a program for manu- 


facturing, stocking, selling and using 


its satety switches in terms ot the 
wholesalers’ problem 


The 


master vacu-break switches in just 38 


company introduced a line of 


catalog numbers. These 38 master 


switches are now sold at Type “¢ 
price levels and are designed to cover 
all applications formerly requiring 207 


dev Ices 


The new master switch was a Type 
A” switch recommended by the man 
ufacturer to meet all applications re- 


How 


ever, it was designed so that it could 


quiring Type “A™ construction 


be converted to Type “C” construction 
where required (the interlock mech 
anism may be voided by merely remov 
ing a screw from the lid of the switch 
and replacing it in the side of the box) 





“With the meeting about to be ad- 
journed, Mr. Newton (John M. New- 
ton, Sr. president, Oakes Electrical 
Supply Co., Holyoke, Mass.) stated 
that he had been a member of, or has 
attended the Wires and Cable Com- 
mittee’s meetings for many years 

“In all of that time, he had noticed 
that Mr. Charles Porter of Anaconda 
Wire and Cable Co 
on hand and had contributed generous- 
ly and constructively to the discussion 
Mr. Newton felt that such cooperation 


had always been 


by a manufacturer, often at consid 
erable inconvenience to himself, should 
somehow be officially recognized 

“He motion 
that 
expression of their sincere appreciation 


therefore offered the 


the Committee rise as a_ visual 
of Mr. Porter's long and consistent rec 
ord as a participant in the meetings of 
this Committee. Mr 


prised and very evidently pleased at 


Porter was sur 


Mr. Newton's thoughtfulness and the 
Committee's warm applause 


Charles H. Porter is manager of util 


ity, distributor and industrial sales for 
Anaconda Wire and Cable Co., with 
offices in general headquarters at 25 
Broadway. He Ana 
conda since 1929, when he joined the 


has been with 
firm as district manager of the Cincin 
nati office. In 1937, he was made gen 
eral district manager of the New York 
office; and in 1939, Eastern sales man 
ager. He became manager of industrial 
New York in 1942, and in 


1952 was appointed to his present 


sales in 


position 





head, George Edwards, is to ride herd 
on an order from the time it arrives 
at the plant to delivery of the finished 
products at their destination. Here's 


how it’s organized 


Sales Service Department 

|. Handles nothing but order expe- 
For 
changes, errors and claims are super- 


diting example, cancellations, 


vised by the commercial department 

2. Sales service is now closely allied 
with the sales department. Its personnel 
were trained to be sales minded to pro- 
mote follow through of customer in 
quiries. 

3. Newly developed filing system 
and forms enabled Thomas & Betts to 
locate a Customer's order within a few 
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minutes after an inquiry is received 

4. Battery of IBM machines is being 
expanded as part of overall program 
This equipment speeds route of an or- 
der by writing it in sufficient copies 
for the customer, shipping, sales and 
sales service. It also produces order ac 
knowledgements and pre-invoices or 
ders automatically. Another function of 
the IBM machines is to boil down pro 
duction data to provide latest informa 
tion on production schedules, changes 
and availability of raw materials 

5. Ten people are assigned to this 
work 

6. Sales service department can cut 
routine red tape on rush orders by go 
ing direct to the production manager 
who frees necessary production equip 


ment. Written records and personal fol 
low up keep the job moving 
7 To 


the company recently doubled 


facilitate the department's 
work 
the number of telephone trunk lines 


leading into its plant from 15 to 40 


Production 
Jobs 


Department (Special 


Reorganized production depart 


ment has a factory within a factory 


devoted exclusively to turning out 


special jobs. It has its own engineering 
stocks, warehouse, 


purchasing parts 


machining and plating and order 
editing 


. This 


production of 


eliminates interference with 


the standard electrical 
fittings (Continued) 
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yrder 


SORTING of 


ne f three truc 


New Thomas G 


». Special equipment developed by 


Thomas & Betts engineers is available 


to handle production of special orders 


Production Department (Standard 
Fittings ) 

|. Expanding into part of the new 
plant building 

2. Replacement of machinery with 
latest models 

3. Continued program of adapting 
machine tools to meet new production 
needs 

1. New machine tool program will 
permit the fabricating of electrical fit 
tings by the most advanced manufac 


turing methods known 


Engineering and Research 

1. Laboratory and testing area is be 
ing more than doubled to test standard 
and special fittings against perform- 
ance requirements and to help develop 
ele 


new and better methods for the 


trical industry 
?. Provide advisory service on fitting 
problems of customers 

3. Develop special fittings to meet 
unusual and non-standard field appli 


Cations 
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Be 


pri 


r 


tt 


r to movement to ventory and 


loading platform to permit shipment 


finished stock in an order is receivec 


i. Supervise quality control program 
of production department 


Raw Materials Handling 

1. New building (38,000 sq. ft.) 
devoted almost exclusively to handling 
and storage of raw materials insures 
greater supplies to meet future pro 
duction needs 

2. New unloading docks speed up 
movement of raw materials into plant 
ot 


into production areas 1S promoted by 


4. Smoother flow raw materials 
revised layout of storage and latest ma- 


terials handling equipment 


Shipping 

1. New building (31,000 sq. fr.) de 
voted exc lusively to shipping and stor- 
ot ot 


finished of 


greatly increased amounts 


stock 


age 
covering thousands 
different types of finished products 

2 products 


Packaging of finished 


the 
by 


will move into first floor area in 
old formerly 


shipping. This is adjacent to and con- 


building occupied 


nected with the new quarters for ship 


ping. Packaging, which was formerly 


i 


shipping proce: 


within 24 


j 


ure 


on an upper floor of old building, will 
be on same floor as raw material stor- 
age, production and shipping, thus per- 
mitting a complete factory operation 
on one level 

3. Packaged standard fittings stacked 
on pallets in marked rows and open 
boxes of fittings located on steel shelves 
will serve as stockpiles of finished prod- 
re- 


ucts to fill large and small orders 


spectively, with same day or next day 


shipment 


i. Three truck loading platforms in- 
stead of one will be available to speed 
up shipments of finished products 
When extra speed is required, outgoing 
orders can be rushed by company truck 
to nearby Newark airport for shipment 
by air express 


5. A j 


sched tor 
the shipment of one trailer load of fit- 


ule each week calls 
tings to the company’s Chicago ware 
house and another to its warehouse in 
Los Angeles, San Francisco and Seattle 


This stocks fill 


salers needs immediately in those areas 


maintains to whole 

6. Direct truck shipment to whole 
salers takes: overnight to Boston: two 
days to Chicago, the South and New 
England; five or six days to Texas 
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Rapid rise in borrowing raises the question . . . 


How Dangerous Is Private Debt? 


@ |t would take a 15 per cent drop in production to make the 
present debt burden as heavy in relation to output as in 1929 


@ In the event of a recession, the short-term debt of farmers, 
consumers and business is large enough to delay an upturn in 
production while people restore their working capital 


® No financial crisis or collapse is in sight because the amount 
of debt that will fall due for payment in the next few years is 
within the means of individuals and firms to handle it 


HE growth in private borrowing 
during the past year has been ex 
tremely rapid, according to the 
McGraw-Hill Department of Econom 
ics. Debt has been rising faster than 
income. Consumer credit increased by 
18 per cent and bank loans by 12 per 
cent in the past year, while national 
income went up only 6 per cent. These 
lebt increases are greater than in any 
year during the fabulous 1920's. The 
only other periods when debt has sky 
rocketed early 
Debt 
was then very low, and the per cent 


this fast were in the 


postwar years and after Korea 


increases were large 
e Who's Been Borrowing? — Indi 
viduals have borrowed $50_ billion 
since 1945 to buy homes. This accounts 
for the largest dollar increase in debt 
However, the biggest percentage in 
crease has been in consumer credit 
During the past year the rise in con 
sumer credit has been 


Most of 


was to finance the purchase of auto 


particularly 


large consumer borrowing 
credit on 
from $4.0 


billion in January, 1952 to $5.4 bil 


mobiles. Installment autos 


increased by 34 per cent 
lion in January, 1953 
Other large increases in consumer 
borrowing were for cash loans and for 
installment purchases of furniture and 
household equipment. Cash loans in- 
creased 20 per cent and other install 
ment credit 21 


per cent in the past 


year. By contrast, charge accounts, 


service credit, and single payment loans 
have increased very little recently. Dur 
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ing the early months of 1953 it appears 


that borrowing for automobile pur 


chases has continued to rise, while cash 
loans and installment credit for house 


hold 


An analysis of corporate borrowing 


items have leveled out 


reveals that short-term debt has in 
creased more rapidly than long-term 
By far the 


long-term debt has come from the sale 


debt greatest portion of 
of bonds. Mortgage loans to business 


have been fairly small. These long 
term funds have been used very heavily 
to purchase new plants and equipme nt 

Accounts payable to other business 
firms, bank loans, and larger amounts 
federal government for 


that 


owed to the 


income taxes—in order of im 


portance—account for most of the in 


crease in short-term debt of corpora 
tions. The accounts payable have risen 
roughly in line with the accounts re¢ 


ceivable. In a sense, therefore, these 


two items wash out. They are evidence 


of business firms borrowing from each 


other to finance a larger volume of 


trade. The bank loans have risen along 


with inventory, although not as rapidly 


Here is how business borrowed 


from banks during the 


by type of industry 


past two years 


e Food manufacturers were large 
borrowers but mostly seasonal. The net 
increase in debt has been modest 
e Textile and apparel firms have 
been paying off debt rather than bor- 
rowing 

@ Metal and 


very 


machinery manufac 


turers were heavy borrowers uf 


to June, 1952: but their borrowing 


has leveled off since then 


and 


e Petroleum coal chemical, 
rubber companies have added modestly 
to short-term bank debt 

e Wholesale 


scarcely increased bank borrowings at 


and retail trade have 


e Commodity dealers are large sea 
sonal borrowers, but the net increase 1s 
small 

e Sales finance companies have bor 
from the banks in the 


rowed heavily 


last six months—primarily to help in 
dividuals finance auto purchases 
were large bor 


e Public utilities 


rowers in 1951 but have since been 
repaying their bank debt 

e Construction firms have been very 
small borré wers 

The pattern which emerges from this 
The 


industries 


industry this basic in 


] 


1ustries 


pi ture 1S 


and defense were 


heavy borrowers during 1951 and early 


1952. But borrowing shifted sharply 


to consumer financing in the latter part 
ot 19 ) 


shift 


Mi 


From d debt standpoint, the 
consumer 


1952 


detense to a 
fall of 
debt burden is 


from a 
in the 
The 


measured by 


economy was made 
e Too Heavy? 
usually comparing it to 


the income and assets of the nation 
debt burden is 


The 


cheering facts about our private debts 


By these measures the 


{ 


not heavy. Indeed, it is very light 


are these 

now only $1.14 of pri 
dollar of 
100) 


| 


for every national 


ontinued on 


page 





Keeping up with his customers’ operations is part of .. . 


The Salesman’'s Other Job: 


XTENDING credit is one of the 
electrical wholesaler’s most vital— 
and risky No matter 
how rosy business conditions look, the 
glow is only skin deep when it comes 
to credit. As the electrical contractor's 
“banker,” the wholesaler knows how 
easy it is for an apparently solid coa- 


functions 


tractor to get into him for two month's 


worth of business and then fail to 
come up with the money 

With that qualification and with 
few regional exceptions, the credit 
and collections picture remains bright 
for the wholesaler whose business is 
heavy on sales to electrical contractors 
The reasons 

e The dis- 


average contractor 1S 


bills today—always a 
He's also still turning 


indicator of 


counting his 
healthy sign 
another 


down business 


flush conditions, though somewhat 
compromised by the fact that these are 
mostly smaller jobs, turned down in 
the hopes of obtaining bigger ones 

e Total construction volume is run- 
ning ahead of last year. New housing 
starts are at an annual rate of nearly 
1.2 million homes despite a_ slight 


falling off from the first quarter's pace. 


78 


Industrial construction is going to slip 
but will be made up by the surge in 
commercial building. Stores, offices, 
warehouses, and garages 
have been going up half again as fast 


restaurants 


as they did a year ago. 

e Economists generally are opti- 
mistic about the business outlook 

All's well it would seem. Except for 
one thing. The electrical wholesaler is 
faced with the incredibly difficult task 
of holding his already paper-thin profit 
margin in the face of rising costs. (One 
distributor estimates that he will have 
to increase his volume 30 per cent in 
order to match his last year’s profit.) 
Should an 
account ofr 


And therein lies the rub 


over-extended contractor 


two go broke—flattened perhaps by 


too low a bid on a big job—the result- 
ing credit loss could pinch profits pain 
fully 

e More Than Maginot—The main 
line of defense against such losses, 
naturally, is the credit manager. By 
means of the standard methods of 
aging of accounts, re- 


inter- 


credit analysis 


ports from credit associations, 


change of information with other 


wholesalers, knowledge of the over-all 


market—he is able to keep his finger 
on the pulse of customers’ business 
health. But armchair diagnosis often- 
times is difficult, particularly with 
those contractors whose operations are 
largely in their own heads. It must be 
supplemented by credit reporting from 
And that can be done by 
the salesman 


the field 
only one person 

There are two schools of thought on 
the value of the salesman as a credit 
reporter. Some electrical wholesalers 
take the view that the salesman’s credit 
function ceases after his initial contact 
Once he has 


with a account. 


picked up the customer's references 


new 


and turned them over to his credit 


manager, then it’s his job to stick 


strictly to selling. Otherwise he is 


wasting his time 
Other 


see the salesman doubling as a 


wholesalers the vast ma 
jority 
field observer for his credit manager 
In some firms, in fact, this relationship 


a hand-in-glove basis. Salesmen 


is on 
are supplied with duplicate statements 
of what their least reliable customers 
owe and the particular credit limit of 
And they call in daily to the 
keeps them 


each 


credit manager who 
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DANGER SIGNALS 


far below the average 


weather 
out on the job either 


his volume of business 








to watch for and report 


+ Contractors who consistently submit bids that are far above or 
+ Obviously high overhead carried by a contractor, even though 
it may not show up immediately in the firm's bids 


+ Small number of men on the contractor's payroll in the relation 
to the apparently high overhead of the firm 


+ The contractor-dealer whose contracting operation is dragged 
down by depressed conditions in the appliance business 


+ Contractors who seem particularly hard hit by stretches of bad 
+ The contractor who is away from his office frequently and not 


+ The contractor whose standard of living is not compatible with 








Credit Reporting 


abreast of the payments of their ac 
counts 

e Spotting Symptoms—As a field 
reporter the salesman can spot symp 
toms of business sickness that aren't 
always visible to the home office. These 
symptoms, in themselves, might not 
tell a salesman in advance which of his 
headed for 


to the 


contractor accounts are 


serious trouble, but when addec 


information in the credit manager's 


hles they might fill out an ominous 


pattern 


] 


Here are some symptoms—or dan 


ger signals—that do not escape the 


eyes and ears of salesmen experienced 
in credit reporting 


e The contractor who, over a short 


period of time, consistently submits 


bids that are far below the average 


This can mean one of two things 
Either the contractor's estimating in 
experience ts such that he is not allow 
ing himself enough for overhead, de 
preciation of equipment, and profit, or 

and this is less likely today—he is 
so hard up for work that keeping busy 
means more to him than taking a loss 

e The contractor who 


submits bids that are far 


consistently 
above the 
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this indicates that his 


so much so that 


average. Usually 
overhead is too high, 
it kills his chances of competing on 
jobs with better managed firms 

of overhead carried 


e The amount 


by a contractor, even though it 


not show up immediately in the firm 


bids. When 


secn 


contracting concern 


quarters and inves 

ire obviously i 
volume of busines 
reasonable conclusion 


draw: the contractor is drawing 


his working Capt il 
the overhe id and soOOncT ¢ | 


larly on 


overhead will bleed his capital to 


point where he cant pay tor his re 
lar purchases of materials 


e The number of men on the con 


tractors payroll in relation to the ip 
parent overhead of the firm. When 

contractor Cuts his staff to just a couple 
a rellrale that 


of outside men it’s 


he is not doing a big 


Sign 


enough business 


tO support a plushy othce. showroom 


ind a fleet of trucks 
e Depressed conditions in the ap 


' 
pliance business, a situation that cat 


drag down the profitable contracting 


operation of a firm that also handles 


appliances A short period of no ap 
, 

pliance business can drain the working 

capital of the contractor-dealer so 


drastically can't finance either 


operat n 
e Contractors who seem particularly 


hard hit by stretches of bad weather 


This 


anced their residential wiring business 


indicates that they haven't bal 


enough industrial maintenance 


keep their Operations profit 


with 
work to 
able during all seasons 

e The contractor who is away trom 
his office frequently and not out on the 
job either. It brings up an important 
question: is he neglecting his business 

e The contractor who has soured 


industry has gone to 


who thinks the 
pot, who worries and worries instead 


This, 


bad is his financial condi 


foo, raises a ques 


of working 


tion: how 


tion? 


e The contractor whose boasts are 


not borne out by his volume of bust 
Ww hat 
. The 


spected by other contractors Why? 


is he trying to cover up 


ness 


contractor who 1s not re 


e The contractor whose standard of 


his vol 


living is not comy itible with 


ume of business. Aspects of personal 
troubles such as 


life—even marital 


can have a di 


of a firm 


livorce or S¢ paration 


rect bearing on the stability 


; 


and 


is every credit manaye!r expert 


] 1 
enced salesman knows 


Aid 


has m ted one ot 


e Alert, Then Once a sales 


these sy mptoms 


contractor customers operation 


ilert his credit man 


sto work with his 
what they can 
Possibly 

lo, except 
For example, if the 


there 


1h SOM 


n bidding on 


ontract ‘ isi weakmne ; 


not knowing how to esti 


overhead and 
| 


he usual root of 


trouble unmethodi il bookkeey 


ng and inability to interpret records 


Ihe hiring of q ialified accountant 
trequently the solu 


or bookkeeper J 


tion, and quite often the wholesaler 
has steered a contractor 
om 


Actually, though, the 


fulfilled his credit responsibility once 


salesman has 
he has passed on his observations ot a 
shaky act 
And by so doin has 
fact 
until it’s paid for 


ount to his manager 


recognized a 
no job iS sold 


basic cconomk 
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a 
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nat 
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as 


a papered-over fixture 


New Air Conditioners: Full of Features 


INDFUL of 1952's sweltering tem- 
peratures and the surging demand 
for their wares, room air conditioner 
manufacturers this year are offering 
some new and unusual developments 
to capture a larger share of the market 
The industry estimates that sales will 
risé from 400,000 units in 1952 to al- 
most 650,000 this year 
The latest selling theme is the artful 
incorporation of the air conditioner 
into the decor of the room itself. Many 
1953 models are “blendable.” Several 
of the new consoles are actually beauti- 
fully finished pieces of furniture, styl- 
ing and all. One unit, made especially 
for casement type windows, has adjust- 
able legs to fit any height window sill 
One 1953 air 


changeable fabric finish that can be 


conditioner has a 
made to match the decoration of any 
room. Another unit has a smooth flush 
finish, easily coverable with wall paper 
Ww ithout Sac rific cS ot operating ethic rency 

Color is another consideration this 
Most 


neutral tones of grey, grey-green, blue- 


year window units come in 


grey, with gold, dark green and dark 
red dials and accessories. The shades 
are compatible with almost any room 
furnishings, curtains, drapes, etc. 
Several of the major conditioners are 
geared to four season operation and 
feature simplified control dials for 
tailoring the weather to taste. Some 
units have automatic compensators 
which automatically adjust for humid- 
ity, dryness, stuffiness or sudden drops 
When the weather 


turns nippy, they may be used to heat 


in temperat ure 


the room. 

Filters and other key parts are readily 
accessible for cleaning in the 1953 
models. Some feature adjustable grilles 
for easy air flow control. Minimum 
room protrusion is another angle 
Draperies and venetian blinds may be 
drawn over the units when not in use. 

Several models emphasize ease of in- 
stallation, the banishing of plumbing 
headaches, expense, etc. One manufac- 
installation 


turer offers a three 


choice and many others call attention 


way 


to rust-proof finishes for outside-the- 


window types. Bulky units are out. 

National room air conditioner con- 
sumer advertising will tell the whole 
product story this year. Efforts will be 
concentrated on battering down the 
general conception that air conditioners 
offer only relief from the excessive heat 
of summer. The other vital health func- 
tions will be fully explained to capital- 
ize on heat-aroused consumer interest 
Advertising will explain completely the 
benefits of dehumidification, ventila- 
tion, draftless quiet circulation, dust 
and pollen filtering, outside noise 
elimination and room heating for chill 
days 

Due to tremendously increased pro- 
duction, the supply of room air con- 
ditioners should be 


sequently, advertising campaigns will 


adequate. Con- 


be bigger, more concentrated, more 
competitive. The only unpredictable 
point is the weather, but then air con- 
ditioners make their own. 

Looks like this is the year to tell and 
sell the room air conditioner story, and 
make that 650,000 unit mark a reality 
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As all history 1s the story of the ind juals who Ih 1 

industry is the story of men who c nquered its pr blems 

turers, developed its products, and of others, who as wholesalers 

Ir th Vis irilitv and tiring ef t thar I Ie it kab] 
tC 18 their vision, virilitv and untiring effor lat Duilt its remarkal 


ever broadening influence and unbelievable growth 


Some of today’s electrical concerns were engaged in manufacturing or wholesaling of 


other pr ducts le ny bef re the electrical industry Was be rn: others entered the field 


while the industry was still in its swaddling clothes, and grew with it; others came into 
being with the invention of specific new electrical products, new applications, new 


expansions, and have kept abreast of its advances ever since 


ELECTRICAL WHOLESALING 1s proud to record here an important milestone in the 
long and successful life of electrical wholesaling and manufacturing firms that celebrate 
this year a key anniversary. Following the brief reviews the roll is called for other 


firms celebrating anniversaries divisible by five 











COLUMBUS IRON WORKS CO. 
COLUMBUS, GA. 
Established 1853 


S one of the oldest industrial institutions in Georgia 
the Columbus Iron Works Company has gone through 
four wars, several depressions and has had its plant 
destroyed by fire twice. Its predecessor, the Wm. R 
Brown & Co., was listed among the industries of the 
state as far back as 1849. The business received its 
present title in 1853 and was incorporated in 1856 

During the greater part of the Civil War the plant 
was leased by the Confederate States under the title of 
Naval Iron Works. It turned out cannon, artillery wagons, 
iron plates and similar equipment. At the war's end the 
factory was burned and its machinery destroyed by Fed 
eral troops. 

Less than a quarter century after its incorporation the 
company became the world’s first commercial manufac 
turer of ice machines. A pioneer in the field of refrigera 
tion, Columbus Iron Works erected the world’s first ice 
factory in 1872. Today they also make plows, ice ma 
chines, castings and structural steel 

A regular department was established in 1918 for the 
systematic and specialized handling of supply merchan 
dise. The company’s business has grown steadily along 
this line. The supply department's stock and service has 
been enlarged to meet increasing demands. This is not 
only in regard to volume but also the addition of different 
lines of stock to meet calls from new types of industry 

The Columbus Iron Works Company, located at 90! 
Front Ave., has 50,000 square feet of floor space and 
employs four city, three country and three counter sales 
men. It handles electrical supplies, industrial and com 
mercial lighting equipment, motor and control apparatus 
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The territory includes southeastern Alabama, southern 
Georgia, and northern Florida 

The officers are: E. S. Waddell, president; Toombs 
Howard, vice president; C. B. Singletary, vice president; 
W. B. Turner, vice president; P. R. Moore, secretary and 
treasurer; and C. K. Boland, assistant secretary and 


treasurer 


THE CHARLES B. SCOTT CO. 
SCRANTON, PA. 
Established 1878 


| ens stumps dotted Scranton’s main street when Civil 
War veteran Charles B. Scott started his coal mining 


supply business. The one-man enterprise, operated from 
a building of approximately 800 square feet, was located 
on the site of the original Scott residence 

With the advent of electricity the company entered 
the electrical wholesaling field——and as the years passed 
the wholesaling of supplies and appliances became a 
major part of the business 

Poday, 75 years later, it requires a G-story main build 
ing, together with several warehouse buildings totaling 
00,000 square feet and 80 employees, to handle the 
volume of trade. Twenty sales representatives call on 
wholesale customers in fifteen counties of northeastern 
Pennsylvania—and the business is 100 per cent wholesale 

Merchandise is delivered by a fleet of six trucks oper 
ating on a standard schedule with store to store delivery 
A modern showroom is a combination display and meet 
ing room for dealers and service men. There is a move to 
add two more buildings for warehousing and showroom 
purposes 

The company headquarters are at 119 Franklin Ave 
Scranton. A branch is located at 15-27 Adams Ave 








Scranton and 607 Main St., Towanda, Pa. L. L. Scott, J 
grandson of the founder, has been president and general 
manager since 1940. W. I. Tucker, Sr., is sec retary-treas 
urer. Alvin Hobbs heads the electrical appliance division 
while the electrical maintenance department is headed 
by Wilfred I. Tucker, Jr 

The Charles B. Scott Co. has kept abreast with the 
times, changing its distribution as new fields opened up 
and from time to time adding new lines. Scranton is 
undergoing a transformation from a coal mining com 
munity to an industrialized area. The future of north 
western Pennsylvania looks brighter and with it, the 
future growth of The Charles B. Scott Co 


GENERAL ELECTRIC COMPANY 
SCHENECTADY, N. Y. 


Established 1878 


449HE Wizard of Menlo Park” was 31 years old when 
he formed the Edison Electric Light Company. To 

gether with Grosvenor Lowrey and several New York 
businessmen, Thomas A. Edison undertook to finance 
his experiments on a practical electric light. A year 
later, on October 21, 1879, he invented his famous 
incandescent electric lamp. The company soon began 
the manufacture of generation and transmission equip 
ment which supplied the energy necessary to light the 
lamp 

Meanwhile two Philadelphia high school instructors, 
Elihu Thomson and Edwin J. Houston, formed the 
Thomson-Houston Electric Company in 1880. They 
manufactured generators and arc-lighting systems at New 
Britain, Conn 

Over the next few years the various Edison enter 
prises were consolidated under the title Edison General 
Electric Company. In 1889 a move was made to Schenec 
tady from New York City. Three years later the Edison 
General Electric Company and Thomson-Houston Elec 
tric Company merged. The new General Electric Com 
pany was incorporated on April 15, 1892 and_ started 
doing business the following June Ist 

The General Electric Company represents the elec 
trical inventions of pioneers such as Edison and Thom 
son, Charles F. Brush, James J. Wood, Frank J. Sprague 
Walter H. Knight, Edward M. Bentley, Charles J. Van 
Depoe le, Edwin W. Rice, oe, William Stanley and 
Charles P. Steinmetz 

Charles A. Coffin, the first president of General 
Electric, was a financial and commercial expert and 
served more than 30 years with the company. Elihu 


2 when he operated history's first 


Thomson was but 
radio set and Charles F. Brush was 28 when he received 
his patent on the lamp which marked the birth of the 
arc-lighting industry. Van Depoele, with the aid of 
Rice and Thomson, invented a carbon brush device 
which was used in place of copper in street-car motors 
and generators. In 1902 the Frank J. Sprague-General 
Electric multiple unit control was perfected, an im 
portant advance in electric railroading, which made 
possible the control of the power units of every car 
in the train. Charles P. Steinmetz formulated the 
hysteresis laws and simplified calculation of a.c. circuits 
and transients 

Edwin W. Rice, Jr., succeeded Mr. Coffin as presi 


dent in 1913. He in turn was succeeded in 1922 by 
Gerard Swope and became honorary chairman of the 
board. Mr. Swope served until 1940. Owen D. Young, 
once general counsel, served as chairman of the board 
the same years as Mr. Swope 

Charles E. Wilson, the fourth president of the com 
pany, was elected in 1940 and héld that post until 
January 1951, when he accepted the post of Director of 
the Office of Defense Mobilization. He had started 
his career at the age of 13 with the Sprague Electric 
Company. Sprague later merged with G.I 

The present president, Ralph J. Cordiner, has been 
with the company 26 years. He was with the Edison 
General Electric Company at Portland, Ore., from 1922 
to 1932 

From 1932 to 1934 Mr. Cordiner was manager, heat- 
ing device section, at General Electric, Bridgeport. He 
served as assistant to the president from 1943 to 1945, 
when he assumed the additional duties of vice president. 
In 1949 Mr. Cordiner became executive vice president 
and director of the General Electric Company. Two 
years later he was elected president 

A number of important changes have been made in 
the company’s organization structure under Mr. Cordiner 
Five groups of related product divisions, departments 
and afhliates have been established, which together with 
the General Electric Distributing Corp., comprise 21 
operating divisions and numerous product departments. 

In addition to this decentralization of operating man- 
agement responsibility, eleven service divisions have 
been set up to serve and assist all operating managements 
as well as the newly established executive office, which 
consists of the president, the chairman of the board, 
and other officers in charge of groups and services divi- 
sions. Through such decentralization of both product 
and functional management responsibility, many more 


opportunities have been provided for the training and 


development of managerial personnel 

General Electric now designs, manufacturers and sells 
electrical apparatus and appliances for the generation. 
control, transmission, distribution, measurement and 
consumption of electricity 

General Electric employs more than 226,000 people 
There are 21 divisions and about 125 plants. Sales 
offices are located in every maior city throughout the 


United States 


THE OKONITE COMPANY 
PASSAIC, N. J. 
Established 1878 
EFORE Edison invented the incandescent lamp, Okon 
ite insulation was being manufactured and used for 
early telegraph and telephone lines. America’s first auto- 
matic semaphore railroad signal was operated from power 
carried by Okonite cables. New York City’s original Pearl 
St., generating station started transmitting power to 
Manhattan buildings in 1881 through Okonite wire 
The first factory, the New York Insulated Wire and 
Vulcanite Company, was founded by John Haven 
Cheever in a two-story building in Passaic, N. J. His son 
Charles was the first president. In 1882 John Cheever’s 
partner, Henry F. Durant, died, and Frank Cazenove 


Jones, Durant’s cousin, entered the business. His son 
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Frank C. Jones was president of the company from 1932 
until his death in January 1949. 

The purchase of the strip-insulating process patents in 
1884 occurred at the same time the company was incor 
porated and about the same time they started making 
rubber and friction tape and splicing cables. The Inter- 
national Okonite Co., Ltd., an English syndicate, took 
over the assets of the New York corporation in 1890 
With the continual growth of the electrical industry the 
company was incorporated in 1908 as The Okonite 
Company. In 1917 Okonite established a wire drawing 
department and began to manufacture varnished cambric 
insulated cable 


The Okonite (¢ ompany was the first to use neoprene in 


cable sheathing and glass as a wire insulation. They also 


pioneered the production of shock-proof, high voltage 
rubber insulated x-ray cables and introduced high pres 
sure pipe-type cable systems for high voltage transmis 
s1on Circuits 

The Hazard Insulated Wire Works division, Wilkes 
Barre, Pa., itself nearly 150 years old, was established in 
1927. The Okonite Company also operates The Okonite 
Callender Cable Co., Inc., Paterson, N. J 

The three plants make a variety of insulated wires and 
cables, from tiny communication wire no larger than 
pencil lead to large submarine cable as big around as an 
elephant’s leg. Okonite’s international reputation has 
been principally built on high voltage rubber insulated 
cables. The company, as of now, has an order for the 
first 230 kv cable to be made and installed in the Western 
Hemisphere 

The officers of The Okonite Company are: A. F. Metz, 
president; R. S. Keefer, vice president in charge of sales; 
and E. D. Youmans, vice president in charge of manu 
facturing and research 


ROBBINS & MYERS, INC. 
SPRINGFIELD, OHIO 
Established 1878 


HE bicycle craze of the late nineteenth and early 

twentieth centuries kept the little plant of Robbins 
and Myers, Inc., busy with orders. Chandler Robbins had 
bought a small foundry and machine shop in 1877. A 
year later J. A. Myers, a Springfield grocer, bought an 
interest in the business. Not until 1897 did they begin 
to manufacture direct current ceiling fans. This was fol 
lowed by small ventilating fans, desk fans and finally, 
alternating current fans. 

Originally a sideline to the important bicycle frame 
business, the fan manufacturing was first carried on the 
third floor of the old shop. Additional space was pur 
chased in order to keep up with the increasing volume 
This same land is the site of the present Springfield plant 
Between 1911 and 1915 the company experienced sizable 
growth. New buildings were constructed, old buildings 
re-constructed and remodeled. In 1911 the floor space of 
the entire plant was 74,557 square feet; by 1915 it had 
expanded to 171,409 square feet. And the number of 
employees was three times larger 

The manufacture of electric motors was a natural de 
velopment of the electric fan business, for general sale 
as well as for fans. The company now makes special 
motors, building motors and motor parts for business 
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machines, portable electric tools and other motor driven 
equipment 

In 1919 The Robbins & Myers Company of Canada, 
Ltd., Brantford, Ont., became a subsidiary. This company 
now owns its own plant, produces its own line of fans 
and motors and acts as Canadian representative for all 
Robbins & Myers products produced in the Springfield 
plant 

The crane and hoist division was first started in 1929 
The production of industrial ventilating fans began with 
the addition of Propellair, Inc. Once a subsidiary, it 
became a division in 1947. Looking for a product that 
would utilize electric motors, Robbins & Myers went into 
the pump business in 1936. The Moyno pump is widely 
used in chemical, food, ceramic and textile applications 
while a line of utility and shallow pumps is for use on 
farms 

The Piqua, Ohio, plant built component parts for the 
Norden bombsight during the war. Hunter Fan and 
Ventilating Company, Memphis, Tenn., became a wholly 
owned subsidiary in 1949. The R & M fan division was 
moved to Memphis shortly thereafter. Manufacturing 
operations of both organizations take place in a joint 
plant, though the sale and distribution of their products 
are separate 

Today the Robbins & Myers Springfield plant covers 
? acres and employs 1,900 people. Altogether some 3,000 
people are employed and the company occupies more 


than 800,000 square feet throughout tts three plants 


INTERSTATE ELECTRIC COMPANY 
NEW ORLEANS, LA. 
Established 1903 


HEN it was formed in May of 1903, the Interstate 
Electric Company was intended to do business as an 

electrical contractor. But it has long since turned to con 
centrate on electrical supply distribution, among other 
lines 

Interstate Electric was originally a consolidation of 
the Safety Electric Company and Stern & Marks, ele 
trical contractors, and the Newman-Spranley Company, 
contractors and suppliers. In 1905 the company built 
and occupied the Stern Building, a five-story structure 
occupying an entire block facing Perdido St. with a 
hundred-foot frontage on Baronne St. In 1925 Interstate 
moved to 643 Magazine St., and converted the Stern 
Building into an office building 

The present company-owned quarters were opened in 
1947 and are located at 1001 South Peters St. They pro 
vide over 90,000 square feet of ware house space, a switch 
track for freight cars as well as general offices and a sales 
display floor W arehouse § are also ope rate d in Shreve port 
La., and Jackson, Miss 

The original territory covered by the Interstate Electric 
Company included Louisiana and part of Mississippi. It 
has been expanded so that now the company serves the 
entire state of Mississippi, the lower half of Alabama, 
the western-northern part of Florida, eastern Texas and 
southern Arkansas 

In January of this year the Interstate Electric Com 


pany and its chain of 29 retail Auto-Lec stores, which 
opened in 1928. were purchased by Dallas Rupe & Son, 


investment banking firm of Dallas Tex., and Howard 
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Weil, Labouisse, Frederichs & Co., of New Orleans. W ith 
consummation of the sale, Percival Stern retired from 
participation in the new company’s operation 

D. Gordon Rupe, Jr., is president. Robert E. Dennard 
is vice president and Walter H. Weil, Jr., is secretary 
treasurer. W. D. Bennett is executive vice president and 


general manager 


W. A. TYDEMAN & SON, INC. 
EASTON, PA. 
Established 1903 

HE predecessor of W. A. Tydeman & Son, Inc., the 

Macan Jr. Co., was founded in 1903 as a distributor of 
mine, mill and electrical supplies. William A. Tydeman, 
Sr., shortly after his graduation from Cornell University 
as a mechanical engineer, joined the Macan Jr. Co. as 
vice president 

Mr. Tydeman acquired the interest of Mr. Macan in 
1922 and changed the name of the company to W. A 
Tydeman, Inc. In addition to its supply business the com 
pany operated a motor repair shop and one of the largest 
electrical construction departments in eastern Pennsy] 
vania. During the early 1930's, the Tydeman organization 
turned its entire efforts to the distribution of electrical 
and industrial supplies 

The company has been operating from its present loca 
tion at 129 Ferry St., Easton, since 1911. Upon the death 
of Mr. W. A. Tydeman, Sr., in 1947, Mr. W. A. Tydeman, 
Jr., became president of the company. Frank L. Maurer is 
treasurer and purchasing agent and Kenneth E. Sandt is 
secretary and sales manager. Mr. Maurer has been with 
the company for 25 years and Mr. Sandt, 19 years. Arling 
O. Darrohn, 78 years “young,” is still active in the com- 
pany as storekeeper after 40 years service 

Plans for the immediate future include the erection of 
a modern warehouse and office outside the present highly 
congested area in Easton. The new location will enable 
W. A. Tydeman & Son, Inc., to give better service to 
Easton, Bethlehem, Allemtown and surrounding territory 
A branch sales office has for years been maintained at 
16 North 14th Sc, in Allentown, Pa 


THE RITTENHOUSE CO., INC. 
HONEOYE FALLS, N. Y. 
Established 1903 

ROBABLY most widely known for their door chimes 

The Rittenhouse Company was founded by Arthur E 
Rittenhouse as a manufacturer of small electrical wiring 
devices and wiring accessories. One of the first products 
made was a hand conduit bender, a patented invention 
of the founder 

The company was one of the first to manufacture a 
bell ringing transformer. Chime and bell ringing trans 
formers continue today as one of Rittenhouse’s important 
products. They first entered the chime field in 1955 
when only a few companies were in that business. At 
one time about 15 manufacturers competed but as of 
today only three or four remain 

The Rittenhouse Co., Inc., was responsible for many 


developments and innovations in chimes. Among these 


were the first multi-note, bar type chime and the first 
and still only floating percussion chime striker 
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Now headed by Lloyd W. Rittenhouse, son of the 
founder, the company has recently joined forces with 
Pryne & Co., Inc., Pomona, Calif., in the formation of a 
national sales organization, which is known as the 
Pryne-Rittenhouse Sales Corporation. Ralph Pryne, presi 
dent of Pryne & Co., is also president and sales manager 
while Lloyd Rittenhouse is vice president. Charles 
Cabana, Jr. is assistant national sales manager 


SQUARE D COMPANY 
DETROIT, MICH. 
Established 1903 


ETROIT was nursing an infant—the automobile in 

dustry—when B. D. Horton founded the McBride 
Manufacturing Co., forerunner of the present Square D 
Company. James B. McCarthy was his partner in the 
manufacture of the main product line—flexible terminal 
fuses—though they did make certain automobile parts 
The firm's name was shortly changed to the Detroit Fuse 
and Manufacturing Company 

In 1908, as business grew, work on automobile parts 
was discontinued and facilities were concentrated on the 
operation which eventually led to the production of en 
closed safety switches. The embossed trademark had 
undergone several changes until 1915, when the “D 
came to rest within the square. Two years later the com 
pany’s name was changed to the present title 

During World War I a branch was established in 
Canada. It was supplanted in 1924 by the Square D 
Company of Canada, which manufactures and distributes 
electrical control and distribution products 

After the war switchboards were added to the selling 
line of products. In 1920 the Peru Electrical Manufac- 
turing Company was purchased to supply porcelain for 
the switches made in Detroit. This division today man- 
ufactures Bakelite and does metal fabricating and assem- 
bly. The Industrial Controller Company of Milwaukee 
vas merged in 1929 and became a Square D division. 
The following year saw the formation of the western 
division as a result of a merger with the Diamond Elec- 
tric Company. The main plant was located in Los Angeles 
with assembly plants in San Francisco, Houston and 
Seattle 

The years preceding World War II saw the company 
introduce new products, such as distribution panels and 
circuit breakers. The quick make, quick break breaker 
mechanism was developed in 1935 and the multibreaker 
in 1936 

The Kollsman division (Elmhurst, N. Y.) was added 
in 1939. This division specializes in aircraft and optical 
instruments. The latest addition to the Square D Com 
pany came in 1945 with the acquisition of Square D 
de Mexico, which serves as manufacturer and distributor 
of the company’s equipment throughout Mexico 

The growth of the Square D Company has continued 
in the postwar period. Products such as loadcenters, 
‘plug-in” control centers, panelettes, low voltage controls 
and many others have been developed 

F. W. Magin is president of the Square D Company 
Lauron W. Mercer is executive vice president; F. H 
Roby is vice president-general sales manager; and Henry 
Morgan is secretary-treasurer 
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Roll Call of Anniversaries 





125 YEARS 
MANUFACTURERS 


Spang-Chalfant, Div. of the National Supply Co., Pitts- 


burgh, Pa. 


110 YEARS 


WHOLESALERS 
Shapleigh Hardware Co., St. Louis, Mo. 


105 YEARS 
WHOLESALERS 


Dunham, Carrigan and Hayden Co., San Francisco, 


Calif. 


90 YEARS 
WHOLESALERS 


Boetticher & Kellogg Co., Inc., Evansville, Indiana 
Morley Bros., Saginaw, Mich. 


85 YEARS 


WHOLESALERS 
W. A. Roosevelt Co., La Crosse, Wis. 


80 YEARS 


MANUFACTURERS 
The R. Thomas & Sons Co., Lisbon, Ohio 


70 YEARS 


WHOLESALERS 
Novelty Electric Co., Philadelphia, Pa. 


65 YEARS 


WHOLESALERS 

Jno. E. Graybill & Co., Inc., York, Pa. 
Nelson Hardware Co., Roanoke, Va. 

Osborn Machine Co., Inc., Clarksburg, W. Va. 


MANUFACTURERS 
Automatic Switch Co., New York, N. Y. 
The Bryant Electric Co., Bridgeport, Conn. 
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The De Vilbiss Co., Toledo, Ohio 
Heinemann Electric Co., Trenton, N. J 

The Monitor Controller Co., Braintree, Mass 
Reznor Mfg. Co., Mercer, Pa 


60 YEARS 
MANUFACTURERS 


The Chase-Shawmut Co., Newburyport, Mass 
Locke Insulator Corp., Baltimore, Md 

Thor Power Tool Co., Aurora, III 

The O. C. White Co., Worcester, Mass 


55 YEARS 


WHOLESALERS 

Bluefield Hardware Co., Bluefield, W. Va. 

Buffalo Electric Co., Inc., Buffalo, N. Y. 

Dakota Electric Supply Co., Fargo, N. D 

Northern Hardware & Supply Co., Menominee, Mich 

Tarr, McComb and Ware Commercial Co., Kingman, 
Arizona 


MANUFACTURERS 
One Minute Washer Co., Kellogg, lowa 


45 YEARS 
WHOLESALERS 


Evansville Supply Co., Evansville; Ind 

Gould Levy Co., Lexington, Ky. 

The Hartman-Spreng Co., Mansfield, Ohio 

Lee Electric Co. of Baltimore City, Baltimore, Md 
Mahon Electric Co. Ltd., Fort William, Ontario, Canada 
Penn Electrical Engineering Co., Scranton, Pa 
Royal-Eastern Electrical Supply Co., New York, N. Y 
Straus-Bodenheimer Co., Houston, Texas 

Terry-Durin Co., Cedar Rapids, lowa 

Weaks Supply Co., Ltd., Monroe, Pa 


MANUFACTURERS 


Appleton Rubber Co., Inc., Boston, Mass 
Mueller Electric Co., Cleveland, Ohio 
Roller-Smith Co., Bethlehem, Pa 


40 YEARS 


WHOLESALERS 
Philip Cass Co., Philadelphia, Pa 
Electric Supply Co., Tulsa, Oklahoma 





Ellis & Howard, Ltd., Kitchener, Ontario, Canada 
The Front Co., Wheeling, W. Va. 

General Supply & Machine Co., Meridian, Miss. 
Hajoca Corp., Chattanooga, Tenn. 

Home Electric Co., Tacoma, Wash. 

Incandescent Supply Co., San Francisco, Calif. 


McGowin-Lyons Hardware & Supply Co., Mobile, Ala. 


National Electric Co., Passaic, N. J. 
Rossner Electric Co., Kansas City, Mo. 
United Electric Fixture & Supply Co., Cleveland, Ohio 


MANUFACTURERS 

Apex Rotarex Corp., Cleveland, Ohio 
Delta Electric Co., Marion, Indiana 
Killark Electric Mfg. Co., St. Louis, Mo. 


35 YEARS 
WHOLESALERS 


Barrera’s Supply Co., Mission, Texas 

Gerlinger Equipment Co., Inc., Toledo, Ohio 
Hyland Electrical Supply Co., Chicago, IIL. 

Idaho Electric Supply Co., Boise, Idaho 
Plattsburg Electric Supply, Inc., Plattsburg, N. Y. 
Southern Minnesota Supply Co., Mankato, Minn. 
Vermont Hardware Co., Inc., Burlington, Vt. 


MANUFACTURERS 

The Ericson Mfg. Co., Cleveland, Ohio 
Federal Electric Products Co., Newark, N. J. 
Jackson Electric Co., Chicago, I. 


30 YEARS 


WHOLESALERS 

Baitinger Electric Co., Inc., New York, N. Y. 
Bruce Electric Supply, New Castle, Pa. 

Central Electric Supply Co., Worcester, Mass. 
Cook Electric Supply Co., Oklahoma City, Okla. 


Germantown Electric Supply Co., Inc., Philadelphia, 


Pa. 
Gilbert Brothers, Inc., Portland, Oregon 
Industrial Electric Service Co., Aberdeen, Wash. 
Langstadt Electric Supply Co., Appleton, Wis. 
Lorenz Co., Klamath Falls, Oregon 
W. A. Ramsay, Honolulu, Hawaii 
Republic Supply Corp., Detroit, Mich. 
Scranton Electric Supply Co., Inc., Scranton, Pa. 
The Tholen Bros. Supply Co., Leavenworth, Kansas 


MANUFACTURERS 

Pryne & Co., Inc., Pomona, Calif. 
Struthers-Dunn, Inc., Philadelphia, Pa. 
Superior Insulating Tape Co., St. Louis, Mo. 


25 YEARS 
WHOLESALERS 


Alberta Electrical Supplies Ltd., Edmonton, Alberta, 


Canada 
Capitol Electrical Supply Co., Chicago, IIL. 
Eastern Electric Sales Co., Philadelphia, Pa. 
Fife Electric Supply Co., Detroit, Mich. 
Finberg Supply Co., Lawrence, Mass. 
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Hughes Supply Inc., Orlando, Fla. 

Lowenthal Electric Supply Co., Hackensack, N. J. 
Luralite Corp., New York, N. Y. 

Olschan Electrical Supply Co., Bridgeport, Conn. 
Peerless Electric Supply Co., Indianapolis, Ind. 
The Van Meter Co., Cedar Rapids, lowa 
Wholesale Electric Service Corp., Kokomo, Ind. 


MANUFACTURERS 


Carboloy Co., Inc., Detroit, Mich. 
General Mills Inc., Minneapolis, Minn. 
Mobeco, Inc., Watertown, Mass. 
Motorola, Inc., Chicago, III. 
Penn-Union Electric Corp., Erie, Pa 
The Toastwell Co., St. Louis, Mo. 


20 YEARS 
WHOLESALERS 


Albany Hardware Co., Albany, Ga. 

Austin Electric Supply Co., Bethlehem, 

A. C. Bowler Co., Worcester, Mass. 

Carolina Electric Supply Co., Charlotte, N. C. 
Coleman Supply Co., Martinsville, Va. 

Electric Appliance Distributors, Inc., Altoona, Pa. 
Electric Sales & Service Co., Atlanta, Ga. 

Electric Supply Co., Washington, Pa. 

The Electric Supply Co., Atlanta, Ga. 

The Electric Supply Co., Grand Rapids, Mich. 
Electrical Distributing Co., Inc., Baltimore, Md. 
Electrical Specialties Co., Charlotte, N. C. 

Excello Public Service Corp., Baltimore, Md. 
Farrell-Argast Electric Co., Indianapolis, Ind. 

E. M. Frank Electric Co., Allentown, Pa. 
Galbraith Steel & Supply Co., Dallas, Texas 
Georgia Electric Supply Co., Augusta, Ga. 
Goodman Electric Supply Co., Chicago, III. 
Grainger-Rush Co., Boston, Mass. 

Hall Mark Electrical Sales Co., Inc., Brooklyn, N. Y. 
The Hoffman Electric Supply Co., Baltimore, Md. 
Honold & La Page, Inc., Sheboygan, Wis. 

Keps Electric Co., Pittsburgh, Pa. 

H. D. Kulow, Utica, N. Y. 

Lavenson & Savasts, San Francisco, Calif. 

Mendell Electric Supply Co., Inc., New Bedford, Mass. 
Modern Electric Supply Co., Salt Lake City, Utah 
Moe Brothers Northern Co., Appleton, Wis. 
Morley Electric Supply Co., St. Petersburg, Fla. 
Osipow Electric Supply Co., Los Angeles, Calif. 

P. G. Supply Co., Mt. Vernon, N. Y. 

Peerless Electric Co., San Francisco, Calif. 

Premier Brass & Electrical Supply Co., Hempstead, N.Y. 
Progress Electric Supply Co., Detroit, Mich. 

Frank Quement, Inc., San Jose, Calif. 

Reliable Electrical Supply Co., Newark, N. J. 
Rockland Electric & Supply Corp., Pearl River, N. Y. 
Springfield Radio Co., Inc., Springfield, Mass. 
Srepco, Inc., Dayton, Ohio 

Sticklor Electric Supply Co., Hartford, Conn. 
Stokes Electric Co., Knoxville, Tenn. 

Superior Sales Co., Sacramento, Calif. 

Wally Electrical Supply Co., Pittsburgh, Pa. 


MANUFACTURERS 

Dynax Reflector Co., Inc., St. Louis, Mo. 
General Switch Corp., Brooklyn, N. Y. 
Kolton Electric Mfg. Co., Newark, N. J. 


ELECTRICAL WHOLESALING—June, 1953 





Electricasli Tape 
No. 33 


Resises water, cits, acicis 
Diele<«tri<c over IOOCOOO votre 


'eROLte % IM. X OOFT. 


- 


New flare-edge 


“SCOTCH” 33 GIVES YOU 
MORE SELLING FEATURES! 


Why do more electrical men demand “Scotch” first with the best —like the new easy-opening 
Brand Plastic Tape? Because they know they _ flare-top can for 66 ft. x *, in. rolls. No sharp 
can depend on top quality. They know it always edges tocut fingers. No binding between top and 

Di 
sticks tight, always has just the right amountof bottom. 
stretch, always handles easily and goes on fast. Stock up today! Make sure you've got “‘ Scotch” 


And they know, too, that “Scotch” brand is — brand on hand! 
Minnesota Mining & Mfg. Co... St. Paul 6. Minn BRAND 
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A MESSAGE TO AMERICAN 


INDUSTRY 


ONE OF A SERIES 


DEPRECIATION 


And Its Crucial Economic Role 


The sixth annual McGraw-Hill survey of Busi- 
ness’ Plans for New Plants and Equipment, 
just completed, reveals some remarkable facts 
about the role of depreciation in our economy. 
To most people, depreciation is a technical 
term, used by accountants to discuss a dull 
subject. But it really is a simple matter: It is 
the amount of money set aside each year by a 
company to replace plant and equipment that 
is wearing out. And here are some facts from 
this survey* which show how depreciation can 
make the difference between prosperity and 
recession in the United States: 


1. In 1953, about half of all the money spent 
on new manufacturing plants and equipment 
will come from depreciation reserves. For the 
future, manufacturing companies are relying 
even more heavily on this source of money. In 
the years 1954-56, they count on using their 
depreciation funds to pay for almost two- 
thirds of the new plants and equipment now 
planned. 


2. The amounts of money made available by 
depreciation allowances vary greatly from 


*The sixth annual McGraw-Hill survey of Business’ 
Plans for New Plants and Equipment included companies 
that provide 25 per cent of all industrial employment and 
60 per cent of employment in those industries where 
capital investment is highest. These companies are mostly 
the larger companies in their respective industries. 
A copy of the full report of this survey can be obtained 
by addressing: Department of Economics, McGraw-Hill 
Publishing Company, Inc., 330 West 42nd St. New 
York 36, N. Y. 
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industry to industry. Some industries, such as 
those producing steel, chemicals and petro- 
leum products, will have relatively large 
amounts of cash available from their depre- 
ciation reserves. In considerable measure, this 
is because the government is allowing them 
to accumulate such reserves at an accelerated 
rate as an encouragement to build facilities re- 
quired for national defense. But most of the 
companies engaged in the production of tex- 
tiles, processed foods and many kinds of ma- 
chinery have had little chance to benefit by 
this provision for accelerated depreciation. 
Hence, they have much less money available 
from depreciation reserves. 


3. There is a definite shortage of investment 
funds in the industries that have relatively low 
depreciation allowances. Taken together, the 
coal mining, textile, food processing, machin- 
ery and other metal-fabricating industries plan 
to spend about $4.7 billion for new plant and 
equipment this year. But they report that they 
would spend $1.5 billion more per year during 
the period 1954-56 if sufficient funds were 


available. 


4. Eighty-five per cent of the manufacturing 
companies covered by the survey reported that 
they plan to invest all their depreciation funds 
to keep equipment up-to-date and to provide 
capacity for new products and new markets. 
These companies could let their depreciation 
funds pile up as idle cash. But the intention is 
to spend most of them for capital equipment. 





Hence, there is a direct relationship between 
the amount of depreciation funds available and 
the level of capital investment. And it is upon 
the latter that the level of general prosperity 
decisively depends. One-third of all industrial 
workers are engaged in producing or installing 
such equipment. 


This fact that the level of depreciation allow- 
ances has a major bearing on the level of capi- 
tal investment should not surprise anyone. In 
several foreign countries where these allow- 
ances have been increased, investment has 
boomed. The two nations with the highest 
ratios of investment to national income are 
Canada and Norway. Both countries adopted 
flexible depreciation policies after World War 
II. In Sweden and The Netherlands also, flex- 
ible depreciation allowances have contributed 
to rapid industrial expansion. Finally, the tre- 
mendous investment brought about by our 
own rapid amortization program shows dra- 
matically the importance of depreciation in 
stimulating capital expenditures, 


Obsolete Tax Laws 


In spite of this record, the fact remains that 
our laws and the business procedures that gov- 
ern depreciation allowances — in particular the 
laws and rulings that govern the deduction of 
depreciation from taxable corporate income 
-are still based on antique and obsolete ac- 
counting concepts which take no account of 
depreciation’s dynamic role in our economy. 
The internal revenue code still requires most 
companies to depreciate their equipment over 
a long period, even though these small annual 
allowances cannot possibly pay for the invest- 
ment that is necessary to keep a plant up-to- 
date under today’s rapidly changing technol- 
ogy, with its production of new and improved 
machinery. 

The only allowance made by the govern- 
ment for rapid depreciation is that which is 
authorized for certain types of plants during 
the defense emergency. Under this policy most 
companies are unable to use accelerated de- 
preciation for tax purposes. And as defense 
projects are completed, the number of new 
authorizations is dropping. We may lose the 
chance to utilize fully this powerful tool for 
sustaining investment because, under our 


ramshackle emergency tax structure, acceler- 
ated depreciation is available only to a minori- 
ty of firms on a temporary basis. 


New Policy Needed 


A sensible, up-to-date depreciation policy for 
tax purposes is long overdue. Either the Treas- 
ury must modernize the internal revenue code 
on its own initiative, or Congress must take 
the lead by writing into permanent law a flex- 
ible depreciation policy applicable to all 
companies. 

Treasury experts now have before them a 
number of proposals to allow faster deprecia- 
tion for the average firm. The U.S. Chamber of 
Commerce has suggested that companies be 
allowed to deduct from taxable income 25 per 
cent of the cost of new equipment in the first 
year, with the remaining cost to be deductible 
over the life of the facilities. The Machinery 
and Allied Products Institute has long spon- 
sored a formula that would allow full deduc- 
tion in two-thirds of the estimated life of the 
property. In Congress, Chairman Reed of the 
Joint Committee on Internal Revenue Taxa- 
tion has stated that we need a more flexible 
depreciation policy. Senator Frear of Dela- 
ware has introduced a bill that would let a 
business make its own choice on how fast to 
depreciate its equipment. 

It will take time and study to determine 
which of these various proposals best fits the 
needs of the economy without sacrificing un- 
duly the revenue needs of the government. If 
we are to have a new depreciation policy, de- 
signed for a long period ahead, it must be care- 
fully worked out. But this much is clear right 
now: The development of a flexible deprecia- 
tion policy on the part of the federal tax au- 
thorities is one of the most important steps 
that can be taken to sustain prosperity. When 
we talk about depreciation, we are talking 
about the money that pays for almost two- 
thirds of the new manufacturing facilities now 
scheduled for construction. We are talking 
about the new investment and the new jobs on 
which our continued prosperity depends. 


McGraw-Hill Publishing Company, Inc. 
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SUPERIOR SERVICE. The Roebling Wire and HIGH QUALITY PRICED FOR SALES 
Cable line is complete . . . meets every require- Roebling manufacturing standards and quality 
ment. Strategically-located warehouses assure control insure the best—priced competitively to 


prompt ce liveries. boost sales 


CONSTANT DE- ROEBLING ENGINEERS WORK FOR YOU 
MAND. Full page advertisements, in color, ... their technical assistance is available when 
reach all your prospects every month, eveor needed to he Ip sales 


Ask us about Roebling distribution in your territory 
JOHN A. ROEBLING’S SONS CORPORATION 


Trenton 2, New Jersey 


A subsidiary of The Colorado Fuel and tron Corporation 


ASS 
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THESE 
Acme<iiz Flectric 
TRANSFORMER 
INSTALLATIONS 


WERE MADE 
BY DEALERS! 





Here are 8 installation photos... 8 sales... 8 
profits made by one dealer who has discovered 
the opportunities of selling Acme Electric trans- 
formers. This is no miracle or exceptional case. 
Across the country dealers are profiting by in- 
cluding Acme Electric transformers as part of 
their standard sales program. You can do it in 
your territory. 


In most industrial and commercial buildings, Acme 
Electric dry type transformers are needed to elim- 
inate double wiring; distribute power at high 
voltage; provide 3-wire secondary circuits; op- 
erate 120 volt equipment from power circuits; 


boost voltage; balance voltage or insulate circuits. 


STOCK SHIPMENTS 
GET EASY ORDERS 


Substantial factory stocks of popular sizes and voltages permits 
dealers to accept orders for immediate shipment. Single phase 
60 cycle transformers from 1/10 KVA to 167 KVA shipped from 
stock. Three phase trans- 
formers from 3 KVA to 
75 KVA in stock for im- 
mediate shipments. 
Wire, parts components 
and experienced per- 
sonnel facilitate prompt 
shipments of trans- 
formers up to 500 KVA. 


.: R...a- N i 





Lc 
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SOLD! 


3-15 KVA 
@ 348.00 


$1044.00 


SOLD! pa 


1-2 KVA 
$74.00 


SOLD! 
3 - 37% KVA 
@ 685.00 


$2055.00 


SOLD! pa 


1-1% KVA 
$61.00 


SOLD! Ia 


3-10 KVA 
@ 250.00 


$750.00 


SOLD! 


1-50 KVA 
$825.00 


$536.00 


SOLD! pa 


1- % KVA 
$39.00 


ACME ELECTRIC CORPORATION 
Main Plant: 676 Water Street * Cuba, N. Y. 
West Coast Engineering Laboratories: 1375 W. Jefferson Bivd., Los Angeles, Cal. 
In Canada: ACME ELECTRIC CORP. LTD. ® 50 North Line Rd. © Toronto, Ont. 
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OPEN LIKE A LATTICE 
DIFFUSING LIKE GLASS 
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uth GrateLite Louver 


| the latest idea in lighting 
4 0.5. & Can, Pats, Pend . A SYMPHONY OF DIFFUSED LIGHT 


Trademark Registered 


The first integral plastic louver for fluorescent lighting, molded of 

LUSTREX polystyrene. It reveals a new conception of architectural 

beauty and efficient lighting: its diffusion results fromthe %’’ 
cubical lattice that cuts off direct light at a 45° angle 


But words alone cannot describe beauty. See for yourself 
and ask to be shown a sample. it will give you a new 
outlook on lighting 


GrateLite is tough, quickly cleaned ana 
de-staticized. It is furnished in one piece with 
Guth Fluorescent Fixtures. 


letterhead 


COMPANY © ST. LOUIS 3, me 


THE EDWIN F. GUTH 
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00K / less burring ; 


with Youngstown 
Buckeye Conduit 


HERE’S WHAT A CONTRACTOR SAYS 
ABOUT CONDUIT: “We electrical contractors 
prefer the conduit that gives us a minimum of 
burring. The fewer burrs, the more hours I 
save on reaming time. Buckeye Conduit gives 
a contractor a chance to cut installation costs. 
That’s why I like it.” 


ELECTRICAL ENGINEER PRAISES BUCK- 
EYE CONDUIT: ‘From experience I’ve found 


that contractors protect wires better if they 
use Buckeye. Youngstown makes rigid 


steel conduit from start to finish. This 
assures a quality control of manufac- 
ture and thus better steel. That is 
why Buckeye cuts easier and cre- 

ates fewer burrs.” 


Take a tip from electrical men! Get Buckeye 
Conduit for a minimum of burrs and a maxi- 
mum of protection. 

Shipments of Buckeye rigid steel con- 

duit are now being made from our 

conduit mills at Indiana Harbor 

and Youngstown. 


we 


———— 


2+ > 


THE YOUNGSTOWN SHEET AND TUBE COMPANY Sore Ofer — Youngstown 1, Oho 


Manufacturers of Carbon, Alloy and Yoloy Steel Export Office-500 Fifth Avenue, New York 


COLD FINISHED CARBON AND ALLOY BARS - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - PIPE AND 
TUBULAR PRODUCTS - CONDUIT - RODS - SHEETS - PLATES - BARS - RAILROAD TRACK SPIKES 
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Amazing CFC set Sets Impressive 
New Standards for Connector Performance 
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CLAMPING FORCE 





CONDUCTIVITY (MHOS X 1000) 




































































tt] 50 100 150 200 250 300 350 500 1000 1500 2000 2500 3000 3500 
TIGHTENING TORQUE (INCH POUNDS) CLAMPING FORCE (POUNDS) 
Fig. 1: Clamping force vs. tightening torque for Fig. 2: Conductivity vs. clamping force for Ne. 2 
No. 2 stranded connectors, comparing CFC treated stranded hard drawn conductors. 
connectors with untreated connectors of the same lot. 


BLACKBURN’S exclusive chemical process for copper alloy connectors 
drastically reduces thread friction — increases clamping force — pro- 
duces lower-resistance connections —and insures lasting, trouble- 


free service. 


The above graphs show the great advantages of CFC treated Com+ 
nectors. Note over 25% increase in clamping force. Note also how 
clamping force greatly increases conductivity of the connection. Thus, 
high clamping force, plus connector strength to maintain this force, 
gives you the ideal connection. 


BLACKBURN Hi-Strength Connectors give 
you this extra clamping force — give you 
the extra strength to hold a maximum- 
pressure connection . . . Result — absolutely 
dependable connections that stay tight and 
trouble-free year after year. 


*Chemical Friction Control 
Process — Patent pending 


JASPER BLACKBURN CORP. 


35 MADISON ST., ST. LOUIS 6, MO. 
Phone CEntral 3007 
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OF ELECTRICAL WIRING PRODUCTS 


MANUFACTURERS 


! 














RIGID means most service for your money! 


Pulling Your Weight? 


(Continued from page 73) 





there was plenty wrong—which many 
salesmen fail to realize—and he refused 
to surrender without trying to find the 
remedy. His pride rejected mediocrity 
if excellence could be attained. As he 
said one day: “I hate to be always down 


at the bottom of the salesmen’s stand 


ee 
= 


ing. I want to win some of those 
monthly contests and get some of those 
prizes and bonuses. It burns me up that 


; 


: cae FT 


» ee eer —_ 
yen 


I know what ought to be done, but 


can't do it 


\ 


We worked hard to find the answers 


I praised and criticized impartially and 


q 
; 
li lilt 


impersonally. We argued over prin 
ciples as brought out by performance 
and thrashed them out until we had 
developed a method of improvement 
It was tough going for awhile, but Chet 
proved he could take it. And it was 


| 


he who insisted on rehashing the 
events of the day after dinner, even 
though he occasionally got discouraged 

Seems kind of silly to put you ‘ 
donut ol this ink @ 0 tan com 9 Easy to carry, easy to put on conduit 


out and peddle goods and make a 


decent job of it So, easy to sell eee 


Think so?” I asked, suddenly feel . 
ing that this might be the turning 
point. “I wonder if you realize how 
responsible that ‘peddling’ job is.” | 


reached into my brief case and pulled 
out a couple of sheets of paper and 4p Geared 
handed them to him 


One of those is the regular organ Conduit Threader 
<“ 


ization Chart of the company. You've 


probably seen it. At the top is the pres 

ident. Then comes three vice presi @ If you've watched your customers rassel with 
dents. and below them various assistant ‘ old-style geared threaders, you know why they go 
managers and executives. At the bor strong for this RITRID 4P. It’s got balanced loop 
tom you'll find the word ‘Salesmer handles—a cinch to carry and to swing onto con 
Not very flattering is it. But don't let duit. Mistake-proof work-holder sets to sise before 
‘ it’s put on conduit—only | screw to tighten. Easy 


it fool you 
' upkeep — drive pinion in oilless bronze bearing; 


The minute you walk into any pros safe enclosed gear. 4 sets of 5 high-speed steel dies 
pects or Customer s place of business 2%", 3”, 3%", 4": ratchet handle. RIfaibD 
that chart turns upside down, and you Universal Drive Shaft available. Stock and make 
and every other salesman are at the top ' money from this popular worksaver 4P 


Why? Because when you walk in, as 
tar as that Customer is concerned, yow _— : THE RIDGE TOOL COMPANY 
are the company. All that top. brass ° ELYRIA, CHIO 
doesn’t mean a thing to him. You are 
the top brass. You are responsible for 
the products, the prices, the shipments, 
the promotions—everything that will 
help him sell more goods and make 
more money 
Chet was silent for a full minute 
letting it sink in. “It’s a big order,” he 
said at last, more to himself than to me 
And it takes a big man to fill that 
order, a guy with imagination and guts | 
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UNION’S No. 63310 
CANVAS IMPREGNATED 


THE PEER OF 
WEATHER-PROOF 
SOCKETS! 


* (U,). 


CANVAS IMPREGNATED The very heavy insulating body is moulded of can- 
vas impregnated phenolic material which accounts for the phe- 
nomenal strength of UNION’S #63310. 


IMPACT RESISTING Like a U.S. Marine, this canvas impregnated socket will take 
terrific punishment without flinching. It has an impact strength 
opproximately nine times as great as the conventional pigtail 


sockets. It’s crushing strength is more than twice as great. 


LONGER LIFE Insteel mills, coal mines, shipyards and heavy construction, the hazard 
to life and property and the high labor cost of replacement, de- 
mands the best in weather-proof sockets. No. 63310 is the best 


and the toughest weather-proof socket made. 


WEATHER-PROOF 6” leads of #14 stranded type R wire are im- 
beded in a permanent sealing compound that has 
been compressed firmly into the back of the socket, 
behind the screw shell assembly. The 100% effec- 
tiveness of this weather-proofing method has been 
proven by 25 years of trouble-free use of Union's 


weather-proof socket. 


JINION INSULATING CC 


PARKERSBURG, WEST VIRGINIA 


| 


and discipline who is working at it all 
the time. Men like that make up the 
25 per cent of salesmen who sell 75 
per cent of the volume.” 

“But how to do it, that’s the prob- 
lem; how to keep track of all those 
points and know whether you are do- 
ing them right—on the ball all the 
time. Look,” he demanded, “isn’t there 
some sort of list I can check against, a 
sort of guide or standard?” 

“Good idea,” I approved, waiting for 
the next step 

“Let's make one up,” he suggested 
eagerly, reaching for pencil and paper 

It took the rest of that evening and 
the next to Classify the important sales- 
man characteristics and activities and 
to chart a scale of performance. But at 
last we finished, and Chet was as proud 
as a new father. 

“What's the prescription, doc? How 
often do I take this dose?” 

“Check yourself every week at first 
And no cheating; don’t rate yourself 
any easier than you would rate another 
salesman. Otherwise you will be just 
kidding yourself and worse off than 
before. This chart is like a mirror; it 
gives you a chance to look at your 
selling 

“Yeah, and when I look at mine, 
brother, I want to like what I see. You 
can leave things to me from now on.’ 

He spoke with such determination 
and confidence that I knew the old 
Chet Barnard was back 





Private Debt 
(Continued from page 77) 





income, compared to $2.07 of debt per 
dollar of income in 1929. By this meas- 
ure our debt burden is only about half 
as heavy as it was then 

e Today individuals hold a total of 
$269 billion in cash or its equivalent, 
which is almost twice as much as the 
portion of private short-term debt 
(about $140 billion) that is subject 
to sudden demand for payment. 

e The net interest on private debt 
today is only 2.3 per cent of national 
income compared to 7.4 per cent in 
1929. The interest burden is therefore 
only one-third as heavy as it was then 

These are reassuring statistics. They 
lead most people to conclude that pri- 
vate debt presents no serious problems 
But there are at least two ways of 
looking at our economic well-being; 
one is in terms of money and the other 
in terms of goods. Our debts are man- 
ageable in terms of money incomes. 
But money incomes reflect the high 
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price level, which could fall. National 
income also includes many services 
which are sharply reduced when busi 
ness declines. For this reason, it may 
well be more realistic to measure the 
burden of debt in relation to the vol 
ume of production of goods. The goods 
available to consume are, after all, the 
standard of our well-being. To com 
pare debts with the production of 
goods, therefore, shows the “real” deb 
burden in much the same sense that 
real wages” and “real income” ar 
used to measure changes in living 
standards 

[ct is clear that private debt has risen 
faster than industrial production ever 
since 1946. Only the spurt in produc 
tion during the past few months makes 
the relation of debt slightly more 
favorable. But a large portion of recent 
production has been going into inven 
tory. There is reason to believe that 
industrial production cannot continue 
at present levels throughout this year 
because inventory building will cease 
If production drops under the impact 
of inventory liquidation, the ratio of 
debt to production would again ris¢ 

It would take a 15 per cent drop in 
industrial production to make the 
present debt burden as heavy in rela 
t1on to production as it was in 1929 
Such a drop in production is not likely 
to happen this year, but it is conceiv- 
able that it might happen sometime in 
the next two or three years. Indeed, it 
is possible enough to be counted a 
danger. True, the debt situation would 
not immediately become critical, be- 
cause income drops more slowly than 
production. But the past record shows 
that debt also drops more slowly than 
output. Even though debts were greatly 
reduced in 1932 and 1938, they still 
remained burdensome relative to pro 
duction. 
e How Much Trouble? - 
now that a recession does occur in the 
latter part of 1953 or in 1954, that in 
dustrial production eventually drops 
by 15 per cent or more and stays at 
this lower level for six months to a 
year. How much trouble could private 
debt cause in this situation? Here is 


- Supp SE 


about what one might expect: 

e Home mortgage debt would cause 
little or no trouble because housing 
still takes a smaller portion of income 
than in 1940 or 1929. The disastrous 
effects of lump sum mortgages falling 
due in large amounts, which occurred 
in the 1920's, will be prevented by the 
monthly payment system 

e Long-term corporate debt is small 


June, 1953—ELECTRICAL WHOLESALING 














\ 


‘Amp-trap’ 


SAVES BOTH CIRCUIT AND CUSTOMER 
(FOR 120/208 VOLT AC OR 125/250 VOLT DC NETWORKS) 


POSITIVE PROTECTION AGAINST SUPERCURRENTS 

Low voltage AC and DC networks give large utilities and their customers greater 
continuity of service and easy expansion of their systems. The only drawback to 
this type of network is the constant threat of danger from heavy short-circuit or 
fault currents. Shawmut’s new FORM 208 Amp-trap eliminates this danger from 
these circuits. On actual test, its amazingly fast “‘chop-off”’ stops a short-circuit 
even before it reaches the peak of its first “4 cycle even if the avatlable peak current 
could reach 560,000 Amps! It anticipates and prevents the destructive build-up 
of heavy fault currents so dangerous to office buildings, stores, hospitals, theatres, 
schools, etc. FORM 208 saves both circuit and customers 


USES & SPECIFICATIONS 
Amp-trap FORM 208 is made for Entrance Switch Service, Underground Net- 
work Conductors, Distribution & Panelboards and other applications. It is built 
in Ampere ratings of 1000, 1200, 1690, 2000, 2500, 3000, 4000 and 5000 for En- 
trance Switch Service and for cable sizes from 4/0 to 1000 MCM. It runs “cool 
and carries 100% of its rating with temperature rises less than those recommended 
in the Underwriters’ Laboratories Standards for Fuses. The watt (power) loss is 
probably lower than for any other over-current protective device. Hence it may safely 
be installed in vaults and steel enclosures and subjected to long continued loads. 


LOW IN COST — EASY TO INSTALL 

FORM 208 Amp-traps clear fault currents long before 
they can burn or wreck bus bars and switch gear. Yet they 
are small in size, low in cost and easy to apply. They have 
a variety of mountings for flat, bus or tubular connectors 
Adapters can be supplied for switch cubicles now equipped 
with copper or aluminum alloy links. FORM 208 is the 
“little brother” of the famous FORM 600 Amp-trap which 
has long been used so successfully on 600 volt circuits. 
Write today and find out about FORM 208 at once. 


Copyright 1953 The Chase-Showmut Co 


Ab 


208 AMP.-TRAP - 


tHe CHASE-SHAWMUT co. 


372 MERRIMAC STREET NEWBURYPORT, MASSACHUSETTS 
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“What 


“What kind of 
is this, anyway? 

“We took this 
time ago, stuck 
and now we wi 

“But is it hea 
the load?” 


Is It?” 


- 


ankety-blank wire 


il off a job some 
n the store room, 
to use it again. 


enough to carry 


—_ 


“Send it down to Engineering 
to have somebody figure the wire 
gauge, somebody says. 


“Great. Gotta be miked. 
Gotta look up the current- 
carrying capacity ina 
handbook. Gotta get it 
delivered back to me. Very 
practical suggestion . . . 


“And then, what kind of 
jacket has it got? 


“I suppose now some- 

ly is going to tell me 
to send it out toa chem- 
ical laboratory to get it 


analyzed. 


“Not me. I'm going to 
sit right down and 


write... 





in relation to earning power. Net 
profits are about 14 times the interest 
charges on long-term debt on the av 
erage, compared to about 5 times the 
interest cost in 1929. Bonded debt in 
railroad and utilities is not pyramided 
1920's 
substantially lower profits, most cor 
have no. difficulty 


as high as in the Even with 


porations would 
meeting their interest payments 
e Farmers would run into some dif 


ficulty, especially on their short term | 
debt. Interest costs took about 10 per | 


cent of farm income in 1929, com 
pared to about 5 per cent now. If farm 
income should drop further—as well 
it might if city workers have less pur 
chasing power for farm products—in 
terest payments could become burden 


some to tarmers 


mortgage debt of farmers is not as} 
high as it was in the 1920's, but farm | 
production loans are much higher. A 


large part of the production loans are 
made to farmers by the government 


under the price support program. This | 


means that farmers would merely for 
feit their stored crops to the govern 
ment if these crops could not be sold 
loans tO 


profitably. But short-term 


finance equipment purchases 


create some repayment problems 


! 
e Consumers would be able to pay | 


their installment and charge account 
credit without great strain. True, the 
people who are in debt probably de 
not have liquid assets to meet their 
debts all at once. But personal income, 


unless it should drop more than 5 | 


per cent, would he adequate tr meet | 


current payments. A drop in industrial 
production, however, would soon hit 
incomes enough to make many con 
sumers stop new borrowing. They 
would have to concentrate on repaying 
their existing debts. The effect of this 
would be to cut the purchases of auto 
mobiles and appliances very consider 
ably 


e A sharp drop in industrial pro- | 
duction would force sharp reductions | 


in business short-term loans. Corporate 
short-term debt is now about twice as 


high as in 1929. Corporate income ts 


now more than three times the 1929 
level. But business could run into some 
difficulty with its present volume of 
short-term debt, once sales start slip- 
ping. A slowdown in sales would mean 
a slower turnover of inventory and a 
slower flow of cash to repay inventory 
loans. Cash reserves are now relatively 
low in proportion to current liability 

not high, as they were in the early 
postwar period. Business would, there 


Fortunately the | 


might 


The tough 60% by weight 


Neoprene protecting jacket on all 


RONG 


portable cords and cables is 


BRANDED with 


THE NAME—BRONCO 60 
NEOPRENE CERTIFIED... 


THE TYPE-SO, W, G, or 


WELDING CABLE 


NUMBER OF CONDUC. 
TORS—1, 2,3,4,5,6,7,8... 


THE SIZE—18,16,14,12,10,8. 
6, 4, 2, 1, 1/0, 2/0,3/0, or 4/0 


VOLTAGE-—300V,600V , etc. 


P116BM—approved number 
of the U.S. and Pennsylvania 
Bureau of Mines. 


SELF-MEASURING! 
The branding is repeated 
every two feet. Want 20 
feet of cable? Count 10 
BRONCO ’s and cut. 


Furthermore, we brand 
BRONCO cords because 
we are proud of the way 
they perform. Years from 
now we want you to be 
able to identify the cord 
or cable that has de- 
livered such outstanding 
continuous service. 


WESTERN INSULATED WIRE CO. 


LOS ANGELES 58, CALIFORNIA 
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Blackhawk No. 600 Watertite 
connectors for service entrance 
cable. Smooth, non-rusting cast- 
ing with live rubber grommet 
for lasting protection. Clean, 
easy running threads and ta- 
pered point screws for faster 
installation. 


k No 1426 Conduit 
A . . : 

Special high 
ive alumt- 
positty eto 


{ c ap he yld- 


Blackhaw 
entrance Cap | 
strength ae -eage) 
num alloy. Easy = 
iti jlister heac 
qion. I ilist 
Threads clean and 


: ews. ire 
ing scr 3. 4, of 5 wire 


full cut. For i 
service. 


P ey. 
it a ae ; 
> 
Blackhawk No. 3626 Steel clad FO a G U A L | TY 


wire holders. Heavy steel base 


>? 

i » No. 24 

and supporung stra} ° All 
screw. f 


square shoulder ~~ 
parts hot dip galvanized. A N D 
celain has compression strain 
only. Smooth rounded — 
protect wire insulation. RE/ 











approved. 





FITTINGS AND FIXTURES 


Electrical wholesalers everywhere have found they can rec 
ommend with confidence and sell with profit the B-I Line 


Every item is uniform top quality, with features for easier and 


faster installation and long service life. You can stake your 


reputation on Blackhawk. Once your customers try B-I they'll 
be back for more. 


Write for Free Catalog 


IMMEDIATE DELIVERY FROM ADEQUATE STOCKS TO EL 
WHOLESALERS ONLY aabiinieien 





WHEN YOU BUY ASK FOR B-J] 


BLACKHAWK INDUSTRIES, pusuaue, iowa 


Entrance Cable Fittings . Stoples . Yard Lights 


. Sill Plot . i i 
Fluorescent Brackets . Cable and Conduit Straps ao tee a ben eee 
Cops . Grounding Assemblies. : wodiacuteacan 


ELLE LE TT IE LE TET EI TE TT ELE DEES NO EG I SE 
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) : 10-V SECONDARY 
T 44 i § q 5-WATTS 
7 L UNIVERSAL 
LATE MODE \. MOUNTING 
\ 


REPLACES MODELS 
For Door Bells, Buzzers, 

Door Openers and 

Annunciators 








— 


FILL EVERY NEED 
STOCK ONLY ONE MODEL 


The one Jefferson Universal-Mounting WIZARD Bell 
Transformer for operation of door bells, buzzers, an- 
nunciators and door openers replaces THREE models. 
Patented mounting design feature provides easy and 
quick attachment to any outlet box, cover, or cabinet, 
with primary leads for connecting to circuit and ter- 
minals for bell wires. Mounting feet are also provided 
for open wiring installations. No special mounting 
plates are required. Ideal for close-quarter installations. 
Stocked by Electrical Wholesalers Everywhere. 

Jefferson Chime Transformers are also equipped with 
the Universal Mounting Feature. 


JEFFERSON ELECTRIC COMPANY, Beliwood, Illinois 


In Canada: Canadian Jefferson Electric Co., Lid., 
384 Pape Ave., Toronto, Ont. 


BELL TRANSFORMERS 


APPROVED BY UNDERWRITERS’ LABORATORIES 


1E FUSE srops: Unnecessary 
RELUTECTION Production cot 


and Motor Burnouts 


In the widely used line of Jefferson Fuses you will 
find the type and capacity for all lighting and power 
circuit requirements. For general purposes—ask for 
Jefferson-Union Renewable or Gem non-renewables. 

For long time lag on circuits with heavy motor start- 
ing loads use Jefferson Super-Lag Renewables, or the 
dual-element Jefferson SAF-T-LAG thermal type non- 


renewable fuse. Your wholesaler can supply you. 


fore, probably have to pause and re- 
trench to take care of its short-term 
debt. A special problem will occur in 
the case of automobile and appliance 
dealers, who may be carrying high in- 
ventories and who are most vulnerable 
toa sudden dre Pp in sales. 
e Cut in Credit—The main effects of 
a downturn in industrial production 
would be to force the reduction of 
farm, consumer, and short-term busi 
ness credit. Short-term debt is big 
enough to delay a revival of produc- 
tion for several months while individ- 
uals and corporations rebuild their 
cash position. This could produce a 
period of financial strain, but no crisis 
The financial strain would be caused 
by the difficulty of restoring working 
capital in the midst of price cutting, 
inventory dumping and faltering sales. 
But if businessmen avoid new commit- 
ments and banks are willing to tide 
them over on old loans until sales re- 
vive, there will be no such wave of 
bankruptcies as occurred in the 1930's 

Another element of strength in the 
financial picture is that a much smaller 
proportion of total business debr falls 
due during the next few years than 
was the case in 1929-1932. A larger 
proportion is in long-term debt. And 
most long-term bonds are now repay- 
able in annual installments, rather 
than lump sum payments in a particu- 
lar year. This has eliminated one of 
the most prevalent causes of earlier 
bankruptcies 

In brief, there’s enough debt to 
make business—and consumers—pause 
before starting another cycle of expan- 
sion. But there’s nothing in this pic- 
ture to indicate financial collapse, even 
if business activity declined substan- 
tially 





"Is that all, sir?" 
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CUTLER-HAMMER 


UNIT BREAKER 
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Is Modern low-Priced Circuit Protection 


It Simplifies the Contractor’s Job 
It Solves Distributor’s Problems 
It is Boosting the Profits of Both 





CUTLER-HAMMER 








2 a8 
= UNIT BREAKER = ld ey cl ee) 


an — [095] — MORE DETAILS 


* Convenience for 


the USER 


THE NEW CUTLER-HAMMER UNIT BREAKER because restoring service is 


like snapping on a light-switch. 


Spells Convenience for All Btsaiads 
PE Tol (- cela (ol * Convenience for 


because it makes selection of 
equipment and installation 


The UNIT BREAKER is fundamentally fm '°"!°° 


Three Components * Convenience for 
the DISTRIBUTOR 


A case because now he carries min- 
* with bus bar imum stock for maximum needs 


| fast. 
A few and fills orders fast 


® circuit breakers 


| 
| 
| 
A cover | = 
* (surface or flush) 


The UNIT BREAKER is fundamentally an ‘‘Assemble-it-yourself”’ Unit 


The contractor installs the case. He selects the proper capacity breakers. He pushes 
them into place, tightens terminal screws, puts on the cover. That is all. 


The UNIT BREAKER is the most convenient, 
easiest to install, fastest to complete 


With nothing in the case but the bus bar assembly, there’s 
plenty of space for wiring. The individual circuit breakers just 
PUSH into place and each has but one straight-wire terminal. 





; 
Nol 


bh oe The UNIT BREAKER is the easiest to stock 


es Only 6 case sizes accommodate any circuit combinations from 1 to 32 

Ses . circuits. With a minimum stock you can meet a wider range of appli- 

| ig iL cations. No slow-moving, no ‘‘dead"’ items. No tied-up inventory. 
ea Also raintight and special types available. 











tt 
— tht b 


In addition to CUTLER-HAMMER QUALITY you get these plus features— at new low prices 
Ambient compensated. The Unit Breaker won't construction arelightweight yet extremely rugged. 
pre-trip in hot climates or atmospheres. No @yiek make and break. For long, dependable 
tricks. No kicks. No trouble. contact life. 

Thermal-magnetic. It protects both ways against Free Handilog. Send today for free copy Handi- 
heavy overloads and short circuits. log pocket catalog, selection charts and all in- 
Compact and strong. Today, bulk no longer formation. CUTLER-HAMMER, Inc., 1327 W. 
means strength. Materials used in Unit Breaker St. Paul Avenue, Milwaukee 1, Wisconsin. 


CUTLER-HAMMER 
UNIT BREAKER 
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ELECTRICAL INDUSTRY 
Show 





OPENING DAY SMILES—Officers of the Chicago Electric A 


optimistic predictions about show 
Price, Allen-Bradley Co., association pre 


Co.. committee chairman: C. C Simpson 


succes 


- Axel Kahr 


exchange 
John McC 
General Electric 


A ation managing 


ciatior 


The includes 


huddle 
Supply 
director 


tric 


Chicago Show 


Goes Over Big 


Electrical 
May 11 
Hilton 


an attendance of 8,500 


HE SECOND Chicago 
held 


the Conrad 


Industry Show, 
through 14 at 
Hotel, drew 
34 per cent of 
electrical industry men invited 
Sponsored by the Electric Associa- 
Electrical 
exhibit 


the total number of 


tion in cooperation with 


Maintenance Engineers, the 
featured only electrical products used 
in the industrial and construction 
fields. 

This year, 143 manufacturers ex 
hibited products in 160 booths taking 
up the entire 20,000 square feet of the 
hall. Back in 1951, 55 exhibitors took 
71 booths and 5,600 square feet of 
exhibit space. 

Included in the exhibits 
number of and 
shown to the industry for the first 
time. The committee 
that holding the exposition every other 


year will keep the product exhibits 


were a 


new unusual items 


show believes 
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fresh, new and stimulating 

Exhibitors were pleased with the 
attendance and particularly impressed 
by the caliber of the audience, limited 
as it was to visitors specifically in 
volved in the electrical trade 

Show viewers, for their part, ex 
pressed enthusiastic approval of the 
industry representatives manning the 
exhibits. Some visitors voiced appreci 
ation for the intelligent, helpful man 
ner in which the product features were 
explained and questions answered 
about product applications 

Although 


from Chicago and Cook County, the 


attendance was largely 


show drew a special group from the 
Electrical Maintenance Engineers or 
ganization plus visitors from Alaska, 
Brazil, Australia, England and France 

In line with approval previously 
given by the association's board of di 
rectors, the next show will be held in 


1955 


Some wholesalers 
who attended the 
luncheon held 
during the show: 


General Electric Supply Co. and 


Graybar Electric Co. 


Westinghouse Electric Supply Co. 


Steiner Electric Co. 





‘ Burndy Engineering table 
Parr Electric Company's table 


7 f} 
Ut 7 e fo our 
23rd A, nniversa ry 


Di [ D 
inner anc ance 


“Oh, Charity becomes less sweet 
When someone's irked about his seat. 
We'd like to mention it’s a task 
To place you people where you ask. 


We'll praise the day that some inventor 


Will plan a ballroom all dead center; 


In short a room so well designed 


Mr. G Mrs. William Kahn and Mr. G Mrs. Joseph Kurzon rhere’s none in front and none behind. 
Mr. Kahn was chairman and Mr. Kurzon a committee member 
for the 23rd Annual Dinner and Dance 


So please don’t send that nasty letter 


But, friend, if you can do it better 


Please call or write—we’'d like to hear 


Just what the Hell is your ideer?” 


WILLIAM J. KAHN 


Chairman 


Mr. G Mrs. William 
J. Kahn; Mr. G Mrs 
Lester Kahn; Tudor 
Electrical Supply C 


Leo Siegel, Paul Reilly, Jack Tucker and ELECTRICAL 
WHOLESALING’S Art Hooper 
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kre LAP ge re a> 


Mr. G Mrs. Tom Gopsil (at right) and guests at the E.E.W.A Mr. G Mrs. Leo Siege! (at left) and guests at Hobb Electrical 
table Supply Co. table 


E.E.W.A.'’s Annual Dinner 


A sell-out crowd was on hand to dine, dance and be entertained at the 23rd 


annual affair staged by the Eastern Electrical Wholesalers Association 


WEEKS OF HARD WORK behind 
them, the committee members prepare 
to relax and join in the fun. Left to 
right: Jack Korn, Williamsburg Elec 
tric Supply Corp.; T. M. Gopsill, man- 
aging director, E.E.W.A.; Lewis Low- 
enthal, Lowenthal Electric Supply Co.; 
Leo Siegel, Hobb Electrical Supply, 
Inc.; Jack Tucker, U.S. Electrical Sup- 
ply Co.; William J. Kahn, Tudor Elec- 
trical Supply Co.; Henry Krug, Reli- 
able Electrical Supply Co.; Paul G 
Reilly, E.E.W.A. Counsel 


Front Row: Mrs. Lewis Lowenthal; Mrs. Jack 
Tucker; Mrs. Henry Krug. Back Row: Mrs. A 
W. Hooper; Miss B. L. Nitzberg; Mrs. Leo 
Siege! 
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A complete line of 


V-Belts and V-Belt Drives, 
Flat Belts and Belting 


@ Whatever your customer’s belt drive requirement, 
“U.S.” can supply it. With “U.S.” warehouses stra- 
tegically located across the country, you are assured 
of immediate shipment. 

To increase your sales, “U.S.” gives you sales 
engineering assistance, product training, proven sell- 
ing aids including catalogs, envelope stuffers and dis- 
plays. For more information write to address below. 


U. S. Rainbow Multiple and 
F. H. P. V- Belts 


U. S. Rainbow Multiple and 
F.H.P. Sheaves 


Flat Belts and Belting 
Special Purpose Belts 





U.S. Rainbow Q.D. Sheaves 
in a complete line 


Quick-demountable sheaves bring 
many advantages. ..simplicity...inter- 
changeability ... reduced maintenance 
PRODUCTS OF time... lowest cost for flexible inven- 
tory. Sheaves and V-belts from the one 
source guarantee your getting the right 
sheave with the right belt—plus a com- 
plete engineering service. 











UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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NEWS OF THE INDUSTRY 


Salesmen Attend Signal 
Demonstration Meeting 


ATLANTA, GA.—The entire sales 
force of the Mill-Power Supply Com- 
pany, Charlotte, N.C., recently attended 
a demonstration meeting where they 
received first hand information con- 
cerning new, improved signal systems 
George E. Wilkinson, assistant sales 
manager for Mill-Power Supply, ar- 
ranged the meeting. Equipment dem- 
onstrated was that of Edwards Com- 
pany, Norwalk, Conn 

The salesmen were at the stations for 
patients and nurse as the hospital call 
systems were explained. A question and 
answer period followed the demonstra- 
tion, during which the sales personnel 
had an opportunity to clarify any points 
on specific applications of various sys- 
tems. It is reported that the salesmen 
stayed far later than the formal closing 
time for individual discussions relating 
to equipment installations. 

Herbert L. Reed, engineering spe- 
cialist from the H. C. Biglin Co., Inc., 
the Edwards southeastern district office, 
explained the hospital call systems 


J. B. Dunn Retires 
From Tower-Binford 


RICHMOND, VA.—J. B. Dunn, 
sales manager for the Tower-Binford 
Electric & Mfg. Co., has retired. He 
joined the company as city salesman 
in 1912 

Mr. Dunn came to Richmond from 
the Westinghouse Electric Corporation 
in Pittsburgh, Pa. He was officially rec 
ognized at the March meeting of the 
Electrical League of Richmond when 
he was unanimously elected a life mem- 
ber. He is a charter member of the 
league, having been prominent in its 
organization in 1925 and from “time 
immemorial has been a member of the 
annual officer-nominating committee.” 


Electrical Safety Forum 
To Be Held In September 


CHICAGO, ILL.—The first national 
forum for the promotion of electrical 
safety will be held at the Edgewater 
Beach Hotel, this city, during the week 
of September 21. The occasion is the 
Silver Jubilee of the International As- 
sociation of Electrical Inspectors. 

The 1953 edition of the National 
Electrical Code contains many changes 
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EMPLOYEE INCENTIVE plans pay dividends at the General Electric Supply 


Company, Newark, N.J. J] 


tenberg received the award for efficiency in 
building up customer service by using employee incentive plans 
a bond is given to the outstanding employee in the 


operating departments. Additional 
Giacomo 


sales; and William Bodnaruk, 


ELECTRICAL INSPECTORS wh 


H Kelly 
savings bond to G. H. Lichtenberg, stock maintenance supervisor. Mr 


awards 
Hotpoint sales; William Aron 
supply sé 


attended the 


district awards a 
Lich- 
Gesco is 


Each month 


manager (right) 


stock maintenance 


warehouse and 
Mi hael San 


n, rad vision and housewares 


sales 


were received by 


| 
les 


April 23rd meeting of the 


Passaic County Electrical League pose for their portrait at the banquet table 


The dinner was run by the League’: 


(|. to r.) 


Charles Ward, Robert Orr 


inspector s divisior 
Albert Thaler, Cornelius Fisher, Thoma 
Joseph Kadelak, Michael Promin, Rudolf Frie 
Charles 


Seated | tor 
William Hooker, 

Standing 

Paul Paulson, Charles 


Evar Albert Pecci 


and Joseph Kreuzer 


Newby 


Ward, Jr., Cornelius Cole, Frederick Lambert and Herman Lenk 





and editions. It will be printed in time 
for distribution at the Silver Jubilee in 
September. Members of the various 
code making panels, the men who 
write the code and who know the rea 
sons for each provision, will lead the 
code discussions. This ts the first time 
that these code-making experts have 
been brought together for a national 
all industry forum 

One day will be set aside for an open 
house at Underwriters’ Laboratories, 
Inc. Visitors will see the various testing 


departments in action. Another feature 


will be an evening demonstration of 
M. Kintz of 
the U. S. Bureau of Mines. This, it has 


been said, is a most impressive demon 


hazardous locations by ( 


stration and is seldom staged because 
of the elaborate equipment involved 
The general arrangements commit 
tee 18 headed by Col. S. R. Todd of the 
Chicago electrical bureau 
electric 
plant engineers, 


inspection 
Manufacturers, distributors, 
utilities, Contractors 
architects, insurance underwriters, mu 
nicipal officials and all others concerned 


with electrical safety have been invited 





Electrical Products Win Safety Awards 


NEW YORK, N. Y.—Eleven manu- 
facturers received awards at the recent 
Eighth Annual Home Safety Awards 
Dinner sponsored by Lewis & Conger 
at the Waldorf-Astoria Hotel. Five 
were manufacturers of electrical pro- 
ducts. The grand prize was bestowed 
on a one-pint fire extinguisher manu- 
factured by the Pyrene Mfg. Co., 
Newark, N. J 

An electric fire alarm, which may 
be placed in any room in the house 


Electric Fire Alarm 


was among the home products honored 
The unit will ring an automatic alarm 
whenever the temperature reaches the 
danger point. No installation is re- 
quired. It is hung near a fire hazard, 
or any desired spot and plugged into a 
110-120 a. c. outlet. The alarm is made 
by R. J. Schuler Associates, 
Pointe Branch, Detroit, Mich 

The Waring mixer was another win- 
ner. One of its safety features is a 


Grosse 


handle designed to insure positive grip. 
Closed at both ends, the handle elimi- 
nates the 


possibility of — slipping 


April Construction 
Up 8 Per Cent 


WASHINGTON, D.C 
tures for new construction increased by 
8 per cent during April to $2.6 billion 
This is 5 per cent above April 1952 
These figures are according to pre- 
liminary estimates of the U.S. Labor 
Department's Bureau of Labor Statis- 
tics and the Building Materials Di- 
vision of the U.S. Department of Com- 
merce 

Private outlays of $1,801 million in 
April represented an increase of 5 per 


Expendi- 


cent from March mainly because of the 
rise in residential and public utility 
construction. Seasonal road 
building during April, and increased 


public spending for industrial plants, 


gains in 


through the user's hands. A specially 
designed rotary action switch with no 
open slots, and shielded at all speed 
positions, is another feature of the 
mixer. The switch is located in the 
handle so that it may be operated with 
either hand. The manufacturer is the 
Waring Products Corp., New York, 
N. Y 

The Electric Deodorizer Corp., 
Detroit, Mich., was a winner for the 
Edco delayed-action light switch, which 


The Waring Mixer 


after being turned off, gives a person a 
chance to walk 40 or 5O feet before the 
light actually goes off. 

Heatmore, Inc., New York City, was 
for the Heatmore radiant 
ceramic heater. This unit, attachable 
to any socket, gives forth radiant heat 
through a safe-to-touch ceramic panel 

The Patent Button Co., Knoxville, 
Tenn., received an award for the spin- 
free safety knob. The knob intended 
for the kitchen stove, guards against 
accidental turning on of gas or elec 


honored 


tricity 


including atomic energy facilities, ac- 
counted for most of the 14 per cent 
rise to an $837 million total for new 
public construction. 

The value of new work done on pri- 
residential building 
amounted to $887 million 
April, about 6 per cent above the 
March figure and about 4 per cent more 
than April 1952. Although private in- 
dustrial building in April was slightly 
below the March figure, outlays re- 
mained close to last year's record level 


vate nontarm 


during 


April expenditures for commercial 
construction and most other major 
types of private nonresidential building 
held about even with March, and ex- 
cept for hospital construction, were 
considerably outlays 


above during 


(Continued on page 114) 


ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


¥ ELECTRICAL URGE 


QUALIFIED 
CONTRACTOR 
ose combined cirevlation 
poet many of your 
important customers 


ADS LIKE THESE every month 


RECT MAIL 


. plus DI 
<— CT SAMPLING 


. . « plus PRODU 


explain and point out to them 


12 B product features. 


REMINDS THEM, TOO, that? #8 
oducts are available only 
ie you... ovr authorized 


1312 
distributor. 


Joa, Hess — 


General Soles Mono@er 


The THOMAS & BETTS CO. 


incorporated 
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Simplify your grounding problems! 





24%” to 34" 4” to 5” 














1%" to 2” 
Each Water Pipe Clamp is a complete ground fitting for bare wire. 








_— 3 
ada 4 ids 5< 1 : 
a m A A Adjustable length A d wire h b 
us rmorea wire 
& Ri ae uk bag” justable leng or re hu 


hub for 4%” conduit for #8 to #2 ground wire 


Hubs for 4%", %4”, and 1” conduit 








..emeet 30 different 


srounding requirements 


Just combine the proper hub and clamp and you'll 
meet almost any grounding need 


You can run conduit-protected ground wire through conduit from 4” to 1”... ground both 
conduit and wire to any water pipe from 4” to 6". 

You can ground #8, 6 or 4 armored wire to the same range of pipe sizes. Just bolt an 
armored-wire hub to the right size clamp. 

Or you can attach #8, 6 or 4 bare wire to the solderless grip on the clamp — no hub needed 

T&B hubs and clamps have built-in solderless connectors. They're easily installed with 
wrench or screwdriver. Teeth on hubs and clamps permit locking at any angle. Clamps can be 
used alone with bare ground conductor up to #4 wire... UL approved, meet 1951 NEC Code 
And, like all T & B quality fittings, they’re designed for lowest installed cost. Check for yourself 
write for a free copy of Bulletin #65 covering the complete line of T& B cable and raceway fittings 


IT’S THE MARK OF AN AUTHORIZED TF & B DISTRIBUTOR 


= 2 
LOOK FOR THIS SIGN— (7) i7 The complete line of T & B fittings for conductors and raceways is sold only by 
recognized electrical wholesalers. it's our way of assuring you the service and savings 


of a friendly local source. Call him for all your electrical needs 7325 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts Ltd., Montreal, P.Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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Easiest way to 
))_-make a customer 
“T happy — and keep 

him that way! 


Recommend the fans that are easy 
to live with— 


BABY VENT SETS 


Here’sa‘‘baby”’ 

you can install 

quickly almost 
anywhere or move from place to place 
for 1001 blowing or exhausting jobs— 
ventilation of toilet rooms, telephone 
booths, hard-to-reach working areas. Its 
rugged cast iron housing is quickly ad- 
justable to any discharge position. The 
efhicient multiblade rotor moves a lot 
of air—quietly. Like all “Buffalo” Fans, 
it's just about maintenance-free and 
everlasting. One of many proven cus- 
tomer-pleasers in the “Buffalo” line. 


66 E’ ’ 
BLOWERS 


These husky blowers-exhausters are 

popular for furnace and forge blow- 

ing, line boosting, tool cleaning, 

cupola work. Often, several of these 

fans in an installation are preferred , 
over one large fan for their installa- | 
tion economy and operating flexi- 

bility. Why not write now for the 

full details on these fans that are 

easy to sell, easy to install—and easy 

to live with? 


First For 
Fons 


BUFFALO FORGE COMPANY 


214 MORTIMER ST. BUFFALO, NEW YORK 
PUBLISHERS OF “FAN ENGINEERING” HANDBOOK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont 
Sales Representatives in all Principal Cities 


PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS 
BREEZ-AIR ATTIC FANS “L’ BREEZO FANS “NV” BREEZO FANS 


(Continued from page 112) 


April 1952. Private expenditures in 
April for new work on public utilities, 
especially on electric power and gas fa- 
cilities, continued the uptrend that be- 
gan in March 

Military and naval expenditures 
showed a less than seasonal rise during 
April while public outlays for hospitals 
and schools remained at the March 
level. Monthly expenditures for con- 
struction of penal and corrective insti- 
tutions have been running at double 
1952's rate 


Elect Mitchell, Zimmer 
To Sylvania Posts 
NEW YORK, N. Y. — Don G 


Mitchell has been elected chairman of 
the board and H. Ward Zimmer presi- 
dent of Sylvania Electric Products Inc 
Their headquarters are at the com- 
pany’s executive offices in New York 
City 

Mr. Mitchell, who has been president 
of Sylvania since 1946, succeeded Max 
F. Balcom as chairman. Although Mr 
Balcom has retired from the chairman- 


Don G. Mitchell H. Ward Zimmer 


ship, he will continue to serve the com 
pany as a director and in a consultative 
and advisory capacity 

Mr. Zimmer had been executive vice 
president since 1950. Three years prior 
to that time he was vice president in 
charge of operations 

Walter R. Seibert, who had been con- 
troller since 1950, succeeds W. Benton 
Harrison as treasurer. Mr. Harrison was 
elected vice president in charge of 
finance. Leon C. Guest, assistant con 
troller since January Ist, was elected 


controller 


Morley Electric Moves 

ST. PETERSBURG, FLA.—Morley 
Electric Supply Company has moved 
into a new building at 1536 Sixteenth 
St., South St. Petersburg, Fla 
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They are quiet—substantially silent in operation. + They can be used to full current 
rating on incandescent lighting loads. + They can be used to full current rating 
on fluorescent (inductive) lighting loads. ¢ They can be used on 277 volt 
circuits without relays. + They are totally enclosed. + They can be mounted 
in any position. + They are easy to install—designed for back or side wiring. 
They are available with brown or ivory handles. + Their performance far 
exceeds new Underwriters’ standards. + They have many times the life of the 
ordinary, conventional A.C.-D.C. switch. ¢ They can be used continually up 
to their full rated capacity on fluorescent or incandescent loads without overheating. 
They will control motors with running current 80°; of the switch 


capacity. + They are for A.C. operation only. 


DESIGNED FOR LONG LIFE AND QUIET OPERATION 


If you would like more information about this new development, drop us a line on 
your letterhead. Literature will be forwarded just as soon as it is off the press. 


Address Dept. W 





PASS & SEYMOUR, INC. SYRACUSE, N.Y. 


OFFICES: 71 Murray St., New York 7,N.Y. @ 1229 W. Washington Bivd., Chicago 7, Ill. 
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XN 


WAGNER 





Malleable Fittings 








WIDELY 
USED 


because of 


DEPENDABLE 


QUALITY 


Wagner Malleable Fittings, 
available in a wide variety of 
types and sizes, are bought 
for service dependability. In 
every case, buyers get the 
exact quality required for each 
application. 

Exceptionally well packaged in 
attractive cartons, these fit- 


tings make ideal shelf stock. ‘ 


Each carton is plainly marked —s 
for quick identification. It 


pays well to stock this line. to Finished Fittings 





7 





wa 





WAGNER MALLEABLE PRODUCTS CO. 


General Sales Office: 222 W. Adams St., Chicago 6, Ill. 
Foundry and Plant: Decatur 60, III. 





ILG Electric Starts 
New Addition 

CHICAGO, ILL.—Construction has 
begun on a new addition to the Ilg 
Electric Ventilating Company plant 
A fireproof reinforced concrete two- 
story structure will permit the expan- 
sion of the engineering and general 
offices as well as factory activities. It 
will occupy an area of approximately 
35,000 square feet 

When the present construction 1s 
completed the company will be housed 
in a building covering 210,000 square 
feet 


Federal Electric Buys 
Pacific Electric Corp. 

NEWARK, N. J.—Federal Electric 
Products Company has bought the 
Pacific Electric Manufacturing Corpo- 
ration. The announcement was made 
by T. M. Cole, president of Federal 
Electric and J. S. Thompson, president 
of Pacific Electric 

Federal Electric Products Company 
has acquired, for $4.5 million, approxi- 
mately 98 per cent of the common 
stock of the Pacific Electric Manufac- 
turing Corporation. It was pointed out 
that the merger brings together a man- 
ufacturer of primarily low voltage type 
electrical equipment for industrial and 


T. M. Cole 


home installations, Federal Electric, 
and a manufacturer of primarily high 
voltage type for long distance transmis- 
sion of electrical power, Pacific Electric 

The consolidation of the two firms 
forms a nation wide organization em- 
ploying 3,000 persons, with plants in 
industrial centers of the country: New- 
ark, N. J.; San Francisco, Los Angeles 
and Santa Clara, Calif.; Hartford, 
Conn.; St. Louis, Mo.; Dallas Tex.; 
Long Island City, N. Y.; Cleveland, 
Ohio; Gary, Ind.; and Scranton, Pa., 
(not yet in production ). 

Pacific Electric management, under 
Mr. Thompson, will continue to oper- 
ate the company's two manufacturing 
plants in San Francisco and Santa Clara, 
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CALENDAR OF EVENTS | 


Michigan Electric Association 
Annual Meeting 
Mackinac Island, 
June 21-24 
Speake rs, conferences, ente 


Mich 


riatnment 


International Association Electric 
League's 
18th Annual Meeting 
Fairmont Hotel 
San Francisco, Calit 
August 5-8 
Speakers, banquet 
IES National Technical Conference 
Commodore Hotel 
New York, N Y 
September 14-18 
Meetings 
National Electronic Distributors Assn. 
1953 Convention and Conference 
Chase Hotel 
St. Louis, Mo 
September 14-16 


education programs enter 


Conference 
satnment 
Rocky Mountain Electric Association 
SOth Annual Fall Convention 
Broadmoor Hotel 
Colorado Springs, Colo 
September 20-23 
Speake rs, banquet 
International Association Electrical 
Inspectors 
Silver Jubilee Meeting 
Edgewater Beach Hotel 
Chicago, Ill 
September 21-26 
Speakers, demonstrations 
tainment 


exhtbits, enter 


Eastern Electrical Wholesalers Assn. 
’nd National Electrical Industries Show 
69th Regt. Armory 
New York, N. Y 
September 29-October 2 
Exhibits 


) 





Calif., and the assembly plant in Gary, 
Ind 

“We are now in a position,’ Mr 
Cole pointed out, “to service all po- 
tential outlets for all types of electrical 
apparatus—electrical wholesalers, con- 
tractors, industrial organizations, pub 
lic utilities, and architects and engi 
neers—providing them with a com 
plete line of both low and high voltage 
electrical distribution and control ap- 


paratus.” 


New Moves Announced By 
National Electric 


PITTSBURGH, PA 
fices of National Electric Products Cor- 
poration, together with the sales and 
several other departments, now occupy 
the north, south and west wings of the 
ninth floor at 140 Stanwix St., 
way Center, it is announced by W. (¢ 


-Executive of 


Crate- 
Robinson, Sr., president 
In addition to the new executive of- 


fices, the three wings of the ninth floor 
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Why PIERCE Fuses 


Mean REPEAT BUSINESS To You 


... plus consistently 


HIGH_ PROFITS 


SCREENED 
VENTING 


a Keeps them 10 to 40% Cooler ! 33% 


Note how air circulates freely through 
the fuse permitting it to handle safe 
overloads. The resulting cooler opera- 
tion prevents rapid charring and 
deterioration of the fuse case. One 
reason why Pierce Renewable Fuses 
have 6 to 8 times longer case life. Yes, 
Pierce fuses are easy to sell — and they 
stay sold! 


Fou ihe.t FUSES 
Above All 
, COMPETITION . 


Pierce quality construction puts it in a 
class far above ordinary fuses. Only 
Pierce Fuses have the extra-strong 
tubular bridge which assures continu- 
ally correct knife blade alignment and 
perfect lifetime clip contact. Here's 
positive, economical, electrical protec- 
tion that users want and demand! 


All Pierce quality fuses dre equipped 
with the famous Balanced Lag Links. 


WRITE TODAY for this 

helpful booklet on fuses 
that positively avoid 
after blow. 


WE 
dances 


e ALSO A COMPLETE LINE OF QUALITY NON-RENEWABLE FUSES 


PIERCE 


LEICESTER 




















RENEWABLE FUSES, INC. 


STOCK 
IMMEDIATELY 
AVAILABLE AT 


Denver, Colorado 

c/o Denver Diet 
Mineral Co. 

1543 Decatur St. 


Philadelphia 22, 
Pa. 


Eastern Distributors 
1931 N. 2nd St. 


Haddon Heights, 
N. J. 


Eastern Distributors 
222 W. Atlantic Ave 


Morton, Del. Co., 
Pa 


Eastern Distributors 

Waverly Ave. N. of 
Yale Ave. 

P. O. Box 38 


New York City 11, 
New York 
Benjamin |. Erlich 


126 Ninth Avenue 


Dallas, Texas 

c/o Koon-McNatt 
Storage & Trans 
fer Co. 

1100 Cadiz 


Houston, Texas 
c/o Houston Termi 
nal Warehouse 
7 N. San Jacinto 

ft. 


Greensboro, N. C. 

c/o Central Carolina 
Warehouse 

E. Bessemer Ave. 


Tampa, Florida 

National Steel Cabi 
net Co. Warehouse 

1410 W. Platt St. 


New Haven 10, 
Conn. 

Wrentham Co. 

12 Whiting St. 


Boston, Mass. 
Wrentham Co. 
61 Hampshire St. 


Louisville 2, Ky. 

Walter R. Metz 

c/o A-M Electric 
Co. 

823 West Main St 


\\ 


\ r) 
\Z 


NATCCO g 


Three more reasons 


why NATCCO bathroom 
cabinets outsell others! 


NATCCO Cabinets are leaders because 

they represent quality plus economy. Naticnal 
offers features that no other company has. And 
National Steel Cabinet is the largest exclusive 
manufacturers of bathroom cabinets. 


Here's a counter display that will fit anywhere. 


A Made of sturdy materials, it displays the fast 


moving 1102FL GARFIELD model. 
It requires no assembling. It 
has a pocket for ‘take one" 


literature. You buy only one 


model 1102FL to obtain it. 


LIMITED 


OFFER!, | 


This well designed, four color 
floor display zooms cabinet 
sales. lt attracts attention to any 
part of your store — where it 
effectively displays four cabi- 
nets — two lighted and two 
unlighted models. This beau- 
tiful display is furnished you 
free-of-charge with each 
order of 3 each of models 
1102FL, 802, 1902FL and 
1902P. Easy to set up— 
takes less than 5 minutes. 


4 


NATCCO offers a complete line of 


handouts, mailing pieces, mats, catalogs, 
reprints, sale sheets—everything necessary for 
complete promotion of National Cabinets 

to your customers. All furnished free of charge. 


} Each month National Steel Cabinets are being 


promoted to thousands of architects, builders and other 


/ contractors. National advertising through trade and 


consumer magazine and direct mail tell the 
NATCCO quality story for jobbers and retailers. 


SEND FOR THIS 

PROFIT MAKING STORY! 
Read further details of how 
the NATCCO line of quality 
bathroom cabinets means 
more profits for you. Your 
letterhead will bring 
complete details. 


— 


& 
= 








| will contain the general sales offices, 


treasury and accounts payable and 


| receivable, advertising and publicity. 


In April the purchasing, traffic, serv- 
ice, export and part of the accounting 
departments and personnel were re- 
moved from the Chamber of Com- 


| merce Building to the corporation’s in- 


creased office facilities at its parent 
plant in Ambridge, Pa 


Honeywell To Open 

New Illinois Plant 
WARREN, ILL. — A new factory 

of Minneapolis-Honeywell Regulator 

Company's micro division will be 


| opened in this city in the near future 


The new plant, a 10,000 square foot 
building, is expected to employ ap- 
proximately 150 persons. 


From Errand Boy 


| To General Manager 


CHICAGO—Thirty-one years ago 
this month, Leon Weisbrod started as 
an errand boy for the Steiner Electric 
Co., electrical wholesaling firm of this 
city. Today Mr. Weisbrod is secretary 
and general manager of the concern, 
having held those positions since 1946. 

Born in Irkutsk, Siberia, he came to 
the United States in 1919 and joined 
Steiner Electric three years later—when 


Leon Weisbrod 


he was 15 years old. His principal duty 
was delivering orders to customers 
Streetcars and shanks mare were his 


| means of transportation. 


When Steiner Electric moved to a 


new location in 1924, Mr. Weisbrod 


also began to move—up. He was pro- 
moted to counter man, price clerk, cus- 
tomer service man, purchasing agent, 
and finally to secretary and general 
manager. During those years he saw 
the firm grow—from 5 or 6 employees 
to 50, from a small store to a building 
containing 35,000 sq. ft. of floor space. 

Reflecting on his errand boy days, 
Mr. Weisbrod recalls an occasion when 
he got off a streetcar to make a delivery, 
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leaving two packages at his seat. After 
he made the delivery he suddenly re- 
membered the other two packages 
Worried, he went to the city’s lost and 
found department. A fruitless check 
there left him with no choice but to go 
back and face the boss. He hopped on 
a passing streetcar walked back to take 
a seat—and there were his two missing 
packages. “Something like that can 
change your career,” Mr. Weisbrod 
says. I guess I was pretty lucky.” 


Graybar Announces 
New Appointments 


NEW YORK, N.Y.—John Reine is 
district manager for the Graybar Elec- 
tric Company at Cincinnati, replacing 
L. B. Westfall who died on April 24th. 
N. W. Zilch succeeds Mr. Reine as 
district manager at Minneapolis 

J. P. McCarthy is district sales man- 


4 


ager at New York. He was branch 
manager at Newark, N.J., where he has 
been succeeded by F. C. Sweeney. The 
successor to Mr. Sweeney at Albany, 
N.Y., as branch manager, is H. J. Fitz- 
patrick. 

E. E. Leavy has been appointed man- 
ager at Salt Lake City replacing S. B 
Cooper, who died on March 22nd. B. F 
Keyfauver succeeds Mr. Leavy as man- 
ager at Phoenix, Ariz. 


John Reine N Zilch 


Peoples Supply, Maryland, | 


Names R. B. McCawley 
BALTIMORE, MD.—Robert B. Mc- 
Cawley has joined the Peoples Elec 
trical Supply Company, Inc., as general 
sales manager 
Mr. McCawley was formerly with 
the Tristate Electrical Supply Com- 
pany. 
S. C. Goldman Honored 
As “Man of the Year” 


TOLEDO, OHIO — Stanford ¢ 
Goldman, executive vice president of 
the Commercial.Electric Company, was 
recently presented with the “Man of 
the Year” award given annually by the 
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W SHOWN ACTUAL Silt 


A push button 
with a 
lifetime finish 


€YNoTe ) 


PUSH BUTTON 
— 


Will not tarnish 
or corrode! 


Costs just pennies! 


CE CLS 
4 like a million! 


NOW ! Put your finger on extra 
sales with KeyNote..outstanding push button in 
the economy class! Stock it. Feature it. Sell it. It's your.. 


KEYNOTE TO REAL VOLUME! 


* Piano action 
* Easy mounting 


+ Classic, simple design 
* Never tarnishes, corrodes 
« Fine quality, low cost « Slim, streamlined 
« Chocolate brown with ivory key * Rich ivory with brown key 
¢ Mirro-brass with ivory key 
* Mirro-chrome with black key 
e JUST 26¢ to 52¢ each! 


DISPLAYS & PACKAGING that ring the bell! 


Stock Display Carton with. fold-back Counter Display colorful and atten 
cover. Your attractive silent salesman! tion-getting. Sells Edwards KEY 

Contains 6 Edwards KEYNOTES NOTES on sight. Has attached actual 
mounted on individual platforms. Dis samples in each of four colors. Display 
play always remains neat, safe en stands &” high, 744” wide 

courages impulse purchases. Packed 

one color to a carton 


SEND FOR 
ILLUSTRATED BULLETIN 


|Ebwarps 


EDWARDS COMPANY, INC., NORWALK, CONN 
In Canada: Edwards of Canada, Ltd 








MARCUS 


LIGHTING TRANSFORMERS 


for quicker, easier 


THREE PHASE INSTALLATION 


* ECONOMICAL 
* COMPACT - EFFICIENT 





1 te 3,000 KVA up a 
15,000 Velts to meet indi- 
vidual 


Requirements 
DISTRIBUTION 
GENERAL PURPOSE 
UNIT SUBSTATION 
PHASE CHANGING 
ELECTRIC FURNACE 
RECTIFIER 








J 





Representatives in Principal Cities 


— 


—MARCUS— 


“Mark of Quality” 


ONE OF THE WORLD'S LARGEST MANUFACTURERS OF DRY TYPE TRANSFORMERS EXCLUSIVELY 


installation 


New MARCUS “Type C" general 
purpose lighting transformers, for in- 
stallation either indoors or outdoors, 
are available for immediate delivery 
in sizes from 1 to 15 KVA, single 
phase and three phase. The full 
lighting line is available NOW, from 
stock, in sizes from 1 to 50 KVA, 
single and three phase, up to 600 
volts. All contain Class B hi-dielectric, 
hi-heat magnet wire insulated with 
DuPont's miracle “Mylar” polyester 
film with at least ten times the punc- 
ture strength of standard magnet 
wire. 

New MARCUS “Type C"’ indoor- 
outdoor lighting transformers are 
constructed with electrically welded 
sheet steel case. Scientifically placed 
vents provide completely weather- 
proof ventilation. Self-contained wir- 
ing compartment means faster-than- 
ever installation. 


Write for price list 


TRANSFORMER CO., Inc. 
HILLSIDE 5, NEW JERSEY 





Men's Club of Congregation B'Nai 
Israel. Mr. Goldman, age 34, is the 
youngest man to be so honored. 

He is also secretary of the McCleery- 
Carpenter Electric Company, Colum- 
bus, and first vice president of the Cen- 
tral State Electrical Distributors, Inc 
Mr. Goldman in addition is president 
of the recently formed Presque Isle 
Electric, Inc., Erie, Pa 


Mclilroy New President 
Of Pittsburgh Standard 


ETNA, PA.—Robert G. McIlroy has 
been elected president of the Pitts- 
burgh Standard Conduit Company 
Peter McIlroy has retired as president 
to devote full time to his position as 
chairman 

Robert McIlroy, formerly vice presi- 
dent and general manager, joined the 
company in 1945. He has been respon- 
sible for the firm’s modernization and 


Robert G. Méllroy 


expansion program, which has included 
a major new plant for the manufacture 
of electrical conduit at Morrisville, Pa., 
adjacent to the new Fairless Works of 
the United States Steel Company. 

Peter McIlroy was a co-founder of 
the company in 1905. The Pittsburgh 
Pipe Coil and Bending division is 
claimed to be the world’s largest manu- 
facturer of special radius pipe bends 
and elbows 


Ledlin Lighting, Inc. 
Merges With Stamford 


NEW YORK, N. Y.—Ledlin Light- 
ing, Inc., 431 W. Broadway, this city, 
has completed its reorganization and 
has merged with Stamford Metal Spe- 
cialty Co., Inc., at the same address. It 
will hereafter conduct business under 
the name Stamford. 

The expanded facilities, increased 
production and lowered prices now 
permit the company to merchandise its 
equipment through wholesaler chan- 
nels it is announced. 
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Herbert P. Beutow 


Minnesota Mining 
Elects H. P. Beutow 


ST. PAUL, MINN Herbert P 
Beutow is president of the Minnesota 
Mining & Manufacturing Company 
He succeeds Richard P. Carlton, who 
asked to be relieved because of ill 
health. 

Mr. Beutow was executive vice pres 
ident of finance for the company. Mr 
Carlton will become vice chairman of 
the executive committee 


Wesco Names Lenfestey 
MANCHESTER, N. H.—Douglas 


E. Lenfestey has been appointed man- 
ager of consumer products for the 147 
Hanover St. branch of the Westing 
house Electric Supply Company. He 
will also be responsible for consumer 
products sales at the Bangor and 
Augusta, Me., branch offices 


“Colorline’’ Announced 


CHICAGO, ILL. — Nikoh Tube 
Company has completed the installa 
tion of new equipment to produce a 
line of electrical metallic tubing that 
they call “Colorline E.M.T.” In reveal 
ing that the new line would be avail- 
able this month, a spokesman for the 
company reported over a million dol 
lars was spent on new equipment 





SMILING BRICHTLY for the camera 
man at the Industrial Electrical Exhibit 
of the EMRA held in Baltimore are 
J. C. Woodle (left) and A. M. Reeder 
(right). Mr. Woodle is with the Square 
D Company. Mr. Reeder is sales man- 
ager for the Tristate Electrical Supply 
Company. 
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OWERLL insulated wire 





Your choice of a source of supply for 
insulated wires, will very likely be de- 
termined by the ability of the manufac- 
turer to give you a good quality prod- 


uct at a fair and equitable price. More 





important than this, you will want to 
know that you can rely on the manu- 
facturer you select to stand behind his 
claims for his products, and to give you that extra measure of atten- 
tion and service that comes only from a personal interest in your 
needs and requirements. 

This is why here at Lowell we are sincerely concerned with our 


responsibility towards the accounts we serve. 


LOOK TO LOWELL INSULATED WIRE 


for prompt deliveries and good service 


NEOPRENE TELEPHONE MACHINE TOOL WIRES 
DROP WIRE 








171 


PORTABLE AND SPECIAL WIRES 
FLEXIBLE CORD AND CORDS 


a 


Write for complete catalog, samples and specifications. 


D> 
OWELL INSULATED WIRE DIVISION 
OF Ge (free thers fron tortion 


LINCOLN STREET -* LOWELL, MASSACHUSETTS 




















FOR EASY INSTALLATION 


Walter H. Bieringer, vice presi- 
FOR DOLLAR VALUE @ FOR QUALITY dent of Plymouth Rubber Co., Inc., has 
FOR SERVICE @ FOR SAFETY been elected to the board of trustees 


of Howard University 


Harry E. Metz will succeed Ron- 
ald N. Campbell as vice president in 
charge of manufacturing for Landers 
Frary & Clark. Mr. Campbell leaves the 
company on July 1 Charles C. Cook 
is vice president and general superin 
trendent. Leo Milewski succeeds Mr 
Metz as chief engineer. President Bret 
C. Neece made the announcement of 


the new appointments 


Elmer C. Dvorak is vice president 
in charge of sales for the Camfield 
Manufacturing Co., Grand Haven, 
Mich. He succeeds the late Al Sanger. 
Mr. Dvorak comes to Camfield from 
the Rival Manufacturing Co., where he 


was assistant to the president. 


William N. Brinker has joined the 
staff of the Porcelain Enamel Institute, 
Washington, D. C., as administrative 
assistant. He was most recently a mem- 
ber of the sales planning department 


NO. 1734-C of General Motors Frigidaire division 
TER i 
hair 
Parker H. Stough has been ap 
pointed sales and product counselor for 
the BullDog Electric Products Co., De- 
troit, Mich. He will supervise the crea 
tion of programs designed to increase 
: sales effectiveness and product know!l- 
You'll find every (CEES) product is made edge and will act as liaison between 
of fine quality materials ... plus precision 
engineering and 30 years of manufacturing 
skill and “know-how” a combination dent, Alva A, Togesen. 
that assures you of a fine porcelain prod 
uct, durable, safe and easily installed M. F. Moriarty, district manager of 


For best results, specify (C3) cue DUALITY 
(COTS) x Sarin northern New England, electric house 


field engineers and the sales vice presi- 


wares division, Landers, Frary & Clark, 
Write for free Illustrated Catalog 


will also act in a supervisory capacity 


for southern New England in which 





J. J. Coughlan is district manager. 


Thorn L. Mayes is general manager 
of the new small integral motor depart- 
ment, General Electric industrial power 


components division 


Dr. H. N. Stephens has _ been 


elected vice president in charge of cen 


tral research, Minnesota Mining & 


Manufacturing Company 


Herbert Sands has been appointed 
to the sales department of the Philco 


} 


Corporation's radio division 


Louis W. Grotta, vice president of 
PO RCELAIN CORP. Continental Copper & Steel Industries, 


Inc., and general manager of the Hat 











KNOXVILLE 1, TENNESSEE 
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field Wire & Cable division, Hillside, 
N. J., was honored recently for twenty- 
five years service to Hatfield. He was 
presented with a scroll to commemo 
rate the event by Floyd Sargent, Hat- 
field’s oldest employee. 


Donald H. Kunsman is vice presi- 
dent of the RCA Service Company. He 
will be in charge of the consumer 
products service division. Gerald W. 
Pfister succeeds Mr. Kunsman as 
treasurer and controller of the com 
pany 


David J. Whalen is district sales 
manager for General Electric replace 
ment tube sales. His headquarters will 


be in Kansas City, Mo. 


C. Swan Weber, eastern district 
manager of Westinghouse Electric 
Corp., headed the Electrical Manufac 
turers and Suppliers division for the 
1953 April Cancer Crusade. John 
Reed Kilpatrick, president of the 
New York City Cancer Committee 
made the announcement 


Chester M. Boehm is manager of 
sales policy, mechanical goods division, 
United State Rubber Company. He 
was assistant manager of the sales oper 
ating department for the same division 
Thomas S. Savoury has been placed 
in charge of commodity sales for 


Uskon electrical heating panels. He 


PORTABLE 


. 


5 : 
‘ATOLIGH 
Wed Hee 
for use anywhere! 


Meets the growing demand for portable 
power to operate time-saving A. C 
electrical equipment such as saws, 
tools, heaters and lights. Nationally 
advertised, precision made, priced low 
Also KATOLIGHT Power Plants from 
350 watts to 42 KVA. D. C. Models 
500 W. to 15 K.W., for continuous or 
standby service. Generating equipment 
to 300 K.W. 


WRITE FOR 
DETAILS 


Box 491-92 Mankato, Minnesota 
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ror Custom-Quality 
WIRING JOBS... SELL 


KEYSTONE 


WIREWAYS AND FITTINGS 


Here's a fast-moving line 

for you to stock and sell! 

It's complete .. . every type 

of wireway in demand today, 

plus a variety of versatile 
fittings for any electrical dis- 
tribution layout. Look over this 
“All Star Lineup” .. . then take 
steps to line up with Keystone! 





bs ya me 
a 
FLANGED HINGED COVER —1’ thru 5’ > 
lengths— 214" x 244", 4" x 4", 6" x 6", 8" x 8". 


, AD sUSTABLE 
NIPPLE JUNCTION BOX T > 5 TELESCOPE FITTING 


7 OB SY & 


UNIVERSAL REDUCING 
BRACKET HANGER BUSHING 


UNIVERSAL sSQuatt 
DROP HANGER PULL BOX 


CLOSING PLATE 





FLANGELESS SCREW COVER—1’ thru 5’ 
lengths—2%" x 24", 4" x 4", 4” x 6", 6" x 6", 8 x 8". 


: 


“U" CONNECTOR +5° BBOW 90° BBOW 


CUTOUT AND 
PULL BOXES 


Tee” FITTING 
AND PULL BOX 





TYPE “A” HINGED 
COVER SURFACE 
CUTOUT BOx 


TYPE “SC” SCREW 
COVER PULL BOX 


OW BURNER 
CuTOouT 80x 


There's the picture . . . typical of the versatile, profitable Keystone line. You can 
get the whole story, including specifications and prices, from the new Keystone 
catalog, just off the press. Now, while you're thinking about it, drop us a note 
asking for your free copy! You will be under no obligation at all. 


KEYSTONE MANUFACTURING COMPANY 
23328 Sherwood Ave. @ Centerline (Detroit) Mich. 


Sold Through Leading Electrical Wholesalers Coast-to-Coast 





HERE’S FULL-TIME PROTECTION 
FOR TEMPORARY CIRCUITS 


For temporary circuits needed in construction work and other out 


side jobs, the Heinemann “Receptacle- Pype” Outdoor Service Unit 
provides on-the-spot power with full circuit protection. 

Combining convenient utility with absolute protection, this Heine- 
mann Outdoor Service Unit has wired-in rec eptacles for tools, pumps, 
floodlights and other equipment. It's a portable, fully protected service 
unit that can be carried trom job to job... without makeshift arrange- 
ments. The only connections needed are those directly to the line. 

\s Heinemann Circuit Breakers employ no thermal elements, cur- 
rent capacity of the unit is not affected by summer or winter tempera- 
ture extremes—an especially important feature in outdoor equipment. 

Should a fault in the line trip the breaker, the user restores current 
simply by switching the handle to the “ON” position. There is no con 
fusing reset position... no need for the power company to make extra 
service calls. 

“Receptacle- Type” Outdoor Service Units are housed in rugged, 
weather-proof enclosures which may be padlocked to prevent tampering. 
Plug-in receptacles are on the bottom. Also available with spring-hinged 
door to enclose receptacles when not in use 


For complete details, write for Bulletin 2013 


HEINEMANN ELECTRIC CO. 
152 Plum St. ¢ Trenton 2, N. J. 


JAMES D. DALY is director of sales 
of the brass and copper tube division 
of Triangle Conduit G Cable Co., Inc., 
New Brunswick, N. J. He was with 
the Graybar Electric Company, most 
recently as eastern district sales man- 
ager. During 1950-1951, Mr. Daly 
served as chairman of the Wire and 
Cable committee for the N.A.E.D 
The appointment was announced by 
Carl S president in 
charge of sales 


Menger, vice 








continues as manager of mats and 
other flooring specialties. Robert C. 
Cassidy has been named Uskon mer 
chandise manager of the mechanical 
goods division 


Alfred E. Carpluk replaces J. J. 
Jamison on Trumbull Electric's sales 
engineering staff. His headquarters are 
in Boston 


Herbert W. Hoover, Jr., is execu- 
tive vice president of The Hoover 
Company. Mr. Hoover, a grandson of 
the founder, started working for the 
firm in 1933 on the assembly line. 


CORRECTION 


In the April issue of ELECTRICAI 
WHOLESALING, Mr. Henry G. Mohr- 
ing was listed as being vice president 
in charge of sales for the American 
Electrical Heater Co., Detroit, Mich 
Mr. Mohring’s new title is that of vice 
president in charge of finances. 


MANUFACTURERS APPOINT 
SALES REPRESENTATIVES 


Broan Manufacturing Co., Inc., Mil- 
waukee, Wis., has added the following 
agents to augment ten representatives 
previously appointed: Harry M. Bell 
Associates, 101 N. 33rd St., Phila., Pa., 
eastern Pennsylvania, southern New 
Jersey and Delaware; C. J. Brassell, 608 
Tampa St., Tampa, Fla., state of Florida; 
Robert A. Broan, 1613 Mulberry Ave., 
Charlottesville, Va., Virginia and North 
Carolina; James F. Donoghoe Co., 660 
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Upland Rd., Louisville, Ky., Kentucky 
and southern Indiana; Russ J. Gerde 
Sales Co., 5649 Grand Ave., So., Min 
neapolis, Minn., western Wisconsin, 
Minnesota, North Dakota and South 
Dakota; L. L. Goding, 6843 Kingsbury 
Blvd., St. Louis, Mo., eastern Missouri 
and southern Illinois; LaSalle-Green 
leaf, 8905 Lake Ave., Cleveland, Ohio 
Cleveland and northern half of Ohio; 
Phil Rich Fan Mfg. Co., 2900 Caroline 
St., Houston, Tex., Texas and Okla 
homa; James B. Schooler Co., 2008 
Baltimore Ave., Kansas City, Mo., west 
ern Missouri, Kansas, Arkansas, Ne 
braska and Iowa; and George Wash- 
ington, 1541 N. Decatur Rd., Atlanta, 
Ga., state of Georgia 


The Miller Company, Meriden, 
Conn., has appointed H. L. Spear to 
represent the illuminating division in 
the Oklahoma City, Tulsa and Dallas, 
Tex., territory. Mr. Spear will make his 
headquarters in Oklahoma City 


Conduit Nipple Manufacturing Co., 
Pittsburgh, Pa., has appointed the 
Charles K. Ramond Co., as representa 
tives in Louisiana, Mississippi and Ala 
bama. Headquarters are at 1021 Caron 
delet Bldg., New Orleans, La. 
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QUALITY FITTINGS 
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CABLE SUPPORTS 
. 
CABLE CLIPS 
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Pullman Manufacturing Qo. 
1209-1215 JEFFERSON STREET 


LATROBE. PA. 


ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 
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IN OW E packed to sell 2 ways | BP 


es 34 —20 " Sanford B. Baum 


Sanford B. Baum, retired district 
HANGER IRON manager and sales representative for 
° + | the Lappin Electric Company, Milwau- 
in col s kee, Wis., died after a long illness on 
May 13. He was 64 years of age, and 
had been associated with the company 


for 27 years 


Harry C. Calahan 


Harry C. Calahan, who retired a year 
ago as commercial vice president of the 
General Electric Supply Company died 
on April 25th in Tucson, Ariz. Mr 
Calahan, who was visting his son, lived 
in Norwood, N. J 

He was a member of the Circus 
Saints and Sinners, a former president 
of the Electrical and Gas Association of 
New York, a director of the County 
IN INDIVIDUAL A ., Trust Corporation of Tenafly, N. J., 

PACKAGES y ws ‘ and a member of the New York Ath- 
oe attractive 4 letic Club 

urdy, 
packages, shipped Joseph M. Supple 
25 packages to @ Joseph M. Supple, vice president of 
Eaco, Inc., New Orleans, La., died on 
April 4th. Mr. Supple, an active sup- 
porter and participant in the NAED, 
was a member of the association's in- 
dustrial and commercial lighting com- 


carton. 





mittee 


MERCHANU NY — Gulian V. Weir 
7 ™ RTON Gulian Verplank Weir, former man- 


Merchandiser holds 24 aging director of the Eastern Electrical 
individually packaged Wholesalers Association, passed away 
coils, takes less than q : suddenly on May 15th. He was 66 
square foot of ¢ years of age 

space, ie . Mr. Weir, known throughout the 
industry as “Cap,” was a professional 
soldier with the U. S. Army for twenty 
years. After leaving the service he en- 
tered the electrical business and was 
variously engaged as a manufacturer, 
manufacturers’ representative and 


Fig. 500M.1 


Now, you can stock this fast moving product in any one or all of three ways to suit wholesaler. Prior to his connection 
your customers’ preferences with the Eastern Electrical Wholesalers 
Paine '% 20" Perforated Hanger Iron %, wide, 20-gauge steel — sells fast Association, he was sales manager for 
because workmen like if. It's electrogalvanized cleOn and rust-proof has milled the Circle F. Manuf acturing Company 
burr-free edges that are easy on the hands, and is compact fo ocket or tool bo 7 ee : a 
P ve ‘ ss Mr. Weir was managing director from 
SANE August 1934 to October 1951. He 
lived a major portion of his civilian 
life in Monmouth County, N. J. 





Write for NEW CATALOG and the complete 
story on Paine products today. L. B. Westfall 


L. B. Westfall, district manager of 
the Graybar Electric Co., Dayton, Ohio, 


the best craftsmen always take died on April 24th in Florida. He suc- 
cumbed after a long illness. Burial was 


THE PAINE COMPANY, 3 Westgate Road, Addison, IMlinois | in Fe. Thomas, Ky., where he resided. 
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Chetf Adjustment ic 


0 | 
| ad 
O/ factor AUTOMATIC® PORTABLE 
sae DISPLAY LIGHTING is 
with Equipto Bi = pail argmmcagan 
lron-Grip Steel Shelving other: ee, 


cases out of reach of permanent lighting 
fixtures. 


Each Tork unit has an extra 
outlet for additional hook-ups 
I from the same outlet. 


SIMPLY 
PLUG IN 


No installation cost De partment 
— 


WHY Store 


a built-in timer? 
. Keep windows aglow after closing | Economist 


hours. The built-in timer turns on 


° and off daily. Simple t t — with- 
Exclugive Ctud ote. 
Sanne . Accent Lighting produces 
eliminates huts, bolte sales. So easy to arrange. 
and toole \s 2 Saves time and labor. 
A slope in the keyhole DY, i Keep display windows elsewhere 


joins with the taper on ‘C_ } working more hours 
the stud to form the \ ‘ 
tightest and srongest of * A per day. 

grips An exclusive ai / 

quipto feature 





and 


> 

i. 
T * 

Iron-Grip Steel Shelving permits ORK 

instant adiustment of shelves on 1! 

centers entirely from front with 

out moving the unit. This enables user Are 


e ~ 
to quickly and easily adapt the shelvy isp ay ig ts 
And 


ing to changing storage needs 











since each shelving unit is complete 


in itself it may be moved at any time Increase sales potential of 

poe — fupsemgrd of - windows and showcases by 

se yy. svlatc tg econo ay be ad ! 

as storage needs expand Clip pies oats sy ao 

Equipto Iron-Grip Shelving is immed Coupon h read 
NOW ours per day. y 

either open or closed, with or wane at BSF SS SSS SSS Henan an aeananen ana ee — 


] de } nn d or lab 
dividers bin fronts, drawers, « abe Tork Clock Co. (Dept. E) Mt. Vernon, N. Y. 
holders. Write today for free catalo 


you 


iately available from stock in all sizes 


| - mi Please send literature and prices on to 

of complete line quipto sé ts only your complete line of Tork Timelights. 

through wholesalers — never direct 
R Patent Pending Name 


Address 


eam Deliver 


My dealer is 


93 trovie Avenue, Aurore, Wincis TORK CLOCK CO., Mt. Vernon, N.Y. 9 


Monufocturers of 
steel! shelving ports bins drower units 
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3 new 
push buttons 


v Trine 


—that your customers 
asked us to design 


By Popular Demand! Lowest cost to you 


NEW! Extra Heavy Forged Solid Brass 


Industry-standard colors, Ivory 
or Brown 

Strength with flexibility 
Complete line, smartly designed 
Fit all standard wiring devices 


Immediate delivery 


SINGLE, NAME PANEL . 
avenn ty All plates packed in individual envelopes 


with brown or ivory enameled metal screws 


@ Equipped with TRINE’S MOLDED PLASTICS, INC. to match. Write for low prices and catalog 
new, Twin Contact | sheet showing all Reliance standard plates. 
Mechanism for positive | 335 Barton Street, Pawtucket, R. !. 
contact. | 


ne | TORE «4 NAILKLIPS 


@ Ruggedly built for long, 
trouble-free service 


‘ae PANEL @ Finishes: dull brass 
NA P . ’ an . F 
#25917 polished brass, polished i CA MDEN, N. }. —The May meeting 


5%" x 1%" chromium plated of the Electrical League of South Jersey e EASY INSTALLATION 


Ail for ringing chimes, bells, was especially designed for electrical 


and other signals contractors. Robert D. Wilder, distribu- 
NEW! ANTIQUE | e FIRM SUPPORT 


tion engineer, Public Service Electric 
Solid Brass 


ELECTRIC 
PUSH BUTTON 
Here's a faster, 


@ Hand forged design to firmer method of 
blend with black iron > ee, clamping cable and 
door hardware, simu- | . tubing. Sturdy, one 
lated forged iron piece construction of NAILKLIP mokes installo- 
finish tion easy. Fits entrance cable sizes 2-8 to 2-3 
@ Also available in pol- ’ [ Armored and non-metallic sheathed cable sizes 
ished, hammered brass heat Ge : 14-3 to 10-2 
@ Equipped with Stan- NOW AVAILABLE FOR 
= roi #25450 . IMMEDIATE SHIPMENT 
utto a ' 
“ #25828 Soe Send for prices and literature today! 
@ Insulated 34%," x 14%" 
Write for catalog sheets | §T'S A COOL SUMMER ahead for 
Ann Gerber who won a /2 
. Mitchell room ai tio 
“Saoms teen, Geer | RONEN VEIN Git COREIONET a8 © Coer 
FAmO prize at the pre-opening press party 
gy since 1 of the Electric Association of Chicago 
} 
} 


give 











Air Conditioning Show, Howard Haas, 


right, Mitchell advertising and sales SAVES TIME-- TROUBLE AND MONEY 


a: Nall fe promotion director, briefs the winner 

f } iS as J]. A. Bilheimer, chairman of the air C/ ad Wiin 

conditioner committee, looks on. The £?, e ° int 

MANUFACTURING CORP. Graybar Electric Company is exhibiting 32% W 1KTH STREET - CHICAGO 8 ILL 
NEW YORK 61, N.Y. the units at the show. 


ELECTRICAL WHOLESALING—June, 1953 





SECOND ANNUAL Electrical Buyers 
Guide is mailed by the publications 
committee of The Electric Association 
of Kansas City. Left to right, John S 
McDermott, executive manager, Elec- 
tric Assn.; J. E. Launder, Jr.; H. J 
Gershon; R. F. Janda, Graybar Electric 
Co., committee chairman; and J. F 
Habig, assistant to executive manager, 
Electric Assn. B. W. Rockey, commit- 
tee member, was not present when 
picture was taken 





and Gas Co., spoke on the types of 
electrical service and the various kinds 
of grounding methods 


CLEVELAND—The Electrical League 
of Eastern Ohio has welcomed a new 
member, Leo J. Reeve, Moock Electric 
Supply Company and, a guest, Herb 
Schaffner, General Electric Supply 
Company. 


DALLAS—The Dallas Electric Club 
recently presented H. L. Nichols, chair 
man of the board of the Southwestern 
Public Service Company, as guest 
speaker. He presented a technicolor 
moving picture showing the growth 
and possibilities of the Panhandle ter- 
ritory served by his company 


MINNEAPOLIS — North Central 
Electrical Industries announces that an 
all-industry organization has _ been 
formed by electrical groups in South 
Dakota to promote the sales and use of 
electrical equipment and to develop 
markets for new products. It will be 





You'll Make 


_More Repeat 
Sales Easier 


‘at JXNOPP 
Voltage Testers 


Have Exclusive Prod-Mount 
... Many Features 


You'll make more sales, your buyers are 
happier — when you sell the pace-setting 
Knopp Voltage Tester. Your customers say 
“Goodbye to risky, time-wasting fuss in test- 
ing” because of the 5 main safety features: 
(1) exclusive Prod-mounting Socket in housing 
making this tester easier, faster, and safer 
to use, and ending time-wasting “three- 
handed” testing; (2) protection through Dual 
indication of voltage by solenoid and neon 
lamp working independently; (3) positive 
scale readings; (4) signal by hum and 
vibration; and (5) thorough insulation 
throughout, even to the sharp point of each 
prod. 

Well-built and shock-proof in a LAMI- 
NATED Bakelite housing, the Knopp Voltage 
Tester telis immediately and simply if circuit 


For Safety and 
Ease of Use, One of 
the Prods Mounts 
in the Housing! 


The Prod-Mount is completely covered by a patent 
held exclusively by Electrical Facilities Inc 


is open or closed; magnitude of voltage 
between 110 and 600; a-c or d-c, pure or 
rectified; 25 or 60 cycles — for testing old 
and new circuits, fuses, locating grounds, etc 
Some of the nation's 
largest utilities, after 
testing all brands, use 
Knopp Voltage Testers 
by the hundreds. 
So sell the widely- 
used, reliable Knopp 
Voltage Tester with the 
patented, time - proved GOOD SELLER! 
Prod-Mount, and other |The Knopp Phase 
safety features. Write s59¥*R°Soe v: 25 te 
for illustrated, free, new, 60 cycles; 
descriptive Bulletin No. ,,uetstine 
425, prices and dis- 
counts. 





or 
weight. ’ 
Big time saver. 


ELECTRICAL FACILITIES INC. 
4283 Holden St., Oakland 8, California 


\. AIR CIRCULATORS , 








1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 
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MAKE “YEAR ROUND” Money . 


WILSTER Automatic Air Circu- 
lators (patented) do a job no 


Air in 
Summer 


2 Distributes 


heat in 
WINTER 


3 REDUCES 


Fuel bills 


YEAR 
ROUND! 


other unit can do. They cool 
rooms in summer WITHOUT 
hormful direct drofts. The same 
units in winter REDUCE fuel cost 
@s much os 20% by DIFFUSING 
air in stores, factories, etc. They 
create better and healthier work- 
ing conditions the year round. 


USED EVERYWHERE 


Hundreds of units have been in- 
stalled in factories, offices, 
homes, stores — can be used in 
all types of buildings. They are 
easily installed on ceilings, out 
of the way and operate auto- 
matically. WILSTER Automatic 
Air Circulators are a YEAR 
ROUND money maker. Write to- 
day for complete details. Many 
of your customers con use it— 
there is nothing else like it. 


Write for Details 


WILSTER, 


Patent Now 
355204 
TROI2 
D-139347 








Monufacturers 
Representatives 
We have good terri- 
tory open for well 
established represent- 
atives calling on 
Electrical Whole- 

salers. 








INC. 


1323 East 152nd 5St., East Cleveland 12, Ohio 











WEATHERPROOF LAMPHOLDERS 
AVAILABLE FROM STOCK 


Mit 


SEND FOR 
BULLETIN G 
FOR COMPLETE 
DESCRIPTION OF 
THESE UNITS AND 
OTHER ACCESSORIES 


CAT. NO. 801 
CAST ALUMINUM BODY CAT. NO. 861 
AND ARM. FURNISHED WITH SLIP 
WITH AF WIRE LEADS. FITTER FOR 
2” POLE 
MOUNTING 


CAT. NO. 807 
JUNCTION BOX 
FOR MULTI MOUNT 


UP TO 5 UNITS CAT. NO. 803 


HOLDER FOR 
COLORED LENS 


FLECTRIC MFG. INC. 


f 4223 W. LAKE ST. CHICAGO 24 











lhe Emblim of kialily 


Confusion 
here... 


There’s order in this plant—and in the 
many, many other factories and offices 
equipped with Faraday signals and 
systems. They stop confusion and save 
steps, paging and signaling clearly 
and faithfully, day-after-day, 
year-after-year. 
For generations, Faraday engineers 
have designed bells, buzzers, 
horns, chimes and complete systems 
to meet an endless variety of 
signaling needs and sound level 
requirements. 


WRITE FOR DESCRIPTIVE LITERATURE 





HOLTZER-CABOT FARADAY STANLEY & PATTERSON 


CONSOLIDATED BY 


SPERTT FARADAY INC. sorian, mic. 


BELLS -BUZZERS HORNS - CHIMES - VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 








known as the “South Dakota Electrical 
Council.” J. E. Stoddart, Northern 
States Power Co., Sioux Falls, is presi- 
dent. Virgil Herriott, Sioux Valley Em- 
pire Electric Assn., is secretary-treas- 
urer. North Central Electrical Indus- 
tries will cooperate on area promotions 


| and market development programs. All 


subscribers to the South Dakota Elec- 
trical Council will receive regular 
mailings of N.C.E.I. bulletins 


OMAHA—tThe Nebraska-Iowa Elec 
trical Council has issued its second an 
nual appliance directory. It contains a 
list of all distributor members of the 
council, as well as an alphabetical list 
of all appliances, under each the vari 
ous brand names, and the distributor 
handling the lines 





A hot weather contest sponsored by 
the council concerns the promotion of 
air conditioners. Titled, “Weather 
Prophet,” the contest is designed to get 
prospects into a store at least twice 
The rules are that the prospective cus 
tomers are to predict how hot it will 
be on July 4 and to complete the state 
ment: “I want a Room Air Conditioner 
because— 
tion for two in Colorado plus a 1! 


First prize, a 5 day vaca 


ton room air conditioner installed in 


(Pot. 22632356) 


also 
THIEL Easy-Drive 
“Nail It’ 
and 
THIEL “Easy-On”’ 
Straps 


BANG THEM DOWN 


... they won't Bend 


Contractors save time—labor—material 
with these strong, rugged THIEL Staples. 
They go in straight and true—greatest 
improvement in staples for cable work 
(metallic and non-metallic) in 25 years. 
Send for FREE samples. Sold by Leading 
Electrical Wholesalers—write for infor- 
mation on open territories. 


TOOL AND 
bd E ENGINEERING 
COMPANY 


1413 N. Market St. e@ St. Louis 6, Mo. 
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the winner's home 
PITTSBURGH — The final spring 


luncheon meeting of the Electric 
League of Western Pennsylvania pre- 
sented Pressly H. McCance, president, 
Duquesne Light Co. as_ principal 
speaker. Mr. McCance's topic was “The 
Future of the Electrical Industry 


ROCHESTER, N. Y.— Frank Red- 
ecker, Redecker Bros., Inc., has been 
reelected president of the Electrical 
Association of Rochester, Inc. New 
officers include: First Vice President, 
George Stewart, Stewart Wholesalers, 
Inc.; Second Vice President, Walter 
McKie, general sales manager, Roches- 
ter Gas & Electric Corp.; Treasurer, 
Ralph A. Whitford, treasurer and sales 
manager, ReQua Electrical Supply Co., 
Inc. Mr. Whitford was reelected 


WASHINGTON, D. C.—The Elec 
tric Institute of Washington has made 
available, to all members, a new direc 
tory of electrical distributors and man 
ufacturers products they handle. The 
37-page booklet lists alphabetically by 
appliance and trade name such items as 
air conditioners, appliances, equipment, 
lighting fixtures, radiant heating panels, 
radio and television and indicates the 
distributors who sell them 





ELECTRIC SOLDERING TOO 


SCREW TIP 


Built for rugged 
handing 


Cool wood handle 
The “hang” or 
balance that makes 
work easy 


Low operating 
cost. 


STANDARD 
TIP SIZES 


OTHER VULCANS: Plug Tip—all parts 
replaceable. Pygmy—for delicate work. 
Electric Solder Pots and Glue Pots 


VULCAN ELECTRIC CO 
panvers 9 mass. 


TRACE 
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y Wedge-Grip 


CONNECTORS 


$SC-12K, SC-6 and 
SC-6X hove extra 
reinforcing plote for 
additional thread 
strength 


O/ o On many connections 

SAVE YOU 50% IN COST! adie ooo tans ae 
THEY’RE SOLDERLESS Vv CORRU- a slow, bothersome 
GATIONS CLAMP WIRES SECURELY soldered splice or used 
HAVE NO SEPARATE PARTS more expensive con- 

; REQUIRE ONLY SCREWDRIVER, nectors you can use 
WRENCH OR PLIERS TO INSTALL! “Wedge-Grips.” These 
PART NO BGS WIRE handy ccnnectors help 
— “ Head i a stretch labor bn 
crew crew Ox and keep costs down 
$¢-6 Vax by Reed Made of pure, high 
6 Strand conductivity, hard 
6 Strand drawn copper with 


4 Strand 
2 Strand bronze screws 





























BATTLE CREEK, MICH. 
ELECTRICAL FITTINGS 
FOR WIRE and CABLE 


NG), ° Pe Set" 


Fixture Hangers 
FOR INSTANT ALIGNMENT 


At last you can get a Fixture Hanger that turns to any angle alter being 
screwed to an outlet box. Although base and receptacle remain stationary 
hanger arms may be turned to align with any preconceived lighting plan 
Exclusive Friction Ring firmly holds fixture in selected position. Hanger 
screws on to 3'4%" or 4° outlet boxes, no other fastening necessary. Fur 
nished complete with receptacle, two 5’ chains, hooks and cord clips. Also 
available with bushed hole only, or with 3 wire solid ground receptacle 
All Friction-Set Hangers are approved by the Underwriters’ Laboratories 
K100 shown above, List Price $1.18 + Write for Bulletins M25, K26 and K27 


SIMPLET ELECTRIC COMPANY 


3600 West Petomae Avenue, Chicago $1, tilineis 
11 Park Place, New Yor 7, New York 











» = y * Cites Way 7 
Use KEES adjustable OUTLET 


BOX HANGERS 





Yes, Kees adjustable outlet box hangers 
are easier, and quicker, too! There's no 
need to notch the joist, for “offset’’ Kees 
hangers may be fastened to higher or 
lower side of joist. Box may be adjusted 
to any position from close to ten inches 


out from joist. 


Since 1874 


Can be used for mount- 
ing any type of box 


A Universal 
Box Hanger 


More easily installed that a bar hanger. 
Fastens to joist with 3 nails. Bracket is 
heavy pressed steel ten inches long. Three 
inches wide at nailing end. Rigid and 
amply strong. Lower edge is formed into 
tube on which the fixture-stud slides. 
Stud can be positioned exactly. Comes 
complete with fixture-stud and over-size 
notched locknut. (Outlet box not fur- 
nished). Write for complete information. 


ond fixture from any 
type ceiling using any 
wiring 
g Write Dept. EWH-9 for Free Catalog 


F. D. KEES MFG. CO. 


BEATRICE 


NEBRASKA 














Rugged 50 Ampere Time Switch 
For Severe Service Requirements 











HEAVY DUTY BADGER 
Send for FREE catalog 


The sturdily built Reliance “Badger” 
is designed to operate dependably 
in damp or dusty locations . . . in 
extreme climates and under un- 
favorable weather conditions. Extra 
heavy gears and slow speed syn- 
chronous motor assure a longer 
working life. An omitting device is 
available for greater switch flexi- 
bility . . . eliminates the “ON” 
operation when desired. 


RELIANCE AUTOMATIC LIGHTING CO. 
1911 Mead St., Racine, Wis. 


RELIANCE TIME SWITCHES for Automatic Control of: 


*STORE WINDOWS 

“BILLBOARDS 

*COMMERCIAL HEATING AND 
AIR CONDITIONING 

“FLOOD LIGHTS 

“COMMERCIAL REFRIGERATION 

“INSTITUTIONAL LIGHTING 


*HOTEL AND APARTMENT 
HALL LIGHTING 
*POULTRY HOUSE LIGHTING 
“INDUSTRIAL PRE-HEATING 
“OFF-PEAK CONTROL OF 
WATER HEATERS 
*RESIDENTIAL LIGHTING 


RELIANCE TIME SWITCHES 





MORE FACTS 
ON PRODUCTS 


Wiring Catalog — Electrical wiring 
catalog is illustrated and designed for 
quick reference. This 1953 edition con 
tains information on electrical wiring 
devices and _ interlocking devices 
Copies may be had from the catalog 
dept., Rodale Manufacturing Co., Inc., 
Emmaus, Pa 


Color Lamps—Reflector lamps include 
four which produce basic colors—red, 
green, yellow and blue—and two which 


| produce blue-white and pink tints 


They may be mixed or diluted with 
white light for other colors. General 
Electric Co., Nela Park, Cleveland 12, 
Ohio 


Coffee Filter—Stainless steel perma- 
nent type filter is for use with a vacu- 
um-type coffee maker. It is 612 in. sq 


Sunbeam Corp., Chicago 50, Ill 


Insulator—Impact styrene plastic in- 


| sulator requires no tools. It is especially 
| designed for electric fence systems. The 


insulator is colored red to indicate 


danger. No tie wire is needed to hold 


TRADE-WIND 
CLIPPER VENTILATORS 


Ceiling models 
for kitchen — 
bath — den 

— laundry 


Ul 


Cabinet model — 
ventilates both 
top-of-stove and 
ceiling 


TRADE - -WIAND MOTORIANS. (40 
572) ee Ceo 


los Angeles 37. Colt 





WANTED 
MANUFACTURERS REPRESENTATIVES 
FOR FOLLOWING AREAS 


A. UPPER N.Y. STATE & W. PENN. 
MIDDLE ATLANTIC STATES 
SOUTH EASTERN STATES 
SOUTH WESTERN STATES 
OHIO, IND. & MICH. 

ILL. WIS. & MISSOURI 
KANSAS & NEBRASKA 
BY 


MANUFACTURER OF T & TW 
POT U/L e PLASTIC BELL e 
THERMOSTAT e@ TELEPHONE e 
CONTROL CABLES 
RW 7895 Electrical Wholesaling 
330 W. 42nd St., New York 36, N.Y. 
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the fence wire. North Central Plastics, 
Inc., Ellendale, Minn 


Ballasts—Five new fluorescent ballasts 
are for rapid-start lamps. Included are 
a two-lamp ballast for the new one 
ampere 100-watt rapid-start lamp; a 
three lamp ballast; and three odd volt 
age ballasts. General Electric Co., 


Schenectady 5, N. Y 


Industrial Instrumentation — More 
than 300 technical case histories and 
general information articles on indus 


trial instrumentation, covering all the 





major industries, are listed in a special 
alphabetical index. Copies may be ob 
tained from Minneapolis-Honeywell 
Regulator Co., industrial div., Phila- 
delphia 44, Pa. 


Illuminated Ceiling—A one foot 


square louvered panel is made of 
molded styrene plastic, designed for 
simple maintenance and unlimited ceil- 
ing patterns. J. A. Wilson Lighting & 
Display, Inc., 995 Main St., Buffalo 


N. Y 


Steel Framing—Structural steel fram 
ing comes in four basic sizes. It is made 


from cold roll carbon steel. A variety 





of standard and special fittings, brackets 
and nuts are also available. M-H Stand- | 


MINERALLAC 
Perforated 


STRAP 


Versatile Hanger Iron 


Safely supports hanging pipes, conduits 
and cables up to 500 Ibs. Made of %-in. 
18 gauge electro- galvanized steel (also 
available in Everdur, copper, brass of 
aluminum). Precision mode — perfore- 
tions do not vary. %-in. holes on 4s-in. 
centers. Comes in 10-ft. coils and 5 and 
10-ft. straight lengths. Available in other 
lengths alse. 


Send for literature and prices 
Specify MINERALLAC 


HANGERS, CLIPS, 
STRAPS, BUSHINGS 





MINERALLAC ELECTRIC 
COMPANY 
23 North Peorie Street 
Chicoge 7, Minois 


MINERALLAC 
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Side view of 

the Signal Ex 

plosion-proof 
Bell 


SOLD THROUGH 
ELECTRICAL 
WHOLESALERS 


T 

W hen hazardous conditions demand explosion-proof electrical 
equipment, be sure to include Signal’s Explosion-proof, Contact. 
less Vibrating Bell. 

All current-carrying elements are enclosed in a rugged housing and 
all mechanical parts are fully protected against atmospheric corrosion 
The Signal Explosion-proof Bell, built by the originators of Underdome 
Bells, has been proved in service and is listed by Underwriters’ Labora 
tories, Inc for the following 
and D Class Il 


Class I, Groups B, ¢ Groups F and G 


Write for Bulletin EPI 5 


ENGINEERING 
154 WEST 14° ST NEW Y¢ 


Mechanically Rugg 
U/L Tested 


MODEL 


6 SIZES 
"14-500 MCM 


_ 


MANY MILLIONS IN USE 


? ¥ 





COPPER TUBE AND PRODUCTS, INC. |) 


S746 MARIEMONT ave * CINCINNATI 277. OnIO 





i olel en ls@lal= 


SPOOLS 


yltiple service 
bes take-ofts 


No. 11357-C with 

Stainless Steel 
reinforcin 

and. 


Engineered specifically for multiple 
service take-offs, Porcelain Products’ 
Four-In-One Spools do even more 
than reducing shock hazard and sav- 
ing labor. They save over a foot of 
conductor on each drop! They elimi- 
nate “feed backs” ... reduce radio 
interference. They make possible even 
distribution of sag .. . permit service 
or secondary changes without one 
interfering with the other. They’re a 
practical investment that helps line 
and service crews. This item will go 
over big in your territory. 


Porcelain 
Products, lie. 


FINDLAY, OHIO 





ard Co., Versabar Div., 515 Communt- 


paw Ave., Jersey City 4, N. J 


Tubing—New data and reference ma- 
terial on tubing fabrication is con- 
tained in a folder issued by the Nikoh 
Tube Co., 5000 S. Whipple St., Chi- 
cago 32, I] 


Infrared Appliances—A 106-page bro- 
chure contains descriptions, illustra- 
tions on infrared cooking appliances 
Designed as a comprehensive consumer 
booklet, it contains menu suggestions 
and a special section on frozen foods 
Published by Broil-Quik Co., New 
York 37, N. Y 

Wires and Cables—"U. S. Electrical 
Wires and Cables for the Chemical 
and Petroleum Industries,” is the title 
of a new 76-page book. Data includes 
jacket compounds; constructions; and 
technical information. Copies are avail- 
able from the United States Rubber 
Co., electrical wire and cable dept., 
New York 20, N. Y 

Industrial Ventilation—Balanced in- 
dustrial ventilation is discussed and the 
problems resulting from the relation- 
ship of exhaust and make up air sys- 
tems is contained in a four-page bulle- 


Established *& 


iD WEST 


COVERAGE 


For Manufacturers of Electrica! Products 
Four Salesmen 
8000 Sq. Ft. Ground Floor, Warehouse 
Truck-lood Dock Facilities 


Lin ELECTRIC 


SALES, INC 
2323 W. 18TH STREET 
CHICAGO 8. ILL 














SALES MANAGER 
FOR ELECTRICAL 
EQUIPMENT MANUFACTURER 


Established monufacturer of electrical circuit 
protective equipment has immediate opening for 
top level sales executive. Position offers ex- 
cellent opportunity for man under 45 who is 
capable of organizing, executing, and directing 
expansion of aggressive national sales programs 
to electrical and hardware supply distributors, 
retail outlets, utilities, and electrical con- 
tractors Technical training and experience 
with electrical products important; successful 
sales and merchandising background essential 
Plant is located in Southern Michigan commun 
ity with excellent schools and recreational fa- 
cilities. In reply, state age, education, experi 
ence, and salary desired. All replies will be 
treated in strict confidence 


P8080, Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, III. 











Sell 
PARAGON 


- - for accurate, 
dependable 
time switches 


dehumidifier 
timer 


Insure consistent, reliable ns 
performance by recom. k 
mending Paragon 300 
Series time switches s 
(shown above). They pro- 
vide proved performance 
for controlling signs, com- 
mercial lights, stokers, 
burners, valves, motors or 


hare 
| inte 


Attic & 


Window 
Fan Timers 


other equipment. As either 


original equipment or re- 
placements, they guarantee 
long trouble-free service 
with minimum adjustment. 
No wonder more and more 
contractors and wholesal- 
ers say “install a Paragon 
and you can forget it.” 


Time-Pressure 
Defrost Control 


set] 


Woter-Spray 
Defrost Control 


700 Series seven day cal- 
endar dial Time Switches 
— provide individual 
program settings for 
each day in week. 
Designed for automat 

ic contro! of heating, 
ventilating and air 
conditioning systems. 


© 1953 


PARAGON ELECTRIC COMPANY 


TWO RIVERS WISCON N 


Worlds -largest 


of tims 
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NOW! 
GREAT NORTHERN 


OFFERS 


more LIGHT—more 


FIXTURE FLEXIBILITY 
WITH 


WAFERLINE 


Great Northern’s New 
presents an amazing new concept in 


lighting versatility for stores, offices | 


and other commercial institutions. 
@ GRACEFUL, SHALLOW DESIGN 
@ HIGH LEVEL ILLUMINATION 
@ RUGGED, DIE-FORMED 
CONSTRUCTION 
RATTLE PROOF, INTERLOCKING 
LOUVERS 
LOUVER HINGES FROM EITHER SIDE 


RIGID METAL SIDES 
PLASTIC INSERTS OPTIONAL 


CLOSED OR OPEN TOP 
TWO OR FOUR LAMPS 
FLUORESCENT OR SLIMLINE 
LOW OVERALL COST 
MINIMUM MAINTENANCE 


Get Great Northern’s complete full 
line catalog of fluorescent and Mer- 
cury Vapor luminaires—Outdoor flu- 
orescent Post and Wall lights—Show 
Case lights—Lighted Bathroom cabi- 
nets and many others. 


Your Catalog Is Reserved For You 
Please Write Today. 


Created and produced by 


GREAT NORTHERN 
Manufacturing Corp. 
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“Waferline” 


tin. Included also is what bearing the | 


problem has on the heating load. Copies 
are available from the National Asso 
ciation of Fan Manufacturers, Inc., De- 
troit 26, Mich 

Motor Starters—Manual and magnetic 
motor starters are described in detail 
as to specifications and applications 
Copies may be obtained from the Fed- 
eral Electric Products Co., 5O Paris St., 
Newark 5, N. J. 

Conduit — Liquid-tight conduit ap 
proved for use in wet locations 1S de 
scribed in a 4-page illustrated pamphlet 
Suggestions and applications are in 
cluded. Copies may be had from The 
American Brass Co., American Metal 
Hose Branch, Waterbury, Conn. 
Thermostat—Automatic thermostat is 
available as an accessory for use on 
1, 4, % and 1 hp. air conditioning 
units. It maintains an even degree of 
cooling by controlling the operation of 
the room air conditioner compressor 
unit. Mitchell Mfg. Co., 2525 N. Cly 


bourn Ave., Chicago, Ill 

Sound Signals—Industrial sound sig- 
nals are the subject of a combination 
manual, data book and catalog. In- 
cluded are funda 
mentals of sound; glossary of signal 


SPERO ‘Guaranteed 


PORCELAIN ENAMEL 
REFLECTORS — 


*Guarqnteed equal to' any 


standard specification 
‘ 


en 


200 LINE 


explanation of 














VARD LITES 


SPERO also makes: 
Cmacelel aici tt me es ie) malic bm. ibe] 
@ INSULATORS © SWITCH PLATES 


tHE SPERO 


ELECTRIC CORPORATION 


CLEVELAND , OHIO 


LOOSEN 
RUSTED : 
TERMINATIONS 





/\ 


SOLDER 


CONNECTIONS CONDUIT BENDING 


Many uses assure you 


BIG SALES! 


INSTANT LIGHTING 


TORCH 


Now you can stock the 
tool every electrician, 
electrical contractor, 
linesman, foreman and 
maintenance supervisor 
has been looking for 

the Bernz-O-Matic Torch 


COMPLETELY PORTABLE 
Weighs less than 3 Ibs 
full. Can be carried in 
tool case or clipped to 
belt tor climbing. Ne 
tanks or tangling hoses 


$633 


ASSURES REPEAT BUSINESS—Has disposable 
type self-sealing cylinder with enough fuel for 


Low cosT 


Retails for only 


up to 15 hrs. burning time. When cylinder is 
empty, users throw it away and buy replacement 
from you (retail price $1.95) 

Find out how you can take advantage of this 
fast-moving high-profit item. Mail coupon today 


for catalog sheet and prices 


OTTO BERNZ CO., INC., Dept. Ew-3 
280 Lyell Avenue, Rochester, N. Y 


Please send me catalog sheet and prices on 
Bernz-O-Matic Torch 


Nome 
Title 
Company 


Address 


















































Be ready to give your 
customers the BEST: 


CLIFTON 
E.M.T. 


When you sell CLIFTON E.M.T. 
you sell the best electrical met- 
allic tubing on the market— 
because CLIFTON E.M.T. has 
double the zinc protection of 
ordinary nakes. And CLIFTON 
E.M.T. will not flake or chip, 
because it is hot-dipped galvan- 
ized by a special process which 
bonds the zinc coating to the 
steel tubing. 


Ample Supply 


CLIFTON E.M.T. is available for 
immediate shipment. You can 
get all you need to meet any 
demands. 

OTHER CLIFTON PRODUCTS 
include Rigid Conduit, Flexible 
Steel Conduit, Armored Cable 
and Pierceway Plastic Duct Wir- 
ing Systems. 

Listed by 
Underwriters Laboratories. Inc. 


DISTRIBUTORS—A limited num- 
ber of distributorships are avail- 
able. Write for full details. 


WE MAKE NO BONES 
ABOUT IT... 


~"CLIFTON PRODUCTS 
ARE THE BEST 
IN THEIR FIELD 


CLIFTON 


CONDUIT €O:. tne. 


General Offices 
75 Montgomery St 
Jersey City 2, N. J 


Factory: Baltimore, Md 





and sound terms; guide for selecting 
equipment; suggested steps in choosing 
a signal installation; and hints for com- 
piling a coding signal call system. A 
copy may be obtained from the Ben- 
jamin Electric Mfg. Co., Des Plaines, 
Ii] 


Portable Radio — Government as- 
signed frequencies (640 and 1240 
kilocycles) are for use with the new 
Civilian Defense emergency bands. The 
small portable weighs 334 Ibs. Admiral 


Corp., Chicago 47, IIl. 


Window Fan — Turn-about window 
fan rotates 180 degrees. The reversible 
fan has multiple speeds for a variety of 
cooling effects. O. A. Sutton Corp., 
Wichita, Kan. 


Wireway — Only two screws are 
needed to fasten the cover to any one 
section of the U. L. approved wireway 
All other cover fasteners are of the lock 
type. Trumbull Electric department, 
General Electric Co., Plainville, Conn 
Home Freezers—A 128-page book is 
designed to educate consumers in the 
best use of home freezers. The illus- 
trated guide shows the freezer user 
how to organize frozen foods profitably 


This book is available from the Ben 
Hur Mfg. Co., Milwaukee, Wis 


FOR 
SOLDERING-BRAZING 
WELDING 


L. B. ALLEN CO, Inc. 
6701 BRYN MAWR AVE 
CHICAGO 31, ILL 














WANTED 
MANUFACTURERS 
REPRESENTATIVES 

To sell ELECTRIC CONVECTION 
HEATING UNITS to Wholesale 
Electrical Jobbers and Distributors, 
for the following states: 


New England California 
Illinois N. Carolina 
Indiana S. Carolina 
Penn Tennessee 
Michigan Georgia 
Wisconsin Florida 


PALEY Manufacturing Corp. 
Brooklyn 16, N. Y. 
Phone: HYacinth 3-7330 








| interlocking design minimizes | 

| stress on joint bolt. 6. Precision | 
machined interlocking surfaces re | 
sult in perfect fit, distributing | 
pressure evenly. 7. ‘‘Rite Angle” 
teeth guarantee maximum bite, 
and minimum wear. 


Here is a plier that will last for | 

years! Channellock Pliers—made | 

an by Champion DeArment Tool 
. Meadville, Pa. 


Channellock pliers are listed in 
the Yellow Pages of most Tele- 
phone Directories under ‘‘Tools"’ 
DESIGN Ty 
<* Ar 
Osoreres ALE OTMEy, 


CHAMPION DeARMENT maées 


LCHAN jygi LOCK | 


CHAMPION DeARMENT TOOL CO e MEADVILLE PA 
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SALES AIDS 








American Electrical Heater Co., De 
troit 2, Mich.—Point-of-purchase bridal 
display for electric irons is a 3-dimen 
sional, double easel set-up. It is in 6 
colors, plus gold, and features the 
brides of three generations in the cos- 
tumes of their day. A platform is pro- 
vided for presenting the iron 


Eagle Electric Mfg. Co., Inc., Long 
Island City 1, N. Y.—Display card, in 
3 colors, holds 10 night lamps. It has an 
easel for stand up display on the 
counter and a hole for hanging on a 
wall. 


The Peerless Electric Co., Warren, 
Ohio—A 3-color fan and blower sales 
plan is designed to aid distributors 
dealers and contractors in landing more 
of the middle-sized commercial and 
industrial heating, ventilating and air 
moving jobs. 


Burgess Battery Co., Freeport, III 

A counter card shows all the latest 
makes and models of portable radios 
and Burgess batteries they use. A 3 
dimensional, electric flasher sign is for 
window or counter display 








This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


Neo Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 
Specify K&H for YOUR Next Job 
For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


KRUEGER & HUDEPOHL 


236 VINE ST CINCINNATI 2, OHIO 
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ALSO 
J A C 4 S 0) N A Complete Line of 
INDUSTRIAL 
PORCELAIN ENAMELED 
YARDLIGHTS REFLECTORS 


8972-8974-8976 YARD LIGHTS 


When the call is for Yardlights, sell JACKSON. They 
are impervious to wind and weather and truly last a 
life-time.” Made of one-piece heavy gauge steel 
finished in three coats of Vitreous Porcelain Enamel 
Completely wired and assembled. Good Quality—Good 
Appearance. Listed by U. L. Approved for R. E. A 


Make SURE Your ieaations. Sins Gr eateteg 
Customers get Jackson 
... the Lifetime Yardlight Small 
. | 


Adjustable 
FLOODLIGHT 


Manufacturers of AMME\ — residentiat 
7 Commercial 
. tadustrial 
e Reflectors cr temporsry 
' installations 
¢ Yardlights ™ steel ‘conetrue: 
: tion, baked enamel! fin 
| —J-', 
e Vaporproof Units Bis 


tough weatherproot 








Universal adjustment 
e Weatherproof 7107-7110 \metall en any fat sur 


face or attach directly te 3-', 


or 
4 outlet box Approved 6 foot 
Sockets cord and plug : ‘ 


JACKSON ELECTRICAL COMPANY 


900-910 W VAN BUREN STREET 


CHICAGO 7, ILLINOIS 


/7 
PUY 
SUSPENSION INSULATORS 


TOP QUALITY, LONG LIFE, 
SUPERIOR PERFORMANCE 


= 


A complete line of standard Sus 
pension and Suspension Strain Insu 
laters designed for various types of 


service and voltages 


Write for NEW Free Insulator Catalog 


ILLINOIS ELECTRIC PORCELAIN CO. 


MACOMB, ILLINOIS 





PORCELAIN 
INSULATORS 


Fit all your customers needs 


Universal Insulators have uniform 
density of body, high dielectric and 
physical strength, resistance to tem- 
perature extremes, moisture, fumes, 
smoke and most acids. Here are 
the insulators that put Quality First. 


i 3 


‘ 














=. PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 
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PACKED INDIVIDUALLY 
One 66-ft. roll, %” wide in 
single pocket-size metal! can. 


CONVENIENT FIVE-PACK 
Five 30-ft. rolls, %” wide in 
handy container. 


COUNTER DISPLAY 
FOR THE DEALER 
Contains 18 rolls, 
one-half inch wide. 


TOUGHER, FASTER, NEATER 


World's 
Largest Selling 
FRICTION TAPE 


The result of more than fifty years of manufacturing 
integrity. Sold in individual cartons 
and 10-roll dispensers. 


Won't dry out or ravel at edges. 
Exceeds all specifications! 


PLYMOUTH RUBBER COMPANY, INC. 


Established in 1896 
CANTON, MASSACHUSETTS 





When your Customers 


talk THIS WAY, 
aie > 


you know you 


have made 
a friend. 


When the products you sell 
help men in their daily jobs, 
these users will remember 
you as one to turn to when 


new problems arise. 


What more can a 


salesman ask than that? 


That is why 
FUSETRON Fuses 
are one of your 
most profitable 
items. They carry 
a good profit for 
you and your 
house — and 
they bring 
back repeat 


husiness. 


Sell FUSETRON 
fuses for installation 
throughout 

the entire electrical 


system 





